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Do You Want 


Industrial Savings? 


HE development of the industrial worker as a 

regular saver constitutes a problem of growing. 
| significance in every progressive bank. The pay- 
roll envelope is the key to an enormous volume of 
savings that can be cultivated with effective results 
both for the bank and the workingman. 








Many great American industrial concerns have installed the 
AUTOMATIC RECEIVING TELLER as a means of stimulating 
habits of thrift among their employes. And wherever they are 
in use, the Tellers are making good because they are simple, easy 
to operate and provide a corstant appeal for the small change 
——_— of the workers. 


THE AUTOMATIC 
RECEIVING TELLER 


This machine, now in use in 
many of the largest factories of 
the country, is proving to be 
the effective solution of how to 
gel industrial savings at min- 
imum cost. All the employe 
has.to do is to place a coin in 
the proper coin slide, push slide 
in full distance and let it return 
with stamps. Detach stamps 
and paste in a folder, which is 
furnished. These stamps, rep- 
resenting savings, are made 
for pennies, nickels, dimes and 
quarters. 















Tecter 6x 2%"x 13° 


| 
Frame I2%"x14" 


A few of the many concerns now using the AUTOMATIC 
RECEIVING TELLER are: 







American Chain Co. 

American Tube & Stamping Co. 

Louisville Union Ry. Co. 

Cumberland Telephone & . 
Telegraph Co. 

Buda Company 

Gridley Dairy Co. 

So. New England Tel. Co. 

Acme Shear Co. 

National Biscuit Co. 


Standard Sanitary Mfg. Co. 
American Tobacco Co. 
Underwood Typewriter Co. 
Bradford Woolen Mills 
Belknap Hardware Co. 
American Can Co. 
Holeproof Hosiery Co. 
Phoenix Knitting Co. 
Stewart-Warner Speed- 
ometer Corp. 























Brings the Bank Close to the Workingman 


In addition to fostering habits of thrift and stimulating the morale of the workingman 
as a whole, the AUTOMATIC RECEIVING TELLER brings new business into the bank,— 
a class of business not obtainable in any other way. It makes savings accounts active. 

The AUTOMATIC RECEIVING TELLER is endorsed by many big concerns because 
it is a method of voluntary saving,—no pay roll deductions, no compulsion anywhere. It 
reaches out for the pennies, nickels, dimes, and quarters of the workingman constantly during 
the hours of his daily task. And it eliminates all bookkeeping drudgery, both in the factory 
and bank. 


Begin now to develop industrial savings through the AUTOMATIC RECEIVING 


TELLER because it makes a savings account possible through the medium of small coins. 


May we serve your Bank ? 


American Banking Machine Corporation 


400 North Michigan Ave. 
CHICAGO 


Executive Offices 


SAGINAW 


New York Office 
62 Cedar St. 











Automatic Receiving [eller 












AMERICAN BANKING MACHINE CORPORATION 
Wrigley Building, Chicago, III. 









Gentlemen: Please send without obligation, details concerning your industrial savings plan. 
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From the Rio Grande 
to Hudson Bay 


HE “Double Your Savings” slogan is gaining 
popularity throughout the United States and 
elsewhere. A Canadian bank is using it in 
over three hundred of its branches. It is 
known in London, Australia, Cuba, Alaska, the 
Hawaiian Islands, the Philippines and Shanghai. 


This slogan, dedicated. by the Harvey Blodgett 
Company tothe banks and savers of the nation, is also 
spreading to every effective medium of publicity— 
from gummed stickers to eight foot bill-boards. 





A West Virginia bank placed near its entrance 

Decarcomanta—(Window Transfer) a bronze tablet bearing the slogan. An _ Illinois 
_ The large background, 12 inches square, bank displays a brass lobby sign. A Kentucky bank 
is gold, the slogan and outlines of oak ‘ ; . 
leaves ‘and acorns are black, while the rubber stamps it on passbooks and deposit slips. 
ne panel carrying slogan Banks in Canada, Michigan, Georgia and elsewhere 
- have it on street car cards. Some banks are using 
it on their stationery or direct-mail literature; others use electrotypes of it in 
their newspaper advertising and on multigraphed letters. It has become very 
popular as a decalcomania (window transfer). 


Harvey Blodgett’s book, “‘Double Your Savings; It CAN Be Done,” has be- 
come a guide and text book for thrift development. Its lucid descriptions of 
methods and results make it intensely interesting. Best of all the plans are. 
practical, having been repeatedly tested and proved. 


oo 


During the past two years of widespread unemployment the savings of the 
t nation remained close to the highest on record. ‘Double 

‘ Your Savings” propaganda and Blodgett publicity plans 
played an important part in maintaining this level. 


Good times are at hand, with general employment, 
and tremendous possibilities for saving. Hundreds of 
‘ banks using Blodgett publicity plans will double their sav- 
ings in a few years. ‘They are developing capitalists, thus 
creating profitable business for other departments. 


} Adopt the slogan, read the book, put fifty-two thrift 
weeks into 1923. 


PUTT 





; The Book, the Decalcomania, and the Electrotypes 
are one dollar each. 


HARVEY BLODGETT COMPANY 
Business Building for Banks 


EXECUTIVE AND SALES OFFICES 


UNIVERSITY AND WHEELER AVENUES, ST. PAUL 


' DISTRICT OFFICES 
j First National Bank Building, Chicago 23 W. Forty-third Street, New York 
Old South Building, Boston Citizens National Bank Building, Los Angeles 
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Mr. Banker 


How can your Credit and Collateral Departments 
operate without the 


Chicago Fournal of Commerce 


How can they properly check the value of your 
outstanding collateral loans without knowing daily 
what the market is on the securities and commodi- 
ties on which these loans are based. 














Where can you find the value of commodities such as: 


















Iron or Steel Cotton 

Hides and Leather Securities 

Live Stock Real Estate 
Canned Foods Coal and Coke 
Grain Petroleum and Oil 


Flour Fruits 

Sugar Produce 

Spices Foreign Exchange 
Oil and Fats Textiles 











so easily, quickly and accurately given as in this newspaper? 


How can you determine the trend of the market in any 
line of business without reading the 


Chicago Journal of Commerce 





All these facts and many more you will find compiled and 
arranged to give you exactly the information you wish in 
the shortest possible time. 


It is built to serve you—it is a complete bankers’ service. 
Try it for one month and convince yourself. 






$1.00 per month — $12.00 per year 







SIGN AND RETURN THIS COUPON 


The Chicago Journal of Commerce 


AND DAILY FINANCIAL TIMES 
12 E. Grand Ave., Chicago 


Date__ ioe ewes 1 $923 
















Please enter my name for ___months’ subscription to The Chicago Journal of Commerce at your regular 
subscription rate of $1.00 monthly. 





Name_ 


Address — 





Business 





FORM BMS 
—— ee, ee _____ 
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LOGAN SQUARE TRUST AND SAVINGS BANK 
CHICAGO, ILLINOIS 











Nea among Chicago's outlying bank 
buildings is the im posing new home of the 
Logan Square Trust and Savings Bank. The 
building is unusual in that the monumental 
facade on Milwaukee Avenue is duplicated on 


the Logan Boulevard side, both executed 
Indiana Limestone. 





May we send you a copy of our portfolio, 


“The Work of Weary and Alford Company"? 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


1923 Calumet Ave., Chicago 
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in 


Greetings 


to the 


American 


Banker 





URING the year just closed, the Hawkins 

Mortgage Company made a real contribution to 
American banking in the organization of several new 
and flourishing Welfare Loan Societies. 


We appreciate the co-operation that has _ been 
extended by many bankers and it will be our steadfast 
purpose in 1923 and in the years to come to justify 
this confidence. 


Plans for 1923 provide for the opening of several 
new Welfare Loan Societies in addition to the 32 
already operating and we hope that the new societies, 
like those already doing business, will serve as a valu- 
able auxiliary to the commercial banks of the 
community. 


The directors, officers and entire staff of the 
Hawkins Mortgage Company unite in extending you \ 
their best wishes for a Happy New Year. 


HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 
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« MIDLAND 
TERA OA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 





QUALITY AND SERVICE 


Our Motto 
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re 


JEFFERSON PARK NATIONAL BANK 
Milwaukee and Lawrence Aves., Chicago, Ii). 


Clarence Hatzfeld, Architect ’ 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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Three Hundred Bankers 


Have Learned the Value of Outdoor Advertising 


A new era of business demands new methods 


of Bank Publicity. 


Scores of bankers are finding out how Outdoor Advertis- 
ing fits into their promotional activities. 


Letters telling of its productiveness are often received. 


Many tell us of how it has supplied a powerful stimulus to 
their business. 


Big increase in deposits are frequently reported by banks 
themselves, directly resulting from the use of this medium. 


Bankers who have used Outdoor Advertising will tell 
you how it lends warmth and personality to their messages. 


How it reflects in a big way the character of their institu- 
tions. 


How also it conveys the impression of stability and per- 
manence and offers a direct, powerful appeal to thousands 
who are not reached in other ways. 


Ask for a copy of “SOLVING THE BANK’S PROB- 
LEM.” It tells you many things you should know about 
Outdoor Advertising and gives the opinions of Bankers who 
have tested its efficiency and have realized substantial results. 
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CHICAGO NEW YORK 
Harrison, Loomis Broadway 


& Congress Sts. 5th Avenue at 25th St- 
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Are You 
Interested in 
Bank 
Building? 


Bankers who are contemplating the erection of a new bank building 

or enlarging or remodeling their old quarters, should obtain at 

once a copy of the new edition of Indiana Limestone Bank Book, 

just off the press, illustrating many fine, recently constructed banks 

built of this natural stone. This book sent free upon request. 
Indiana Limestone Quarrymen’s Association 


Box 783, Bedford, Indiana 
Metropolitan Service Bureau, 622 Marbridge Building, New York City 
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Tax 
Exempt 
Securities 


Foreign 
Government 
Securities 


Railroad 


Securities 


Public 
Utility 
Securities 


Industrial 
Securities 


Short Term 
Securities 


Preferred 
Stocks 


Higginson & Co., London 


Suggestions for 
January Investment 


THE DALLAS JOINT STOCK LAND BANK 
5% Farm Loan Bonds, 1952. Seay 5 


FEDERAL LAND BANK 
414° Farm Loan Bonds, 1939.. 


KINGDOM OF NORWAY 


Twenty Year 8° Sinking Fund External Bonds, 1940.......... 


STATE OF RIO GRANDE DO SUL 


8% Sinking Fund Bonds, External Loan of 1921, 1946.......... 


PAULISTA RAILWAY COMPANY 


Ist and Refunding Mortgage 7°% Sinking Fund Bonds, 1942..... 


UNION REFRIGERATOR TRANSIT COMPANY 
Equipment Trust 5% Certificates, due serially . . 


COLORADO POWER COMPANY 
First Mortgage 5% Bonds, 1953. 


CONSOLIDATED ELECTRIC COMPANY | OF CALIFORNIA 


General Mortgage 5% Sinking Fund Bonds, 1955. 


GREAT WESTERN POWER COMPANY 

First Mortgage 5% Sinking Fund Bonds, 1946.. 
PENNSYLVANIA EDISON CO. 

6% First Mortgage Sinking Fund Bonds, 1946... 


PUGET SOUND POWER AND LIGHT COMPANY 
General and Refunding Mortgage 7!5°%, Bonds, 1941. 


AIR REDUCTION COMPANY, INCORPORATED 
7°% Convertible Sinking Fund Debenture Bonds, 1930... 


BARNSDALL CORPORATION 
8% Sinking Fund Convertible Bonds, 1931.......... 


GENERAL REFRACTORIES COMPANY 
First Mortgage 6°% Sinking Fund Bonds, 1952.. 


THE GOULDS MANUFACTURING COMPANY. 
First Mortgage 6% Sinking Fund Bonds, 1942..... 


GULF OIL CORPORATION 
Fifteen-Year 5°% Debenture Bonds, 1937 


REMINGTON ARMS COMPANY, INC. 
First Mortgage 6°, Sinking Fund Bonds, >: | 


THE UNITED STEAMSHIP COMPANY, LTD. 
Fifteen-Year 6°% Sinking Fund Bonds, 1937 


BIGHEART PRODUCING AND REFINING COMPANY 
7% Convertible Sinking Fund Notes, 1924. 


eae ELECTRIC COMPANY 
% Secured Notes, 1925. cad 


SHELL UNION OIL CORPORATION 
6°% Cumulative Preferred Stock............ 


SIMMONS COMPANY 
7% Cumulative Preferred Stock. 


A full description of these and other issues given upon request 
- 


Lee, Higginson & Co. 


Established 1848 
THE ROOKERY 


Boston Chicago New York 
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COUNTRY BANK IN 
OUNTY POLITICS 


Many banks favorably situated have not awakened to 
the opportunity awaiting them in states where banks 
can perform a constructive and _ profitable 





HILE making a study of county 

government in one of the South- 
ern states recently, the writer was im- 
pressed by the opportunities afforded 
to the banks in county towns, to enhance 
their own reputation and at the same 
time serve the community in a manner 
which should bring them into promi- 
nence as an important factor in improved 
county government. 

In many states legislative provision 
has been made for local banks to act as 
county treasurers. This does not mean 
that the bank is merely a repository 
for county funds; it ineludes the duties 
which are usually performed by a 
county official holding the position of 
treasurer, such as the classification of 
receipts and disbursements, maintain- 
ing bond registers, negotiating for the 
sale of bonds, and keeping other neces- 
sary records incident to the financial 
business of the county. 


Usually a law of this nature comes 
under the heading of “enabling” legis- 
lation, and the decision as to whether 
the duties of the county treasurer shall 
be carried on by an elected, or appointed 
official, or by a bank, rests with the county 
commissioners. There are many good 
reasons why the county treasurer should 
be an elected official, but on the other hand 
there are forceful reasons why this work 
should be carried on by the local bank. 

It is a well known fact that in many 
of the states of the Union, the type of 
finance officer elected by the voters to 


county offices, is a menace to good 
government. This is a strong statement 


and needs careful explanation. Incom- 
petency is as serious a handicap to good 
government as is lack of moral character 
and purity of motive. The writer might 
refer to several examples which have 
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By ARTHUR J. PEEL 


come under his notice during the past 
few months. 

In a_ certain 
ern state, the county treasurer was 
a ticket agent before his election to 
office; the auditor was a general store 
keeper, and the register of deeds, a 
doctor. In another county the treas- 
urer was a farmer with no knowledge 
of modern bookkeeping, though a 
shrewd man. This condition was merely 
a reflection of that which prevailed in 
the higher state offices; the state treas- 
urer was a railway engineer before his 
election, and all the way down the line 
one ean find men who, if they are good 
state officials, do not owe this fact to 
their previous training and experience. 

It is very easy to condemn the system 
which makes such conditions possible, 
but condemnation without constructive 
suggestions, is worse than _ useless. 
When one bears in mind the limited 
field in a large number of counties on 
which people can draw for their finan- 
cial officers, we begin to get a glimpse 
of the real problem. In most of the 
county ‘towns, the accounting men ean 
not afford to run for political offices 
of this nature, thus making it necessary 
for the electorate to select an officer 
trom a class of men who have more time 
and less experience in financial and 
accounting administration. The result 
is often deplorable and is a_ serious 
reflection on our good name for efficient 
government. At the same time it must 
be admitted by all students of demo- 
eratic forms of government, that an 
elected official is preferable to an ap- 
pointed corporation, providing the of- 
ficial can perform his duties with a 
reasonable degree of efficiency. When 
he fails, it is time for the people to 
consider the alternative (if they have 
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it) and place their affairs in the hands 
of a friendly banker. 
It is generally conceded that in the - - 

smaller county seats, the bank officials 
are usually the best informed and most 
experienced in accounting matters. Re- 
peated evidence of this may be gleaned 
by any man whose business takes him 


into the rural communities and the 
smaller county towns. In a certain 
town the writer discovered a_ bright 





young man—a bank clerk—who' was the 
treasurer of his chureh, treasurer of 
the local building and loan association, 
and “defacto” treasurer of the county, 
though his father was the elected treas- 
urer, but like a wise man, he “left it 
all to George.” Not only the building 
and loan associations, incidentally, but 
the small rural telephone companies, 
provide an extensive field for the bank 
clerk who is looking for ways and means 
of augmenting his salary. 
Notwithstanding these facts, it 
appears that many banks favorably 
situated, have not awakened to the 
opportunity awaiting them in states 
where enabling legislation has opened 
the door of a county office which can 
be filled by a banking corporation. 
And even where the banks are acting 
as county treasurers there is ofttimes a 
serious lack of appreciation of the 
opportunity afforded. In one town, in 
which this is the case, the subject of in- 
stalling and maintaining a proper set of 
accounts for the county, was being dis- 
cussed with the bank manager. The 
manager was an intelligent and live 
official but his reply was discouraging: 
“Why should I bother to keep proper 
accounts for the county, when all we 
get out of it are the deposits and the 
‘doubtful privilege of carrying an over- 
draft most of the time, at that? It 
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wouldn’t pay us to keep a set of books 
for the county.” Looking at it from 
a purely utilitarian point of view, the 
man was right, but in not looking at it 
as an opportunity to perform a public 
service which would eventually redound 
to the eredit of the bank and 
business, he was short-sighted. 


better 


In another town it was necessary for 
the writer to investigate the records of 
the county which were held by the bank, 
Right were 

which time the 
bank had been acting as treasurer for 
the county without a break. With con- 
siderable difficulty the writer was able 
to analyze the receipts of the county 
for the latter after much 
labor and repeated reference to a mass 
of original data which should have been 
recorded on the books; but for the first 
four years there was positively no re- 


acting as treasurer. 
under 


vears 


review, during 


four vears 


cord whatever. When the good people 
of the eounty realize that their chosen 
bank can do no better than this, what 
is going to be the effect on the bank? 
County bookkeeping is 


not a ¢om- 


plicated business when the right prin- 
ciples are applied, but the results whieh 
are available from good accounting, are 
so pertinent, that in the hands of the 
treasurer thev constitute knowledge 
which would save many a county from 
financial shipwreck; and the very least 
it ean do is to prevent county commis- 
sioners and managers from launching 
into expenditures and accepting liabil- 
ities, with their eves shut. When the 
bank aecepts the position which holds 
within itself the potential power for 
influencing and directing to a large ex- 
tent, the destinies of the county, it is a 
serious and 
refuse to 


short-sighted poliey to 
go to the trouble of taking 
the initial steps by whieh this power 
and knowledge may be made practical. 

Banks are often accused, and some- 
times with good reason, of influencing 
the politics of town and county. “The 
Citizens Bank elects our mayor” the 
writer told the other day by a 
prominent citizen. This is a risky game 
and the only semblance of justification 
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which can be presented is when the 
good service rendered by the bank to 
the government of the municipality or 
the county, is so obvious that the elec- 
torate realize that it could have done 
no better had the vote been uninfluenced 


by “big interests.” 


There is a wide demand for “house- 
Se gaits se 
cleaning” in county polities as well as 


in the larger political field, and already 
inquiry is being made as to what results 
have been achieved by the banks acting 
as local county treasurers instead of an 
official who is unfitted by training and 
previous experience for the job. Unless 
the evidence before the pubhe is over- 
Whelmingly in favor of the bank, the 
people will be inclined to stick by the 
old methods and re-elect Tom Jones, the 
pleasant and popular old treasurer, 
whose only claim to the position is that 
he beat: Jack Evans by an overwhelm- 
ing vote seven vears ago and nobody 
has had the nerve to oppose him since. 
Tom ean talk volumes on county finance, 
but he can 
have “ramshackle 
as a consequence. 


learn nothing, and so we 


county government” 

As an illustration of the present op- 
portunity for the banks, the State of 
North Carolina This 
state is used as an example because 
there has been an 


may be cited. 
awakening to the 
need for better county government, and 
the State Auditor, the Rural Economies 
Division of the University, and other 
prominent officials and organizations, 
have prompted intensive studies of the 
existing situation. There are one hun- 
dred counties in the state; in twenty- 
four of these the banks act as financial 
agents without any outside control being 
exercised by a responsible county official 
such as an auditor, for instanee. In an 
additional two counties the banks, 
though aeting as county treasurers, are 
controlled by auditors 
county commissioners. 


appointed by 
All counties are 
subject to a state audit but so far this 
is by no means generally carried out. 

The result of the investigation is that 
which proves in a large measure that 
they have failed to avail themselves of 


ate lia ee aE: 
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the opportunity afforded to demonstrate 
their value in county government. 
Every banker realizes that, speaking 
generally, municipal and state funds 
are desirable accounts for a bank even 
it there are continual overdrafts. The 
banker needs to go a step further and 
realize that to be an active participant 
in the administration and collection of 
these same funds, is a better business. 
If the banker, the manager, and the 
cashier, were to bring to bear on their 
county office, as treasurer, their ex- 
perience and knowledge of financial ad- 
ministration and efficient accounting, is 
it not reasonable to suppose that money 
would be saved and deposits increased ? 
In the office of a county superinten- 
dent of education the other day, the 
cashier of the local bank whieh 
acting as county treasurer, came into 
the superintendent’s while the 
writer there, suggested a 
market for a new bond issue. 
The matter investigated and fol- 
Towed up with the result that the bonds 
were eventually sold at terms which 
were very favorable to the county. This 
is service, and the kind of service which 
is going to convinee the tax-payer that his 
affairs are safe in the hands of the bank. 


was 


office 
was and 

school 
was 


In another town the county work was 
delegated by the bank to one of. its 
clerks who immediately made it his bus- 
iness to open up a set of adequate ae- 
counts. This he had to do on his own 
time and it involved labor which 
unremunerative, but he did it for his 
own satisfaction—and_ edueation. It 
was not long before the results were 
apparent and the county officials began 
to rely more and more on the informa- 
tion which the young bank clerk was 
able to give them concerning the fi- 
nanees of the county. Next November 
there will be an election for County 
Treasurer and there is little doubt as 
to who the new treasurer will be. The 
hank will lose the job, but one of their 
own men will be elected to the office. 
This also, is service, but the vision of 
the clerk should have been the vision 
of the executives. 
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Wouldn’t the old fashioned bookkeeper, who used to sit on his high stool and push a pen across a ledger, stare with amazement at the 
numerous machines that now do the bulk of the work of a bank? An inventory of the machines used by the Union Trust Company of Cleveland 
shows that this is an age of machinery, even in banking. There are 394 adding, bookk:eping and calculating machines at the Union Trust Com- 
pany, 200 machines of different sorts, such as protectographs, dictaphones, addressographs, and perforators, and 306 typewriters, including 
the combination typewriter and adding machines. The addressing department of the Union Trust Company is shown above, in the upper left 


hand corner. To the right is a section of the bank’s individual bookkeeping department. 


In the center, left, is a new machine for dispatching 
the mails. 


This machine makes an imprint that is a combination of postage stamp, cancellation and postmark. In the center, right, is a corner 


of the bank’s stenographic department. Below, left, is the multigraph department, and at the right is one of the several ‘‘batteries”” of machines 
in the Union Trust transit department. 
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boas of the most pernicious fallacies 
in modern American business is 
that a good salesman can sell anything. 
Probably the man who first said it was 
speaking the truth because he meant 
that a good salesman can sell any kind 
of thing—provided the thing is salable. 
The trouble is that Americans have 
somehow come to believe that business 
is practically all salesmanship and that 
all any article or service needs is good 
salesmanship to make it “go”. 

As a matter of fact, no selling success 
has ever been scored without a solid 
basis of merit in the things or services 
sold, and nobody admits this more 
readily, or insists on it more firmly, 
than a good salesman. 

Being a good salesman, the New Bus- 
iness Manager will hold himself re- 
sponsible for increased use of a good 
and meritorious bank and he will not 
be satisfied with anything but the best 
in the institution he is employed to 
develop. 

The New Business Department is 
going to tell a number of people that 
the bank merits their business and is 
going to spend a certain amount of 
money in doing so. Whether this 
money is an expense or an investment 
will depend not only on how well the 
New Business Department says things 
but also on how truly it says them. 


For instance—The New Business De- 
partment is going to say: “This bank 
is the place for your savings.” How 
true is that statement? Does “this 
bank” treat savings depositors as well 
as other banks do? Does it really show 
the cordiality it advertises? Does it 
really take an interest in the small de- 
positor? Unless it does it need not 
expect full efficiency from its New Bus- 
iness Department. Here are conditions 
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existing in some savings departments 
which were the subject of reeommenda- 
tions by different new business man- 
agers— 

Bank A—refused one dollar accounts 
of minors unless opened by the parent 
or guardian as trustee. 

Bank B—paid no attention to ac- 
counts which did not grow after the 
first deposit or because inactive subse- 
quently. 

Bank C—credited no interest in bal- 
ances under $10. 

Bank D—refused to accept negotiable 
instruments other than P. O. money 
orders for deposit to savings accounts. 

Bank E—had a system of accounting 
which required a three minute wait, on 
the average, before a savings depositor 
could withdraw money. 

Bank F—insisted on having the fol- 
lowing information before a new cus- 
tomer eould open an account.— 

Full name 

Home address 

_ Oceupation 

Age 

Birthplace 

Mother’s maiden name 

Wife’s maiden name 

This information was insisted on in 
all eases, though only needed in a few— 
i.e. illiterates. 

Bank G—made no effort to protect 
eustomers with balances of $500 and 
over against unwise investments. 

And yet every one of those banks was 
spending money in asking for savings 
deposits. 

Face the Facts 

Now of course there are two ways of 
looking at one’s own bank. One is to 
regard any criticism of it as _ lese 
majeste and to compare it with nothing 
more recent than 1860. Another is to 





resolve that it shall always be better 
today than it was yesterday and to 
compare (and contrast) it constantly 
with the most successful banks of its 
own and all other communities. On 
the first basis, all those banks, A to G 
inclusive, were deserving all the bus- 
iness they had. On the other hand, they 
were possibly getting all the business 
they deserved. 

The changes suggested for their sav- 
ings department were simply single 
items of a number of suggestions for 
improved salability. 

Such suggestions may be grouped 
under three heads, as follows— 

1. Physical improvements. 

2. Personnel readjustments. 

3. Service re-organizations. 

The first requisites for a suecessful 
hank are good location, a good name 
and a good board of directors, but the 
new business manager cannot be re- 
sponsible for any of these, and should 
not presume to make recommendations 
on them. 

He must assume that all three are 
fixed quantities in any equation. 

He can, however, recommend methods 
of making the most of location, eashing 
in to the fullest on good repute and 
utilizing all the prestige and abilities of 
the management and their subordinates. 

Bank Building 

To start with, the bank building, 
inside and out, should have an inviting 
appearance. Here are some ways by 
which this may be obtained: 

1. Clean it or repaint it. 

2. Put signs (not too many) where 
they will attract publie attention. If 
the bank is on or near a corner where 
there is anv considerable night life, 
these signs should be electric. 

3. Utilize the windows for attractive 
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displays (this phase of new business 
effort will be treated at length in a sub- 
sequent article,) and by all means take 
down the iron bars and grille work that 
make some banks look like thé last 
place most of us want to land in. 


4. See that the entrances are clearly 
marked, convenient and open. Several 
banks I know have recently abandoned 
the practice of closing the storm doors 
and making ready for a siege at pre- 
cisely 3 p. m. Their experience has 
been uniformly favorable. Customers 
who wish to consult officers are not 
turned away, customers do not try to 
transact business with tellers when they 
find the windows closed, and every now 
and then a new customer passes by the 
hermetically sealed competitor to leave 
a desirable new account for deposit as 
of the following day. 


The Lobby 

Arrange the lobbies with an eye to 
new business This means first—have an 
attractive and easily accessible desk—not 
a window— labeled “New Acecounts—Mr. 
——". Clear away all unnecessary over- 
head partitions. Have plenty of lights 
and keep them lit. Take out every sign 
that does not either help the visitor 
or ask him for more business. Take out 
all roll topped desks—men work better 
at flat tops and interviews at flat tops 
are more cordial. Use glass as far as 
possible instead of iron for inelosing 
tellers, and make the counters low. 
Have a womans’ retiring room if space 
allows. If the bank is large, have an 
information desk and put it in charge 
of a thoroughly competent person—a 
woman for choice because both sexes 
will question a woman and women are 
sometimes a little afraid to question a 
man. Smarten up the check desks. 
Keep pens, blotters, ink and forms in 
apple-pie order. Don’t elutter check 
desks with advertising material. Have 
public telephones, as many as the bank 
ean afford, and take down signs of warn- 
ing as to conversation limits. Have a 
clock and have it right. In a crowded 
lobby supplement the uniformed guides 
by at least one uniformed floor-man 


and select a man who likes people and 
knows how to handle them. I know a 
bank in California where a vice-pres- 
ident is on his feet in the lobby all the 
time. Have attractive advertising ma- 
terial in the form of booklets and lobby 
posters where it is neither in the way 
nor out of the way. This question of 
inside advertising will be discussed 
more at length later. Have comfortable 
seats for people who must wait for 
officers or others and encourage péople 
to use the bank as a meeting place. 

A customer of one of the biggest 
banks in New York once asked his sister 
to meet him in the bank’s lobby. She 
arrived a few minutes ahead of time 
and went to a lobby telephone to call 
her brother’s office. She was immedi- 
ately informed by the attendant on 


‘guard that “these phones are for cus- 


tomers only. You'll find a public tele- 
phone in the drug store across the 
street.” She might have said, “But my 
brother is a eustomer—he’s Mr. So-and- 
So,” but she didn’t. She waited, with 


slightly flushed cheeks, till her brother. 


arrived and then she said: “I’ve 
changed my mind about opening an 
account here, Will. I want you to take 
me to some other bank.” Probably the 
officer who gave that guide his orders 
had saved the bank from being imposed 
on oceasionally, but is he saving it 
money in the Jong run? His bank’s new 
business manager tells me not. 


The Sales Attitude 

‘Which brings us to the second class 
of recommendations for making a bank 
more salable, i.e., personnel readjust- 
ments. Right here the new business 
manager steps on to dangerous ground. 
Not all good bankers are good salesmen, 
and conversely not all bad salesmen 
are bad bankers. 

The new business manager is for- 
tunate, indeed, whose institution does not 
contain at least one man whose value to 
the bank is unquestioned, but who has 
not the sales attitude. 


Within a month the new business 
manager should know who these men 
are, but he will not solve the problem 





they present in quite that short a time. 
His recommendations on them to the 
executive should be fair and fearless. 
Give them more of the protective work 
they love to do and keep them away 
from the public. Readjust routine 
duties so that the business getters and 
friend makers of the bank have time, 
facility and freedom of action and see 
that they produce. Give the protective 
men the quiet and the seclusion from 
interruption that they really need: for 
the sort of work they can do so well 
and don’t worry them with suggestions 
about new business. There is a third 
type of man—the real super-banker 
who is both a business getter and an 
investment protector, but a man like 
this is (or soon becomes) an executive 
to whom rather than on whom new 
business managers’ report. Even here, 
however, the new business manager 
can help his bank by diplomacy in sug- 
gesting plans of operation that will eurb 
the insatiable appetite for work that 
some big bankers have, and make them 
act on the principle that it is a poor 
investment to use 13-inch guns on mos- 
quitoes. , 
Salable Service 

Service changes coming under the 
third class of recommendations are more 
or less likely to follow of themselves 
when those under the first two are 
adopted. Here, however, are a few 
which have borne good fruit in banks 
with which I am familiar. Let us take 
them departmentally. 


Commercial Department 
Permit and encourage officers to say 
“ves” or “no” promptly. Promptness 
takes half the sting out of a refusal and 
doubles the satisfaction of an acceptance. 
Take small accounts. Charge the ex- 
pense and annoyance up to “good will.” 
The writer solicited big accounts for a 
big bank once upon a time and was 
turned down cold on three oceasions in 
one week because “Your people didn’t 
want my business when it was small 
and I guess they'll have to get along 
without it now.” 
(Continued on page 42) 
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* LETTERS OF A BANKER TO HIS SON 


In which a father advises his son 
how to run his small town bank 
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Your last letter had a tone I did not 
altogether like and one I hardly think 
will get you anywhere in either a bus- 
iness or a social way. It is quite true 
vou have always been used to better 
things and right glad I am vou ean say 
that; but had you ever stopped to think 
just what was the foundation of those 
better things you have enjoyed so 
much? I didn’t always own 20,000 
acres of ranch land and when T started 
acquiring my bed was a blanket on the 
prairie, my dining room the rear end 
of a “ehuek” wagon. 

I’m mighty sorry vou haven't a good 
boarding place. Roast beet certainly 
gets monotonous seven times a week; it 
is better to change it to a boiling piece 
on wash days. And daily potatoes is 
another sin. Of course, we have ’em at 
home every day and so does Harvey at 
some of his fingerbowl lunch counters 
but that’s different; it certainly doesn’t 
excuse your landlady for feeding a 
village banker and a Harvard grad., at 
that, on such a diet. In spite of the 
plebeian thought beef is a mighty good 
blood builder and mortgage lifter and 





By KEITH H. BERGIN 


e My dear Son: 


potatoes are great producers of energy 
on mashers. If vou feel any languid- 
ness creeping over you that interferes 
with your work or vour game of tennis 
it might be a good plan to go down to 
the city in company with your loeal 
doctor and have a blood count made. 
Pending such a condition I can’t feel 
any serious alarm about vour nutrition. 

You are perhaps not so mueh_ to 
blame for vour eccentricities of diet 
as IT am for burdening vou with a too 
liberal drawing account during your 
college days. Our family have always 
been high livers, when we could get it, 
and during vour childhood you have 
heen used to having an abundance of 
rather too good food. Naturally, when 
vou left your paternal home T contin- 
ued to provide what I thought would 
be its equivalent so that vour education 
might in no wav be hampered. It seems, 
though, that vou have formed the swell 
restaurant habit and paid as much for 
a few sprigs of parsley or a slice of 
lemon as the food itself was worth. 
And the waiter had to be tipped liber- 
ally for earrving it to you whereas the 
same order served in an inexpensive 

place where they can afford to 

pay their help would have re- 


= 
quired no tip at all. J 


Hees 


It’s quite a jolt to drop from a Caesa- 
rian-nightingale-tongue-fricassee to a 
Mother Hinkle hog jowl but I guess 
vou ean keep up on it till your eashier’s 
salary becomes so attractive to the 
Claflin belles that one of them can keep 
her hands off of it no longer and decides 
it is time to feed you beefsteak 
smothered in onions according to your 
own. hiking. 

It is an established fact that the 
average American eats too much and 
eats wrong. We go by what we like 
and usually what we like best is what 
does most damage. T have seen dyspep- 
tics eat big hunks of rich, sweet pie and 
then growl like a dog because they had 


to pay for it next day in impaired 
health and pain. They didn’t eat the 
pie because they really wanted it or 
needed it but because it tasted nice. 
I’ve done the same thing myself. 

That reminds -me of an assistant ¢ash- 
ier who worked in my bank some vears 
ago. He was a pretty decent sort of a 
fellow. Came here from the East some- 
where; wanted to get to the high 
country but eouldn’t find a satisfactory 
job there, so compromised on the Cattle- 
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man’s National. Had poor health, 
thought it might be a beginning of lung 
trouble. 

He hadn’t been here many weeks 
before I found out there was something 
the matter with him all right. For 
three or four weeks he would be a good 
enough hand, always did his work well, 
made no mistakes. Then for a week he 
would be a species of male hell cat. 
Developed a kind of lethargy, moped 
around every chance he got, couldn’t 
da anything right and would almost in- 
sult his best friend. It didn’t take very 
long for me to get tired of that and I 
took him to task about it. 

He said he was sorry and that it was 
probably his nerves; that he thought 
our altitude, which was two thousand 
feet higher than he had been used to, 
and our pure air and bountiful sunshine 
would eventually help him but admitted 
that it hadn’t done much vet. I sent 
hin to Doe Higgins and he gave him 
some glycero-phosphates or some. other 
harmless tonie that 
has about as much 
effect on a 
neurotic as a 


saucer of milk does on a half-starved eat. 
It didn’t do any good, as Doe knew it 
wouldn’t. Doe is a pretty erafty old 
guy if he has ridden prairie trails all 
his life and doesn’t know where Rush 
Medic is. He merely wanted to study 
him awhile and find out what the trouble 
really was. 

After about two weeks of this in 
which the young fellow showed no im- 
provement Dee asked him point blank 
what and how he was in the habit of 
eating. It developed that the night 
before he had enjoyed a medley of 
pork chops, fried oysters, baked beans, 
pie, cottage pudding and coffee, which 
had run into an overture before bed- 
time and almost a dirge before morning. 

Doe lit in on him with both hands 
and feet. Called him a human garbage 


wagon without wheels ‘and a human 
sewer without gravity. Read the riot 
act to him right. Showed him where 
the food he consumed was enough to 
last a hod earrier through an eighteen 
hour work day or to enable a coal 
heaver to pass forty tons of coal. 
That one-third the amount he 
was eating was sufficient and ¢hat 
anything more than 
one-half his present con- 
sumption was poison. 
Well, the upshot of 
it was that the voung 
fool actually took the 
old doctor’s advice and 
in thirty 
days was a 
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new man; in two or three 
months he went back to his 
old job. Today he is vice- 
president of a bigger bank 
than mine. He came out here 
to find health: instead, he 
found Doe Higgins. 

There are not Doe Higginses in every 
town. It takes a big man who ean risk 
the friendship of a patient by telling him 
plain faets; it takes a master mind 
who ean make another believe what he 
says; it takes an honest man to deliber- 
ately destroy his business by telling the 
truth. But vou have known Doe Hig- 
gins and you ean profit by your ac- 
quaintance even to the extent of sending 
him, as I do, a hundred dollar bill every 
Christmas in lieu of the ealls that might 
have been. 

Don’t complain if you have to put 
up with frugality for awhile. About 
the only extravagance you can allow 
vourself at this time is to fall violently 
in love with your business. Sometimes 
people drop into this mad infatuation 
to emerge only after it is too late. 
With health broken, family neglected, 
friends forsaken, they lose themselves 


yf 
in a delirium that is as false as a 
mirage. It isn’t likely that you will 


ever be one of these; you have a safety 
valve in the form of a love of pleasure 





































that will keep you down 
to a safe working pres- 
sure, but I would like 
to suggest that if you 
can’t be ardent in bus- 
iness be at least friendly 
with it, for it is the only 
relation that will stay 
with you, unsevered, to 
the end. Health may 
go, the faculties may fade, friends may 
turn and families disintegrate but bus- 
iness stays with us forever. 

This is the first job vou have ever had 
and I want you to make good. The 
only safe procedure is to begin at the 
bottom and work toward the top; if 
vou begin in the middle you are quite 
likely to gravitate toward the bottom, 
and all the influence in the world won’t 
keep vou in a position of responsibility 
and trust if you are not able to fill it. 
If you do come clean in your present 
situation you will not have to board 
with Mother Hinkle all your life for 
there are lots of places for boys who 
have outgrown their knee pants. 

What you think has a great deal to 
do with what you are. If you keep 
brooding over the fact that you are 
too big a man for Claflin it will only 
make you dissatisfied and the chances 
are the people in your world will decide 
you are not big enough for them. You 
won controlling stock in your bank, but 
a majority interest in a losing business 
is more of a liability than an asset. 
Keep your mind constructive, dwell on 
the beauty rather than the fault. Most 
of the people of your community have 
excellent qualities of character; seek 

(Continued on page 44) 
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MAKING THE BUSINESS MAN 
A REGULAR SAVER 


Simple plan adopted by a Michigan bank seeks to 
encourage savings among a class of customers that 
usually do not patronize the savings department 


HE usual savings account plan 

appears to be based on the idea 
that the savings account is all “surplus,” 
or “profit,” and under no circumstances 
should be disturbed for the current needs 
of the year. 

This is all very well for the working- 
man, who tries to save everything he 
ean over and above his living expenses, 
and has no “overhead” expenses to meet. 
But the business man who owns prop- 
erty and other “assets” has certain 
regular expenditures into which he puts 
his surplus. This is in a way like 
saving, and often it competes with the 
savings account until the business man 
decides to do without savings, since his 
first call must be the upkeep of his 
assets. He has his taxes to pay. He 
has interest on mortgages to pay, life 
insurance and fire insurance and other 
definite and foreseen expenditures 
toward which he must save. 

Shall he give up his savings account 
because the old idea is that savings must 
not be disturbed, and ‘try to pay these 
fixed amounts out of his checking ae- 
count? 


Naturally, this course is something 
that the. bank does not encourage. If 
the depositor has not provided definitely 
for his fixed expenses, they are likely 
to come “just before he is ready for 
them.” He is likely to live beyond his 
income before the expenses come due 
and be pinched when the necessity for 
payment arises. If he is running close 
to living within his income, he is likely 
to neglect actual saving, and be in a 
elass with the “land poor’ farmer who 
has all his money tied up and may 
starve while gazing at the plentiful 
acres about him. 

Plainly the business or salaried man 
with “assets” must save, and at the same 
time provide against his fixed expenses. 
A plan whereby he ean do this with 
comfort and peace of mind has heen 


worked out by the Cadillac State 
Bank of Cadillac, Michigan. Our plan 


is not especially new, except in its 
simplicity and the fact that it does not 
disturb the bookkeeping methods of the 
bank or take up more of the teller’s 
time than with the old system. 


The plan presupposes a savings ac- 
count that is “active’—that is, definitely 
providing for withdrawals of certain 


By FRANK WELTON 
Cashier, Cadillac State Bank, Cadillac, Mich. 


amounts at various times in the year. 
The customer must budget the amounts 
he has to pay during the year, and add 
to their sum the amount of money he 
wishes to save over and above this sum 
that year. That amount of his real 
savings is easily arrived at in propor- 
tion to his salary and naturally, we are 
glad to consult with the customer on 
this point. The final sum, then, rep- 
resents the amount of money the cus- 
tomer will have to his credit at the bank 
plus the amount that will take care of 
his taxes, interest payments, and in- 
surance during the year. 

Then the customer finds the propor- 
tion of his monthly salary that will 
represent this total sum, and this is the 
amount he must save every month. He 
enjoys the relief of knowing that his 





the word ‘withdrawals,’ and beneath 
this is left space for entering the various 
expenditures which the customer has 
foreseen, and which will regularly come 
out of the account. The withdrawals 
add up in the column to the right. 
Below that appears the “interest credit” 
item. The total sum paid in and the 
total paid are balanced, and the final 
sum is then carried forward. This rep- 
resents the customer’s “net profit,” 
or the sum he has saved after all his 
“assets” have been taken care of. 

As I have said before, it does not 
complicate or vary the ledger work of 
the savings teller. In fact, it lessens 
the work of the bank. Without this 
plan, the average person saves fitfully, 
withdrawing money almost as often as 
he deposits it. Under this plan, there 


WITHDRAWALS 
For Interest 
For Taxes 





For Life Insurance 


For Fire insurance 














Interest Credit 


Total Paid in 
Total Credit 
Total Paid Out 
Carried Forward $ 























Figure 1. This single leaf pass book keeps before the business man’s eye the definite pur- 


poses toward which he is saving. 


fixed charges are arranged for. He ean 
adjust himself to this proportioning of 
his salary much more easily than to 
the unexpected and spasmodic drains 
on his purse, and he has a definite 
amount saved at the end of the year 
besides. ; 

A folder (“Figure I) prepared by 
our bank is meant to serve as a pass- 
book as well as to outline the budget 
plan at the beginning of the year. 

Space is provided for every month of 
the year where deposits can be entered 
regularly and signed by the receiving 
teller. The folder is a single sheet 
booklet, providing for the deposits on 
one side. On the opposite side appears 


are several definite withdrawals, and the 
customer is less likely to take out 
money carelessly. It keeps before the 
customer the definite purpose he has 
set out to accomplish during the year, 
and shows him at a glance whether he 
is up-to-date or delinquent, and the 
larger accumulations of savings are in- 
teresting in that they show him how 
much he is saving in all, even though 
these figures are reduced from time to 
time. 


In every bank there are prospective 
customers for the savings department 
who ean be taught to use the service of 
this department, providing a _ plan 
similar to that outlined here is used. 
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HOW AN ENTERPRISING BANKER 


BUILT A DAIRY CENTER 


IVE years ago; in a business sense, 
the farming country around Cape 
Girardeau, in southeastern Missouri, 
was all dressed up with no place to go. 
In the district was a creamery and an 
ice cream factory, but the milk and 
¢ream used by these plants were not 
supplied by local farmers. Instead, 
they were brought in from the outside. 
Girardeau farmers had the land and 
the feed but no cows to produce the 
products which these two home markets 
wanted. As a result, outsiders were 
taking the cash which, by right, should 
go to local farmers. 

Moreover, these farmers didn’t pay 
attention to what was going on; they 
were too busy otherwise trying to make 
a little profit, and bemoaning their fate 
because markets went against them. 
However, Sam Carter, secretary of the 
Southeast Missouri Trust Company, at 
Cape Girardeau, didn’t overlook it. He 
saw in these two plants a chance for 
local farmers to find a good market— 
and right at home. 


Not only that, but it meant keeping 
all of this money, now going to out- 
siders, in Cape Girardeau. Possibly, 
he believed, a good share of it would 
find its way into his bank, if, first of 
all, he could find a wavy to have it di- 
verted to local farmers. 

After thinking it over Carter called 
in the local editor, the owner of the 
ice cream plant, several business men, a 
farmer or two, and even a wideawake 
pastor in that part of the country. He 
laid conditions before them, and told 
them that this money should be kept in 
Girardeau. They all agreed, but asked 
how it would be brought about. Carter 
naturally replied that good cows, partic- 
ularly pure breds, would do the trick 
if farmers could be made to see it. 


All agreed to the idea, but how to 
go about it was the bone of contention. 
Nothing came of the conference except 
that the other people went away think- 
ing it a good idea, and boosting it in 
their own way. The idea was noised 
about, of course, through these men; 
but it didn’t seem to be getting any- 
where. Farmers were not taking to it 
other than saying it might be a good 
thing. 

Undaunted by this, Carter meant to 
keep at the idea until it was put over. 







There was a market for milk right at 
home, but the farmers had no cows— 
until a banker brought them in 


By THOMAS J. DELOHERY 


Associate Editor, Farm and Fireside 


This is his way of doing anything which 
he thinks is for the good of the com- 
munity and his bank. Finally, to further 
the plan, he persuaded the bank to send 
him to ‘Wisconsin, so that he could: look 
around the dairy districts of the Badger 
State. 


“My idea was to see how things were 
operated, for, to be frank with you, I 
didn’t know anything about dairy 
cattle,” he said. “All that I knew was 
that Cape Girardeau farmers were 
losing money by not taking advantage 
of these two home markets. I came 
back full of enthusiasm, as could be 
expected; but still home folks didn’t 
warm up very much.” 

Carter still wasn’t discouraged, and 
on his vacation spent all of his time 
going over the State. This time he 
came back and wrote a series of articles 
on what he had seen, and what he 
thought might be the possibilities if 
local farmers went into pure-bred dairy 
eattle. This publicity stirred things, 
and soon Carter had nine business men 
and farmers back of him, willing to 
help along his plan. They went back 
to Wiseonsin with him, for, although 
they approved the plan, they were 
strictly Missourians, and had to be 
shown. Result of the trip was their 
purchasing five pure-bred Gnuernseys. 
That the tangible the 
trip, but deep down Carter’s idea was 
to sell them dairying. He did 
rather, the Wisconsin dairy farms did 
the trick 


was result of 


it—or 


Today Cape Girardeau is one of the 
best dairy centers in the whole State, 
and you'll find plenty of pure-bred cattle 
in the district. All of this is the result 
af Banker Carter’s idea of taking ad- 
vantage of the two home markets. But 
it wasn’t easy to put over. Some of 
these farmers have entire herds of pure- 
bred Guernseys—others have a_ few 
head with some grade cows to fill in. 
Gradually they are working toward an 
entire registered herd, but doing it the 
cheapest way—breeding their own stock. 
This likewise helps to keep money in 
the community, and the sale of young 
surplus stock adds to the monthly milk 
and eream checks. 

“Our ealf club was the outgrowth of 
the Wisconsin trip,’ continued Mr. 
Carter. “I had the idea of starting this 


way, and right off wanted to import 
some stock. I put ten calves as my 
first goal; but after I got to talking 
to farmers about it, forty-five farmers 
joined in. In two months~ our first 
batch of calves came, and cost us $156 
each. 

“The trip from the Isle of Guernsey 
was hard on the youngsters, and natur- 
ally they didn’t look up and at it when 
they arrived at Cape Girardeau. Farm- 
ers, too, were disappointed, but they 
took the ecalves—all but one man, who 
threw his back in the car. However, 
inside of a year this youngster who 
looked so bad, sold for $250, so this 
man, along with all others, has changed 
his mind. 

“Tt looked mighty discouraging for 
my plan, but I was sure it would go and 
that it would be a big help for our 
farmers, the town business and our 
bank. I still stuck to the idea and 
talked it over with local merchants, 
for I thought we should go in on a 
bigger scale. Result is that’ we formed 
the Egypt Mills Guernsey Club, with 
a stock of $20,000. This was sold to 
the business enen of our town, and we 
settled down to business. The money 
was invested in registered females and 
a very good bull. 

“The cows naturally were the prop- 
erty of the company, and let out to 
each farmer who took stock. We did 
this on the basis of $100 worth of stock 
for each cow taken. Every farmer who 
signed up was sent up to Wisconsin to 
see how real dairving is carried on. I 
took twenty men with me on one trip, 
and they had the time of their lives. 
Many of them had never seen Guernseys 
before, to say nothing of real dairy and 
breeding farms. They asked a lot of 
questions and picked up knowledge 
which proved very helpful to them and 
their cattle.” 


The company formed will soon end, 
it being for a period of five years. 
Then all of the cattle will be sold at 
publie auction. The farmer keeps one 
cow, and gets all of the cream checks. 
The increase in calves are to be sold, 
and he will get half the sum. All 
heifer calves are kept by the farmer and 
when old enough mated to the pure 
bred bull of the association. Ten dol- 


(Continued on pagé 48) 
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MOTHERS’ CLUBS GET BACK OF 
SCHOOL SAVINGS PLAN 


How a savings bank in New York state 
has enlisted the enthusiastic co-operation 
of 65 per cent of the school enrollment 


By ELSIE OSBORN DAVIS 


Director, School Savings Department, The Poughkeepsie Savings Bank, Poughkeepsie, N. Y. 


OHNNIE JONES of Poughkeepsie 

N. Y. is a depositor in the school 
bank. That means that on Mondays 
when the large signs reading “Bank 
Day Today” are posted about in the 
corridors, Johnnie brings his 
penny or nickel or dime to school, makes 
out a deposit slip just like those in the 
big savings bank, hands over his money 
and deposit slip and has the transaction 
credited on his banking ecard and on the 
school bank records. 


school 


It is a big day for Johnnie when his 
deposit card shows he has saved one 
dollar because then he is given a regular 
signature ecard to fill out and when 
that has been done in proper form he 
receives from the Poughkeepsie Savings 
Bank a real savings bank pass book and 
begins to draw interest on his money. 

If he wishes to withdraw money, 
though this seldom seems to happen, 
there is another perfectly business-like 
receipt for him to sign, and if the sum 
he wishes to withdraw is over one dollar 
he is directed to the Savings Bank to 
withdraw from his pass book account. 

If Johnnie changes from one school 
to another, the bank of 
closes his aecount and transfers his 
balance to the new school, for each 
school maintains its separate bank Or, 
if he wishes, Johnnie himself mav close 
his aceount at the old school before 
opening an account at the new one. 


one school 


All of which is excellent training in 
bank usages for Johnnie. Moreover he 
is learning the valuable habit of saving 
systematically and is accumulating a 
tidy little savings account whieh will 
stand him in good stead when he is 
older. 


This deseribes the general procedure 
of the Poughkeepsie system of school 
banking as organized by the Pough- 
keepsie Savings Bank seven vears ago. 
During the world war the Savings Bank 
discontinued the plan temporarily, the 
same bank employe who had encouraged 
school savings entering whole-heartedly 
into the war savings stamp campaign in 
_ which a fine record was achieved. Last 
fall with the opening of a home savings 
and school savings department the bank 
renewed its interest in school banking, 
using the same method as before. 

Those in charge of the school banking 
are insistent that nothing done to stim- 


ulate school savings shall in any way 
savor of a “drive” as the lesson of thrift 
is too valuable to be over-stressed and 
exhausted. Only normal and_ reason- 
able tacties are used, dovetailing closely 
with the school work, and always with 
the full approval of the school super- 
intendent and teaching staff. 

A unique feature of the plan from 
its beginning has been the solid backing 
of the Mothers’ Clubs of all the schools 
of Poughkeepsie, both publie and paro- 
chial. Representatives appointed by 
the Mothers’ Clubs have conducted the 
banks in all the schools to save the time 


monthly in the trustees’ room of the 
savings bank; its meet more 
frequently to discuss matters of policy. 
Speakers on various banking topies are 
supplied by the bank and various good 
times and special treats are planned for 
them. Their efforts are under the active 
supervision of the dean of the high 
school commercial department. 

On banking days, taxis are sent by 
the bank to the high school and the 
junior bankers, 


ofticers 


excused from ¢lass 
ahead of time, make a hasty and im- 
pressive exit. Arriving at the scl ols 


they take their places as tellers’ book- 





In this miniature bank in the school corridor, everything is done in a perfectly business-like 
way. The children are shown handing their deposit slips and money to the tellers. 


ot the teachers and they have done 
their exacting work faithfully and well. 

At present, however, three large city 
school banks and one rural union school 
bank are operated by commercial pupils 
from the high school classes who do the 
work successfully. This follows an ex- 
periment tried out last year in one 
school. Their notice marked 
improvement in their class-room work 
as a result of the experience and re- 
sponsibility and it is a planned to 
extend this work to more schools as time 
goes on. . 

As a nucleus from which to draft 
school bankers, a High School Bank 
Club has been formed. The club meets 


teachers 


keepers’ and new account clerks. One 
pupil who had experience last year acts 
as general director of each group. 
Each grade school depositor makes 
out his deposit slip, or is helped to do 
so, at a separate table. He then goes 
in line to a teller’s window where his 
deposit is checked and entry is made 
on his banking ecard. Either at the 
same time or later on, a duplicate school 
bank ledger card is posted from the 
deposit slip. When a child’s balance 
reaches one dollar he is requested to 
bring his savings bank pass book if 
he has one; if not he is given a signa- 
ture card to fill out. When either pass 
book or signature card is. presented to 
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the bookkeeper he makes a withdrawal 
entry in the child’s banking card and on 
the school ledger card, and at the same 
time enters the item on the transfer 
sheet which goes to the Poughkeepsie 
Savings Bank at elose of business. A 
savings bank clerk, guided by the trans- 
fer sheet, makes proper entries in the 
pass books of one dollar or a multiple 
thereof, issues new books where neces- 
sary and sends all promptly back to the 
school for distribution. No transfer is 
ever made without presentation of sig- 
nature card or pass book. 

The banking sereens used in the 
schools are made by the manual train- 
ing classes. No expert carpenter could 
ever turn out anything to compare with 
their own handiwork, in the children’s 
eves. Even the kindergarten “kiddies” 
enjoy having a banking window, (made 
out of half a folding sereen,) and the 
older children adapt their work to their 
location. Portable windows made from 
wire netting and beaver board are 


easily shifted into place on banking | 


davs in the auditorium doorways, the 
half-open doors serving to hold them in 
place. 


Effort is made to emphasize regu- 
larity and system rather than mere 
amount in saving. To this end the 
Savings Bank furnishes each school 
with a school savings pennant in the 
school colors, to be awarded each bank- 
ing day to the room having the highest 
percentage of depositors. In contest- 
ing for the banner some amusing in- 
cidents arise. The youngsters of one 
grade of sixty pupils were so anxious 
to win the banner recently, in spite of 
a large number of absentees on account 
of illness, that they actually canvassed 
the homes of all the invalids and brought 
in seven deposits. They won the banner, 
too. 


Earning the money to deposit rather 
than begging father and mother for it 
on bank day is another point that is 
stressed. Selling newspapers, running 
errands and sifting ashes are popular 
methods of earning among the boys, and 
dusting, dishwashing and baby-tending 
figure largely with the girls. Oceasion- 
ally a more novel method comes to 
light. 


“T earn my money by being good,” 
said one little first grade chap.” And 
that is a very hard way to earn it, too,” 
he added. 


One teacher emphasized the value of 
pennies. Next bank day a boy in her 
class brought eighty pennies in a tooth- 
pick box and another walked in with 
all the loose pennies of his household 
mae captive in a baby food ean. 

Saving with an object in view is 
encouraged rather than hoarding. 
What is a miser? Every youngster in 
school banking ean tell you that. He 
is a mean old man who lives all by 


PARENTS COMMEND PLAN THAT 
HELPS YOUNGSTERS TO SAVE 


PARENTS are loud in commendation of the bank that encourages their 
children to save and the youngsters frequently act as missionaries 
in the,thrift line by bringing in parents or relatives to open accounts. 
Results in school saving should not be measured by deposits alone. 
Advertising value and the building up of a long list of life-time patrons 
of the bank are also important factors. In Poughkeepsie, a city of thirty- 
five thousand population, $15,254.72 was deposited during the last school 
year, most of it between January and June, when the stimulating methods 
began to show results. Over $46,000.00 has been deposited altogether 
since school savings were inaugurated. And most of this stays right in 
the bank once it gets there, as experience everywhere shows that the 
children’s savings are the last resources touched when a family is hard 


up, financially. 


‘Exactly thirteen hundred new pass book accounts were opened by 
the Poughkeepsie Savings Bank for school children during the school 
year making a total of 3499 children or 65 per cent of the total enroll- 
ment of schools having school banking who had active pass book 
accounts at the close of school in June. Several hundred more children 
who were saving regularly in school banks had not yet reached the sum 
of one dollar which would entitle them to a regular account with interest. 


himself in a tumble-down hut and 
spends all his time counting his money. 
Do they wish to be misers? Oh, no! “I 
shall save all my money until I grow fo 
be a man,” said one little second-grade 
boy,” and then I shall give half to my 
mother, and half to my father and keep 
half myself.” The older children reason 
more accurately. “I am saving to go 
to college,” says one, and “I am going 
to use my savings to buy a violin and 
pay for the lessons,” says another. 

The children are deeply interested in 
watching their accounts grow. A good 
many of them walk into the Savings 
Bank to see if it looks like a safe place 
to leave their pennies in. The massive 
steel doors of the vaults seem to reassure 
them, and the school saving director is 
right on hand at her desk just inside 
the door to show them about and ex- 
plain everything to them. 

Two little ‘“newsies” anxiously pre- 
sented for redemption a hopeless look- 
ing wad of shredded paper money torn 
in a serap on the street. When it was 
established that there was enough to 
redeem, a new bill was given to one 
boy while his partner remained as 
security to help sort out the pieces. 
“Say, lady,” he said, “if you have an- 
other bill handy we ean use it for a 
pattern.” With his “pattern” and a 
pastepot at hand he assembled his 
picture puzzle very creditably. 

Various methods are used to stimulate 
interest, in school savings. Addresses 
are given by the school savings. director 
at Mothers Club meetings and _ like 
gatherings; special talks are given 
before school clubs and eivies classes; 
informal visits are paid to each class 
room to tell thrift stories and discuss 
school banking with the children. i 

Monthly reports are furnished by the 
bank to every school principal and items 





showing the progress of school banking 
are given regularly to the newspapers. 
A little school paper called the Thrift 
Messenger is made yp by the school 
savings director and published period- 
ically for distribution in the schools. 
Occasionally deseriptive folders, thrift 
primers, rules for the use of the flag 
and the like are given out in the schools 
by the bank. 

As a reward for special achievement 
older classes are invited to visit the 
Savings Bank and “see the wheels go 
round.” They usually pretend they are 
reporters and take copious notes for 
essay material in English classes. 
Groups from private schools and from 
orphan homes having school banks are 
entertained occasionally as are also 
night school and Americanization classes. 

A thrift poster contest for seventh 
and eighth grade pupils recently 
produced eight hundred posters, 
many of them remarkably ingenious 
and well executed. These were dis- 
played in several schools, at the Savings 
Bank and in a department store window 
and due publicity was given them. 

Each school bank is a unit in itself 
but with a few adjustments to neigh- 
borhood, type of building and personal- 
ity of principal the same general plan 
works equally well in all. It means 
work for some member of the bank staff, 
hard exacting work, and pretty con- 
stant supervision, for there is no short 
eut to definite lasting results. But 
school banking is worth while, not only 
for banks in larger cities but in the 
smaller ones as well, from the advertis- 
ing angle, from the business-building 
viewpoint, and best of all, from the 
standpoint of community service for 
it helps in a most practical way to 
train a better wiser saner crop of citi- 
zens for tomorrow. 
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The Mysterious “Lot 44’ 


FRED O. COPELAND 


Vice-president, Randolph National Bank, Randolph, Vi. 





i the front office of the Ferndale 
village bank there was that unwink- 
ing vacuum which is so common between 
the rounds of a eat fight. 

Again Colonel Shippey, wizened and 
feeble, was applying for an addition 
to the mortgage the bank held on his 
ancient and run-down summer estate. 

Director Clutchbill of the Ferndale 
bank was drumming absently on the 
table beside him. It was the hailing 
sign of the Order of the Red Mittens. 

“The place will be found to be very 
valuable some day,’ quavered the old 
Colonel. “The weather vane on the 
Me 5. ey 

Director Clutchbill snatched up a 
newspaper and deflated slowly in his 
chair like a dying accordion. 

Colonel Shippey got unsteadily to 
his feet, glared at the newspaper, and 
left the room. 

His departure brought Mr. Cluteh- 
bill’s head up over the top of the paper. 
He turned to John Atwood at the cash- 
ier’s desk near by. 

“He’s lost his mind! 
value, he speaks of! 
vane on the barn!” 
snorted. 

John sat and studied his knee after 
the director took his departure. Why 
did the old Colonel keep alluding to this 
weather vane? To be sure, the Colonel 
was rated as queer in whist club circles 
in the village, and of late some had de- 
clared his mind wandered. But if he 
was still in possession of that most 
northerly organ—and John believed him 
to be—why . . and there was his 
continual hinting at some unseen value 
in the old property. 

Under sufficient urge the subconscious 
mind, that most ghostly of mechanisms, 
will silently assume the ascendency’ and 
direct one’s footsteps. And that night, 
the very night Colonel Shippey died, 
John Atwood walked secretly and alone 
past the isolated Shippey estate. He 
hesitated at the driveway, but some un- 
seen hand held him back. 

Behind the brooding, night-cowled 
elms on the north lawns a slit of light 
-and the jet prow of a gable, notching 
out the northern starlight, told where 
the English stone cottage of the Ship- 
pey’s lay under its many gables. Far 


This mysterious 
And the weather 
Mr. Clutehbill 





back on the level lawns to the south 
was a stable. 


Although indistinet in 


the starlight, its lines spoke of one- 
time wealth. And John knew it once 
had been a place of saddles, glistening 
carriages and horses that tingled with 
attention. 


Suddenly John stopped. A noise 
seraping and faintly metallic had come 
to him. With every sense alert, his 
gaze sifted every velvet shadow before 
him till his eyes erept upward to the 
cupola on the barn and held. A south- 
ern breeze rustled the roadside maples 
overhead and laid a brief, cool hand on 
John’s cheek. With the breeze the noise 
came again, a seraping of rusted iron 
on iron. And it came directly from the 
spot he was watching. The noise was 
made by the weather vane on the cupola 
ot the barn. At the tip of the vane was 
an outstretched, flying iron horse. It 
came into clean silhouette, 
pointed to a distant black mountain 
column marching orderly across the 
western horizon, and then it swung 
around in full view, pointing south. 
Something was uneanny about it. Then 
John’s fingers cut his palms in sudden 
understanding. 


hesitated, 


The iron horse, sharply 
etched against the starlight, seemed to 
be running on the tips of the far moun- 
tains. Directly back of the horse—in 
fact, he seemed running into it—was a 
sharp saddleback in the range. John 
recognized it as Hubbard’s Notch over 
which a carriage road, abandoned for 
fifty years, had crossed the range toward 
the valley of the Hudson. In the old 
days the Shippey’s had come from New 
York. Exactly what had the old Colonel 
meant when in the bank he had alluded 
to the weather vane? Uneonsciously 
John’s eyes turned slowly toward the 
house. His nerves, already taut, sent 
a tremor over him. Something was 
missing—the slit of light. With quick, 
furtive glances over his shoulder, John 
turned his face toward the village. 
Never, never had_ twinkling lights 
seemed so grateful as when at last they 
came in sight around a bend in the 
road. 


The news the next day that the old 
Colonel had been found dead in his 
home hit the village with a shock, and 
then faded quickly out. On account of 
the bank’s interest in the Shippey estate, 
Director Clutchbill was appointed to 
administer the contents of the Shippey 
deposit box at the bank. 





When Mr. Clutchbill had opened and 
examined the papers in the box he shook 
his head sadly. There were only three 
pieces of paper there, three deeds. 

“Tf the bank cleans up its $5000 and 
the interest on the mortgage, we’re 
lucky,” declared Mr. Clutehbill. “But 
I’m going to dress up the old place. 
Maybe I can put it on some city people 
for a summer place—that’s all its good 
for.” 

“T would examine the property care- 
fully,” suggested John. “You know the 
Colonel was firm in his statements about 
some unseen value.” 


“Ba! 
Colonel 


Clutehbill. “The 
wandering in his mind. 
There’s only the house and a couple of 
mountain wood lots. What else did he 
own? Nothing.” 


John’s 


exploded 
was 


7 eyes dilated slowly. He 
stepped back and sat down quickly at 
his desk. “Mountain lots,” he said over 
to himself. The words began to ring 
in his ears. His mind turned to a 
weather vane. It was etched on _ his 
memory, that flying horse running into 
Hubbard’s Notch. Was the outstreteted 
horse pointing, indicating? Had old 
Colonel Shippey often noticed that odd 
circumstance? 
fire. 

On the Sunday morning 
John was making a cautious examina- 
tion of the Shippey estate across the 
river. 


John’s curiosity was on 


following 


Just now he was standing on 
an inverted rain barrel, examining the 
interior of the old stone cottage through 
a side window. Of a sudden as he 
leaned forward, the barrel shook in the 
throes of a brief, 
collapsed. 

On the heels of the crash a_ rusty 
black derby cautiously poked itself out 
of a near by doorway. It watched 
John back gingerly out of the wreck, 
and pick off a barrel stave which clung 
by one bent nail to his elbow. 


dying rattle, and 


“Are you breakin’ and entrin’?” came 
a throaty voice from beneath the rusty 
derby. 

John jumped a little, and quickly 
twisted his head. 

“Huh, no! I’m not 
plained John briskly. 
Magoon, isn’t it?” 

It was Mr. Magoon. 
outside the doorway, a 


entering,” 


“Tt’s 


ex- 
Steve 


He now stood 


man so. tall, 


raph. 


ee hia 
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angular and with such mellow eyes he 
might have been mistaken for a parson 
had he but worn a loose-flung black 


coat. Somehow, Mr. Magoon’s specifi- 
cations allowed you to name him a 


paper-hanger at once. You had to think 
of long white overalls and stepladders 
when you looked at him. But just a 
moment before, he had heen oiling a 
lawn mower in the sumnfer-house. 
“T’ve been hired by Mr. Clutehbill 
in your bank to keep this old place sort 
of picked-up so’s it'll sell handy,” 
admitted Mr. Magoon as John came up. 
John sat down quickly on the summer- 
house piazza. Instinetively his gaze 
drifted toward the west where sun-patch 
and cloud-shadow followed one another 
southwestwardly 
along the face of the 
far range of moun- 


tains. Would he | 
tell Steve Magoon \ | a 
about what he sus- . 3| Gat 


pected might lay over 

in those mountains? 

He had done Steve 

a favor once; he 
had saved his place 

in the village for 
him when the bank -~ 
threatened to fore- 
close. Steve was in 
the woods 
at all times 
of the year; 
he would 
be a_ real . 
help. Sud- 
denly John’s 
mind was 
made up. 


/ 


“Steve, can you pick out Hubbard’s 
Notch over on the range?” 

Mr. Magoon pushed his derby for- 
ward, and his eyes closed to a slit. 

“It’s right there,’ said Mr. Magoon 
instantly pointirig to the saddle back. 

“Do you know the mountain lots over 
on the range?” asked John. 

“I know the range is all eut into 
lots, but I never paid no attention to 
who they belonged to. I seen a map 
once of them lots up to Nelt Udall’s 
place on the mountain road. T 
horrow it for you.” 


eould 


A 


“Old Colonel Shippey owned a couple 
of lots over there, and unless that 
weather vane over on the barn lies, one 
of them is in Hubbard’s Notch. 
something over there. 
help me find it.” 

“What is it?” inquired Mr. Magoon. 

“I don’t know,” said John, shaking 
his head slowly. 

Mr. Magoon’s bushy eyebrows rose, 


There’s 
I want you to 


hung and slowly 
settled into neutral. 
ee 
y 
rg 
+z 
Ae 


“[’m' going to get a rig at the stable 
and eall for you over in the village at 
one o’clock this afternoon,” stated John. 

Suddenly both John and Mr. Magoon 


looked up. Director Clutchbill had 
sauntered around the corner of the 
summer-house, and now stood in front 
of them. 

“T was driving by and heard voices,” 
said Mr. Clutehbill, “so I stopped. 
Havn’t struck oil or gold or nothing on 
the place, have you?” The Director of 
the Ferndale bank watched his cashier 
narrowly. 

“Nothing yet, Mr. Clutehbill,” smiled 
John, and he blushed hotly. 

































.tightly 


Mr. Clutchbill smiled a little queerly, 
laid a brotherly hand on John’s shoulder 
for a moment, and then walked slowly 
out across the lawns to the roadway 
where he had tied his horse. 

“Suppose he heard us talking about 
the lots?” asked 
John anxiously 


in @ low 
voice. 

“T ain't 
right sure,”  artic- 
ulated Mr. Magoon 
slowly, and then 


with a rising voice 


as he watched the 

heat fade out of 

John’s fa-ece: 

“SORR .  « <% 
pinch me—I’ve just 

bin”? tumbled to why- 
“SA vou’re lookin’ this old 
4 Shippey place over. 
You want it for Joan 


and you, don’t you?” 


yo “Why—er—Steve . 
44 no, that is, I guess not. You 
of see Mr. Clutchbill sort of 
Ly objects to my _ attentions 
Hf) toward Joan till I “am well 
fyi fixed with money. Joan is a 


distant relative of Mr. Clutch- 


AN bill. And Mr. Clutehbill is 
| right. I don’t blame him.” 
Mr. Magoon removed his 

rusty derby and examined 


its interior quizzically. Joan, 

brown-eved and so courteous 

every one loved her, worked 
in the bank with John. Mr. Magoon was 
putting two and two together. Some- 
thing was in the air. Perhaps John 
was about to show Mr. Clutehbill, to 
gamble on a turn of Fortune’s wheel. 
A man will take desperate chances for 
a brown-eyed girl he loves. Anyone 
who can read human nature well would 
have said Mr. Magoon was beginning 
to simmer busily inside. 

That afternoon John and Steve 
Magoon watched the mountains grow 
higher and nearer as the yellow wheels 
of their Concord carriage climbed up 
a winding road with endless water-bars. 
With bent shoulders and swinging leg, 
the long form of Mr. Magoon sat side- 
wise with painful contentment, regard- 
ing now and then from under his rusty 
black derby the backward crawling road. 
At times he shut his massive jaws 
on his pipe stem when the 
(Continued on page 50) 
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HOW THE “NEWS PHOTO” 
PUBLICS EYES—AND 


STOPS THE 
FEET 


When photographs used by this bank make 
good in window displays by stopping the 
crowds, they are used in the newspapers 


By ALLAN HERRICK 


Advertising Manager, Bankers Trust Company, Denver, Colorado 


HE banker who wishes a_ liberal 
education along advertising lines 
should start with a bank window dis- 
play. The chief advantage of this 


medium is that it will give him an 
opportunity to see his plans at work. 


Few mediums offer this tremendous 
advantage. 
The usual routine of bank window 


somewhat as follows: 
During the first three days of the week, 
vou cudgel vour brain thinking up a 
display which will be suitable for the 
purpose at hand. The remainder of 
the week vou spend in getting the ma- 
terial together, 
having the posters 
made, and _install- 
ing the completed 
exhibit. After this 
has been done, vou 
step across the 
street and watch 
the crowds passing 
vour building, not- 
ing the number 
who are attracted 
to the window. If 
none appear to 
show an_ interest 
in your display, 
there are only two 
conclusions open to 
vou. 


displays is 


1. The display is poor. 
2. It is poorly presented. 
The next week you go through the 
same process over again, particularly 
the part connected with going across 
the street and watching to see how 
many people look at display. 
After a few vears of this “trial 
and error” method, you will have 
arrived at several conclusions in regard 
to the public, banking, window displays 
and advertising in general. These vou 
will use as a sort of rule of thumb in 
preparing future displays, and in the 
general conduct of vour advertising. 
Some principles which 


vour 


ean be de- 
pended upon to operate in the case of 
window displays, are as follows: 

1. A subject of local interest has 
greater attention getting power than 
others. 

2. Objects with form and_ bulk 
receive better attention than subjects 

presented in pictorial form. 


3. A photograph of an object will 
attract better attention than a pen 
and ink sketch or poster of the same 
thing. 

4. A small ecard explanatory of a 
photograph or object has splendid 
attention getting power. 

5. Human 
interest. 


beings lead in publie 


Most of the principles, it will be seen, 









; | ‘Bankers Trust News? | 


















Some copies of ‘‘The Bankers Trust News 
which have appeared in the newspapers. 


are founded on simple advertising laws. 
They take on new meaning, however, 
when them at 

own advertising material. 


you see work on your 

The “Bankers Trust News,” copies of 
which are shown here, is an attempt 
to use in the newspaper, ideas which 


have been shown to have merit in 
window displays. For’ instance, we 
used one about “Irrigation,” in 
regard to farm loans. When this 
was used in a window display it 
received splendid attention and_ the 


little card explanatory of the photo- 





graph implanted an important idea in 
the minds of the public in regard to 
our farm mortgages. 

When this photograph was placed in 
the newspaper, we had every reason to 
believe that the advertisement was a 
good investment. People had looked 
at the photograph and read the expla- 
nation below when used in our window 
display. We had every reason to be- 
lieve that they would do so when pre- 
sented through another medium. Ex- 
actly the same thing has been true of 
practically all the photographs we 
have used in the “Bankers Trust 
News.” They had 
to make good in 
the windows first. 


The window dis- 
plays have shown 


very clearly that 
a human _person- 
ality will attract 


more attention than 
an inanimate ob- 
ject. Poster. illus- 
trations have good 
value, but a news 
photograph placed 
side by side with 
one of them will 
receive far greater 
attention. The 
reality of the photo- 
graph coupled with _ its 
portrayal of real folks makes a strong 
appeal. It is on this idea that the news- 
paper advertisements featuring members 
of our staff, and others, are based. There 
is no doubt in our own minds but that 
these advertisements are being read. 
We have seen the public stop to look 
at similar ones in our windows. All 
the usual methods of testing advertis- 
ing show that they are looking at them 
in the newspapers also. 


“The Bankers Trust News” is appear- 
ing about three times a week. It dif- 
fers from the advertising of competing 
banks and other advertisers in several 
ways. To begin with then, it has the 
advantages of distinctiveness. The 
border and heading with the little “spot” 
appear in all advertisements. These 
constitute, to our way of thinking, our 
“window” or setting, in which our dis- 
play is to appear. The display itself 
(Continued on page 56) 
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Leaders In 


* 


J VINCENT CORRIGAN was among the pioneers in the field of modern publicity. He left 
* the St. Louis Republic to enter the publicity department of the Mississippi Valley Trust Company 
in 1914, a year before the organization of the Financial Advertisers Association. 


He remained with the Mississippi Valley Trust Company until his entrance into the Service in 1917, 
returning to it as Assistant Manager of Publicity after the Armistice. 

In 1920 he accepted the position of Publicity and New Business Manager for the Atlanta Trust 
Company of Atlanta, Ga., but was called back to St. Louis a year later to become Manager of Publicity 
of the Liberty Central Trust Company. 

Mr. Corrigan is a member of the Board of Directors and Treasurer of the Financial Advertisers 


Departmental of the St. Louis Advertising Club. He is Vice Chairman of the Publicity Committee of 
the Financial Advertisers Association. 


Here’s what he says of the’: BANKERS MONTHLY: 


“To me the best test of any publication is ‘“‘readability.”’ I like the BANKERS 


MONTHLY, not only because of the good things it says, but the good way in which 
it says them.”’ 



















The World’s Safest 
Bank Checks 


Because— 


They are made of the World’s best safety 
paper. 


Because— 


They are insured in the Hartford Accident 
& Indemnity Co., for $1,000.00 against loss 
through fraudulent or felonious alterations. 


Because— 
They are protected by the gr 
of The William J. Burns a 
national Detective 
Agency, Inc. to 
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Protection 


Give your depositors this sure protection 


Write us for further information 


THE BANKERS SUPPLY COMPANY 


The Largest Manufacturers of Bank Checks in the World 


NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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WHEN IS THE BEST TIME TO SOW 
THE SEEDS OF SAVINGS? 


Experience of middlewestern bank shows that 
education of the youngsters up to the sixth grade 
entrenches the spirit of thrift in the community 


By WM. EARLE MYELDOWNEY 


Advertising Manager, First. State Bank, Chicago Heights, Illinois 


HERE are about 3,000 

attending the public schools in 
Chicago Heights, Illinois. During the 
past year, more than 2,000 of them have 
saved their pennies through the ageney 
of the First State Bank. Four hundred 
fifty have opened regular savings ae- 
counts with deposits of $1 or more. 
During the present school vear we have 
sueceeded in holding the interest of the 
children, so that every week the average 
daily collection has risen to a higher 
figure. 


children 


Our bank feels that this is among the 
most important work that the advertis- 
ing department is doing. In a few years 
many of these children will be in the 
industrial world. Chicago Heights is 
an industrial town and offers plenty of 
opportunity for its younger generation 
to remain when they are ready to work. 
We are convinced that of the 
children who are learning the habit of 
thrift through the ageneyv of our bank 
will remain loyal to our institution by 
Lanking with us in the future. On the 
other hand even if they should bank 
with the other institutions in our town, 
their thrift will benefit the community, 
and in the long run our bank will 
prosper through the properity of the 
community. 


many 


There are nine publie schools in the 
town. In each of these schools the 
First State Bank has installed an auto- 
matie receiving teller. We use this 
machine because we feel that it best 
solves the problem of getting the child 
to save the penny at the time the child 
has the penny. In this manner, the 
penny is immediately converted into a 
savings stamp which goes into the bank 
book and it is safe. When grown-ups 
often find it so difficult to hold on to 
what should be their surplus from one 
pay day to another, the same difficulty 
should be recognized with the child, and 
special collection days, against which 
the child holds money, should be avoided 
for the prompter method. 


We installed the machines a year ago 
last fall, and they were received by the 
children with real enthusiasm. Installa- 
tion exercises were held and talks were 
given to the children in assembly. We 
have been particularly fortunate in 
Chicago Heights in the enthusiastic co- 
operation of the Board of Education, 





which originally suggested this school 
savings campaign to our bank. 
While 


in |their 


And right here it may be said: 


the machines are automatic 


action, the man behind the machines 
at the bank must be more than auto- 
matie. This campaign, as well as any ° 


other that is worth while, requires the 
attention of a bank employe. The prop- 
osition need not take up any more 
than a small fraction of the advertising 
man’s time, but the attention must be 
given periodically. 


Last year, during the six 
months that the were in the 
schools, $1,956 was collected altogether. 
This year this figure was surpassed in 
a little more than two school months, 
while the average amount saved per 
child in one of our schools went as high 
as seventy five cents a month. 


sehool 
machines 


We started the school vear off with 
a savings contest between the schools. 
The amount saved was not the objective, 
as we believe it should not be with 
children. Schools which qualified 100 
per cent, that is, with every child in 
the school the owner of a stamp savings 
book, were to be eligible. Two schools 
qualified in the contest, and received 
the prize, a framed panorama picture 
of the school ehifdren, presented to the 
school. During this time I made per- 
sonal visits to the schools, giving thrift 
talks. Literature on thrift, some of it 
supplied by the banking machine com- 
pany, was read to the children, and in 
every way we received the co-operation 
of the schools. 


At this time I learned something in- 
teresting. The time to teach children 
to save; I believe, is from the first to 
the sixth grades. At this time they are 
easy to lead and interested in new habits. 
The school child in the seventh and 
eighth grades is likely to seoff at such 
leadership at first, if it has not been 
trained to thrift habits. In a neighbor- 
ing town of ours, this same school sav- 
ings system is used in the high schools 
with suecess, but this is largely due to 
the fact that the same children were 
taught to save while they were in the 
grades. 

Closely after this contest, the bank 
announced a thrift essay contest. This 
method, while taking little of the ad- 


“at home by 
One newsboy, Tony Lobue, 12 vears old, 


-poliey from the first. 


vertising man’s time, appeals to the 
wonderfully. There is, of 
course, the incentive offered by the three 
prizes, $5 for the first and $3 and $2 
But the 
essay prizes appeals un- 


children 


for the best essays following. 
winning of 
usually to the child’s pride and imagina- 
tion. And once a child gets to writing 
about thrift, it will save. In children 
the barrier between and 
action is very slight. 


imagination 


Many interesting incidents occur in 
connection with 
number of the boys sell newspapers, 
while the great majority of children 
have been encouraged to earn money 
household tasks. 


children’s. savings. <A 


doing 


has developed quite a startling business 
instinct while he has been under our 
He was employed by a 
news dealer, and realizing the profits 
in the business, in his turn employed 
twelve other boys to work for him. The 
news dealer learned of this and fired 
Tony, with the result that Tony is now 
on his own. He has saved $80 with our 
hank, and we have just mailed him a 
check for a $25 Christmas Club aceount. 


observation. 


After the 100 per cent contest for 
the panorama picture, the bank held 
a school savings exhibit in our indus- 
trial window that attracted quite a little 
attention. The school picture was dis- 
played, an automatic teller and the 
stamp book. In one comer of the 
window we also had a “dollar tree.” 
This is built as follows: A gold fish 
bowl is filled with pennies. In this is 
planted a branch of a tree, with rosettes 
made of dollar bills pinned to it. The 
children appreciate this graphic idea of 
saving. 


Our most recent school savings con- 
test was a drive for “new accounts.” 
That is, the stamp book containing $1 
ean be cashed, or else it can be depos- 
ited to form a savings account. The 
prize for this was to be a trip through 
the bank on a Saturday afternoon. 


In this drive for “accounts” among 
the children, we made it plain that the 
child was eligible to the visit to our 
hank even if the account were opened 
at another bank. This has been our 
We felt that we 


(Continued on 


page 49) 
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WINNING THE FARMERS 
WITH SEED EXHIBITS 


The building of the Farmers Trust Company. 
Boonville, Missouri,includes a permanent exhi- 
bition room—Three annual exhibits are held 


By OSGOOD BALEY 


OUR years ago, when it was corn 

planting time in Cooper county, 
Missouri, the average farmer would go 
into the corn crib and pick up some of 
the best looking ears lying around, pay- 
ing no attention to the purity, type, 
size or uniformity of the corn. The re- 
sult was a product that showed no im- 
provement over the previous year, and 
was likely to fall below the average 
grade of the previous year. 

Today the farmers of Cooper county 
are studying corn and other seed in a 
scientific way. A great improvement 
has been observed in the vield and qual- 
ity of corn, wheat and other grain. 
This is primarily due to the work of 
the Farmers Trust Company of Boon- 
ville, Missouri. 

Four years ago, when this bank was 
organized and its building constructed, 
arrangements were made for a perma- 
nent exhibition room in the rear of the 


bank, a space 50 by 30 feet, well 
ventilated and well lighted. The ex- 


hibition plan was not yet worked out, 
but a significant detail is that even on 
the opening day the bank was decorated 
with ears of corn “to give it a rural 
appearance.” The bank was there to 
eater to the farmers. 

In the fall of 1920, the first formal 
exhibit of corn at which prizes were 
offered, was held. The number of 
entries thirty-two. While many 
of the entrants were good farmers, they 
knew very little about picking “show 
corn” says Harry A. Creagan, pres- 
ident of the bank. 


was 


“Every year we have farmers enter 


this contest who have never shown corn 
before, and as a general rule they do 
not know what kind of corn to exhibit, 
and the result is they do not gain any- 
thing in the way of prizes. The follow- 
ing year, however, we always notice a 
hundred per cent improvement in their 
eorn” says Mr. Creagan. 


The second year of the corn exhibit, 
the farmers were more interested and 
there were ninety-one entries in the 
eontest. In the third annual show 
which closed last November there were 
one hundred and ten entries, and hun- 
dreds of farmers from Cooper and ad- 
joining counties, visited the exhibition. 
The showing was considered especially 
good for this year because of the dry 
weather in the county and in view of 


the damage done to corn in that seetion 
of the country by the chinch bug. 


Outside of the benefit derived by the 
farmers in seeing grade corn and learn- 
ing to choose the best quality is the 
opportunity to get in touch with scien- 
tifie farmers afforded them by the ex- 
hibition. Members of the faculty of the 
department of agriculture of the uni- 
versity of Missouri have attended the 
exhibits, and this vear the 


ecorn Was 


Two of the winners of the corn contest. 


Yellow Dent corn, while at the right is the man who exhibited the prize-winning tray of Boone 
County White corn. 


judged by E. C. Helm of the university. 
Another stimulus to farmers is in the 
prizes. While the cash prizes offered 
are attractive, it is the prize ribbons 
that the farmers want most. There is 
also the opportunity to get in touch 
with those offering seed corn for sale, 
and the exhibiton also puts those wish- 
ing to sell in touch with buyers. The 
prizes are offered by the directors, 
officers and employes of the bank, and 
the show is thus kept entirely within 
the institution. 


In addition to the corn show, which 
is held every November, the bank holds 
a yearly wheat exhibit in August of 
each year, and an exhibition of smaller 
seeds in March each year, consisting of 


clover, timothy, oats, and also 


samples of seed corn. 


some 


The bank owns all of the equipment 
in the exhibition room, including tables, 
draperies and decorations, corn trays, 
sets of trays for other seed. The corn 
trays made by the Agriculture 
class in the loeal high sehool. In eon- 
nection with the corn shows, attractive 


were 


displays of corn products were’ staged 
by the Corn Products Refining Company, 
as well as a_ local grocery 
company. Publicity and co-operation 
are furnished by local newspapers, the 
state university and teachers in the 
rural schools. 


wholesale 











On the left is the winner of the first premium for 


“We feel that we are performing a 
real service to the farmers in having 
these exhibitions and we were impressed 
at every turn this year by the fine 
samples of corn which were displayed,” 
says Mr. Creagan. “Farmers who had 
no idea a year or two ago of what ex- 
hibition corn was, have brought in some 
specimens which have made the work 
of the judges very difficult because the 
samples were so near perfection for 
their kind. Our growing business shows 
that the farmers appreciate our active 
interest in agriculture.” 


The Farmers Trust Company was or- 
ganized on July 30, 1919, and at present 
has resourees of over $800,000.00, sixty 
per cent of the depositors being farmers. 
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A committee of bankers from the American Bankers Association visited the White House to talk over the matter of the ship subsidy bill, of 


which they are in favor. 


Left to right are C. W. Fitzwilson, secretary of the association; Thomas B. McAdams, former president; J. H. Puelicher, 


president; Walter W. Head, vice-president, and F. N. Shepard, executive manager of the association. 


SMILES! 


By W. A. WALKER 
First National Bank— Central Wisconsin Trust 
Company, Madison, Wis. 





NY man who has worn glasses knows 

that the first time he puts them on 
they are decidedly noticeable. Grad- 
ually, however, the novelty wears off 
and after a time he is seareely conscious 
of their presence. 

It’s about the same way with a re- 
peated advertisement and there are 
thousands of them in the smaller com- 
munities throughout the country. 

The first time a bank’s advertisement 
appears, it presents something unusual 
and if its lavott and copy are good, it 
receives its share of the readers’ atten- 
tion and is read. If this advertisement, 
however, continues to appear and re- 
appear, time after time, again and 
again in the same place without change. 
you naturally just pass it by as a part 
of the form make-up of the paper. 

Similarly in bank sales work, the 


same argument or the same reminder 
thrust at a prospect time after time will 
not have the effect that a new approach 
each time will have. Changing your 
appeal, shifting your attack requires 
more effort whether it is in advertising, 
sales work, or in a gridiron battle, but 
the better results that are assured should 
merit the additional effort. 


HERE was a story published the other 
day about a professor in a small 
town down in Kansas. This professor 
taught school some score of years. He 
went around with a frock-tail coat and 
a stiff hat. He wore a dignified mien 
and was respected in his community. 


The time came in his career, however, 
when he decided to buy out the local 
paper, drop his teaching and become 
editor. His newspaper not very 
successful. Folks picked up the paper 
more or less out of curiosity to see what 
“the professor” had to say. 

But the pendulum swung the other 
way. The professor took a thorough in- 


was 


ventory of himself. He decided that if 
his paper were to be a success, he would 
have to adopt the viewpoint of his towns- 


people. He discarded his high hat and 
frock coat. He mingled with folks. 


The time came, at length, when he was 
known in the barber shops as Elmer, no 
longer as the professor. His success as 
a small town editor has been pointed to 
the country over as being outstanding. 

It seems to me that many bankers 
could well diseard some of their dignity 
and establish a more cordial, friendly 
relationship in their contacts with folks. 
Dignity does not necessarily carry with 
it respect. Look to any conspicuously 
suecessful bank in a smaller community 
and you will see there officials and 
employes who have the viewpoint of 
their customers and who are consistently 
meeting people with a friendly greeting. 


HERE is another important phase 
of a bank’s contact with the public, 
namely, the contact by correspondence. 


(Continued on page 69) 
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GOING AFTER AUNTS AND 
UNCLES FOR BUSINESS 


This bank encouraged employes to bring 
in relatives and friends by a cash bonus 


plan and a 


standing team 


contest 


By J. FRANKLIN LEWIS 


OHN BECK is a youthful friend of 

mine who is a clerk in the First Na- 
tional Bank. He is a clean-eut lad and 
a hustler. He came to my office one day 
last summer, after banking hours, and 
asked me point-blank why I didn’t use 
his bank as a depositary. There really 
wasn’t any reason—only my _ aceount 
small and I had never seen any 
reason for changing my banking con- 
nections. John told me a great deal 
about his bank—its size and the intimate 
relations they tried to build up between 
customers and officers and employes of 
the bank. It all sounded very interest- 
ing, so I made the change. John Beck 
thanked me and grinned. “That gives 
me my second home run for the month,” 
he smiled. TI was puzzled by his remark 
and demanded an explanation. John 
gave it; but swore me to secrecy. 

Inasmuch as I am not going to men- 
tion the real name of the bank or its 
location I feel that in writing about 
this clever plan I am not violating the 
pledge I gave John Beck. 

The First National, like a great many 
other banks, wanted new accounts. 
They had in operation a number of 
plans which had proven to be rather 
successful but the president of the bank 
decided that the number of new accounts 
eould be materially boosted if every 
emplove of the bank worked in that 
direction. 


He developed a plan which has 
worked splendidly. The employes were 
divided into three teams. Every new 
account secured counted as a “run” and 
when four were made a tally was 
marked on the big chart hung up in 
the rest room. Every employe who 
brought in a new account was given a 
cash bonus which increased in propor- 
tion to the number to his, or her, credit. 
Once a month the bank gave a banquet 
to the winning team—that is the team 
which seored not the largest number of 
new accounts but the team which se- 
eured new accounts whose total beat all 
the other teams. Every two months the 
team which secured the largest number 
of new accounts was treated to a 
“banquet. At the end of the vear each 
member of the team securing the largest 
number of new accounts was given a 
five dollar gold piece and the leader of 
the group was given a ten dollar gold 
piece. A similar reward was given the 


was 


group which secured the accounts earry- 
ing the largest balances. 


Teamwork and competitive spirit were 


built up—and so was lovalty to the 
bank. Everything considered this plan 


paid the bank better dividends that any 
other scheme they ever used to inerease 
accounts. 

New accounts came from surprising 
sourees. A new messenger, Antonio 
Miraseo, brought in his unele, an old 
and shabby looking Italian. It de- 
veloped that Antonio’s uncle owned a 
great block of real estate in the foreign 
section and was a the 
Italian population. He opened an ae- 
count with the bank that made the re- 
ceiving teller gasp. His 


leader among 


insurance on 


his building eventually came to the 
bank. He brought other Italians to 


the bank and they proved to be thrifty 
folk who used the savings department 
and who bought bonds. Antonio Mirasco 
was proud and justly so. He is a bright 
voung chap and now has a small de- 
partment of his own in the bank where 
he talks business to his countrymen in 
their own language. That was only 
one of a series of interesting accounts 
brought to the bank by this plan. 

One of the voung ladies in the book- 
keeping department bronght in her 
grandmother. 
with her an old tin dispatch box. Her 
husband, it seems, had dissipated a 
large fortune buying stock in every 
fly-by-night coneern that came along. 
She brought to the bank this box of 


stock certificates. The president of the 


bank personally went through the con- 


tents. Certificate after certificate of 
worthless value was found and east 
aside. In the bottom, however, he did 


find some real treasure—ten shares of 
a good prime stock selling for around 
$400 a share; and he found one share 
of oil stock worth twice this sum. He 
imparted the news to the old lady who 
wept in her gratitude. She had believed 
herself poor and had no faith in the 
contents of the box and more than 
onee had been on the point of destroy- 
ing the contents. The bank sold the 
stock, at the old lady’s request and 
placed the money in a savings account. 


One of the tellers, it developed, had 
for an uncle the head of a large mail 
order business. In some wavy he indueed 


his unele to change his banking conneec- 


The grandmother brought ° 


and the bank 
profitable account. 


tions received a very 

Not all of the accounts were large— 
on the contrary most of them were small. 
But on 
the whole they were all small healthy 
aceounts. In the aggregate their total 
was satisfactory. 


Many were saving accounts. 


After a year this bank is still using 
the scheme and expects to continue it. 
It looks like good business to me. 


REPORT OF YEAR’S WORK 
AGAINST CROP PESTS 


THE work of combating insect pests 

that yearly do millions of dollars 
damage to American erops was earried 
on vigorously the fiscal vear 
1922, according to the annual report of 
the Federal Horticultural Board, United 
States Department of 
whieh is charged with 
plant quarantine act. 


during 


Agriculture, 
enforcing the 
In all, the board 
now has in foree some 22 foreign and 
15 domestie quarantines aimed at eon- 
trolling pests already present in the 
country and guarding against the entry 
of others from abroad. 

Among the major insect 
the board is fighting in 
with the Bureaus are the 
pink bollworm of European 
corn borer, gipsy and brown-tail moths 
and Japanese beetle. The more im- 
portant plant diseases are the potato 
wart, white-pine blister rust and citrus 
eanker. The report summarizes briefly 
the progress made against the various 
pests and diseases. 

The work of 
bollworm 


pests that 
co-operation 
concerned 

cotton, 


eradicating 
is in better status 
ever before, says the report. 

The belief is expressed in the report 
that the Japanese beetle is one of the 
most. dangerous insect introductions 
made in many years, and threatens large 
future losses, particularly to fruit and 
forage crops. 

During the vear the solicitor of the 
department reported the conviction of 
19 shippers for violations of the plant 
quarantine act, 14 in regard to the 
white-pine blister rust quarantine, 2 in 
regard to the avoeado or alligator pear 
quarantine, 1 in regard to the sweet 
potato and yam quarantine, I in regard 
to the gipsy moth and brown-tail moth 
quarantine, and 1 in regard to the sugar- 
cane quarantine. 


the pink 
now than 


J. C. Marsh, president of the First 
National Bank, Marshfield, Wisconsin, 
has resigned his office on account of 
poor health. C. E. Blodgett, owner of 
several farms and a well-known dairy 
farmer in Northern part of Wisconsin, 
has been elected to sueceed Mr. Marsh. 
Mr. Blodgett also conducts a business 
in Marshafield. 
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Could you find the owner? 


Shortly after Baker-Vawter had installed 
a complete record system in the Safety 
Deposit Vaults of a large bank, this inci- 
dent strikingly confirmed their choice. 

A young man, on this morning, having 
entered the vaults at 11:15 A.M. turned 
in to the manager a packet of bonds found 
in booth 3, where he had been clipping 
some of his own coupons. Not an identify- 
ing mark was on the package. $10,000 
worth of Liberties was inside. 

The Visit record showed 21 entrants 
that morning, three between 10:30 and 
11:15. The custodian could eliminate one 
of these; another found his papers intact 
when asked to check up; but the third re- 
ported having lost the bonds. This Baker- 
Vawter system saved $10,000 for the 
customer; the bank won a loyal friend. 


Originators and Manufacturers Loose Leaf and Filing Equipment 


Aa package of Liberty Bonds 
was found in a coupon booth. They 
were turned in to the manager of the vaults. 


The Daily Visit Record enabled the 
bank to find the owner—an influential 
man. He was naturally very grateful. It 
was a fine thing for him—and for the bank. 


Do your Safety Deposit Records give you the 
sort of information you want at any time? Have 
you all the facts about Entrances, Rentals, Renew- 
als, and Payments at your immediate command? 


Baker-Vawter records have perfected the hand- 
ling of detail for thousands of banks during 35 
years. We’ve planned and perfected simple sys- 
tems that minimize risk and error. Our men are 
ready at your call for any information you want. 
The nearest one will come in response to your 
letter or telephone call. 


BAKER-VAWTER COMPANY 


General Offices: Benton Harbor, Michigan 
We serve and sell direct + Our own offices in 55 cities 
Manufacturing Plants at 
Benton Harbor, Mich. + San Francisco, Cal. 
Holyoke, Mass. + Kansas City, Mo. 
Canadian Distributors 
Copeland-Chatterson, Ltd., Brampton, Ontario 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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SOME FIGURES IN ANSWER TO 
BRANCH BANK CRITICS 


Wherein 


a Detroit banker 


quotes 


voluminous 


statistics to show how the Motor City and Cleve- 
land have forged ahead under the branch system 


N a pamphlet which was distributed 

at the A. B. A. convention in New 
York in and from which 
extracts have been widely published, 
purporting to state the case against 
branch banking, reference is made to 
a recent article, describing the operation 
of branches by State banks in Detroit 
and it is then said: 

“The result under the branch banking 
system, is that local loans are frequently 
refused where they should be made. 
Local enterprises do not receive the 
financial credit which they must have. 
The entire community suffers and the 
city and surrounding country do not 
develop as they should. 


Ooctober 


“An example of what would undoubt- 
edly happen in our country,” continues 
the pamphlet, “is found in the record 
of what has happened where branch 
banking has been permitted.” 

Yea, verily. The challenge is ac- 
cepted. What has happened where 
branch banking, as in Detroit, has been 
permitted ? 

Branch banking (as we believe it 
should be permitted for national as well 
as State banks) has reached its fullest 
development in Detroit and Cleveland, 
and it surely can only be fair to cite 
these two cities as examples of what has 
happened. Horrible examples of stifled 
industry, are they not? “Local enter- 
prises do not receive the financial credit 
which they must have” and “the entire 
community suffers and the city and 
surrounding country do not develop as 
they should.” We cannot speak so very 
intimately for Cleveland, poor thing, 
but if Detroit has suffered, it has been 
from growing pains; and if Detroit 
had developed any more rapidly than 
she has, she would doubtless be second 
only to New York in population, instead 
of having merely jumped from thirteenth 
to fourth place in population in the 20 
years from 1900 to 1920. 

It has been within this period (1900 
to 1920) that branch banking has been 
developed in both Detroit and Cleveland. 
Let us go to the record to see how these 
‘unfortunate communities have suffered. 
It is a pitiful story, but must be told. 

The census of 1900 gave Cleveland a 
population of 381,768; in 1920 the 
population was 796,841; an increase 
of 108 per cent. 


"$28,000,000; in 


By JAMES HOYT 


Vice-president, First National Bank, Detroit 


The census of 1900 gave Detroit a 
population of 285,704; in 1920 the 
population was 993,678; an increase of 
249 per cent. 

Branch banking certainly kept the 
folks away, didn’t it? 

In 1900, the total capital, surplus and 
undivided profits of Detroit banks was 
approximately $6,500,000; in 1920, 
$59,500,000; total resources in 1900, 
$67,000,000 and in 1920, $572,000,000. 
Total deposits increased from $47,000,- 
000 in 1900 to $412,000,000 twenty 
years later. 





JAMES HOYT 


In 1900, the Cleveland banks and 
trust companies had capital, surplus 
and undivided profits of approximately 
1920, $86,531,814. 
Total resources of Cleveland banks in 
1900, $160,000,000 and in 1920, $742,- 
000,000. Total deposits in 1900, $129,- 
000,000 and in 1920, $610,000,000. 

Do these figures tell sufficiently the 
sad story of “community suffering” and 
lack of development? 

But bear with us. There is yet more 
to come. It might be said that condi- 
tions in Detroit and Cleveland were 
good for the banks (to whom the de- 
posits, however, do not belong) but very 
bad for the folk who want to build up 
industries. How have the oil refineries, 
the iron and steel mills, the shipbuild- 
ing plants and scores of other industries 
in Cleveland fared in this twenty years 
of “community suffering” and suppressed 
development by reason of branch bank- 


ing? And the little shops in Detroit 
that manufacture automobiles, stoves, 
paints, and medicines and a few other 
articles—how have they suffered? 

In 1900 (according to the U. 8. census) 
the capital invested in manufacturing 
in Detroit was $67,223,682 and in Cleve- 
land, $93,021,316. In 1919 (1920 figures 
not available) the capital engaged in 
manufacturing in suffering Detroit was 
$788,329,000 and in oppressed Cleve- 
land, $762,585,000. 

In 1900 Detroit used in manufactur- 
ing materials valued at $47,000,000 and 
in spite of her 19 years of suffering 
under the system of branch banks 
Detroit in 1919 utilized $656,000,000 
worth of material. Cleveland’s factories 
in 1900 consumed material valued at 
$66,084,468; in 1919, $613,449,000. 

In 1900, so Unele Sam’s census tells 
us, Detroit’s factories turned out prod- 
ucts valued at $88,365,924; in 1919, her 
products were valued at $1,234,520,000. 
What suffering for this struggling com- 
munity! 

In 1900, again quoting your Uncle 
Sam, Cleveland’s factories produced 
goods valued at $126,156,839 but in 
1919, these thwarted industries turned 
out only $1,091,577,000 worth of goods. 
More of the same sort of suffering. 

But if you have tears to shed, and 
none have yet dropped from your eyes, 
prepare to shed them now. The First 
National Bank of Boston, in its recent 
excellent compilation of commercial 
data, gives us additional figures of in- 
terest. We have so far referred only to 
Cleveland and Detroit but since similar 
conditions prevail throughout Ohio and 
Michigan, it is informing to examine 
some statistics for “the surrounding 
country.” The sad story must continue 
yet a little longer. 

According to our Boston authority, 
the wealth of the United States is, ap- 
proximately $82,024,359,019 (excluding 
Pennsylvania and Delaware) of which 
Ohio possesses $9,599,586,925 and Mich- 
igan $4,779,013,200. In other words, 
these two suffering commonwealths 
possess 17 per cent of the total wealth 
of 46 States. 

The per capita wealth of the United 
States is $785; in Ohio, $1809.65 and 
in Michigan, $1515.52. More suffering! 


(Continued on page 55) 
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LINING UP THE COUNTY AGENT 
Seven one-day schools were held by the 
county agent in preparing the farmers for the 
corn contest conducted by the Planters Bank 
By C. LEE GOWAN 
County Agent, Abbeville County, South Carolina 
HEN returning from a day out in to distribute premium lists personally $10 for first and $5 for second place 
the county early in the fall, I met to the farmers of the vicinity, and to which were won by Edgewood and An- 
the cashier of the Planter’s Bank on hold one-day schools for the purpose of 


the street, and he said he had been up 
for “How 


to my office looking 
much ?” J 


me. 
asked. 

“T have a picture to show you,” he 
said. 
the 
was of a corn 


The picture was in a copy of 
3ANKERS Monruuy. It 
show which Gaston county had conducted 
in co-operatin with the First National 
Bank of Cherryville, North Carolina, a 


couple of vears ago. This show proved 


a successful community affair which 
aroused the interest of farmers for 


miles around and at the time attracted 
the attention of other counties. There 
were 187 exhibits of corn from farmers 
in the vicinity of the bank. The interest 
aroused by this 
tinued in a novel 


show was also con- 
Small quanti- 


ties of seed furnished by growers who 


wavy. 


won the prizes were furnished others 
in the community, and grown side by 
side with other corn, and their vields 
compared. M. L. Mauney, president 
of the First National Bank of Cherry- 
ville received extensive praise because 
of this contest and the one that followed 
the next year, and it is my opinion that 
this enterprise won the confidence of 
the farmers in the vicinity of 
his bank. 


teaching the farmer the fundamental 
principles of selecting seed corn. 
After the premium list had been dis- 
tributed, (and the premiums were large 
enough to be interesting) I found 
plenty of farmers attend 
the 


anxious to 


one-day schools. Seven 


one-day 















PLANTERS BANK 
ABBEVILLE. S.C 


Editor, 

The Bankers Monthly, 
536 S. Clark Street, 
Chicago,1ll., 

Dear Sir: 


The enclosed story was written by 
our county agent. We feel that it ought to 
interest other bankers as it does us. 

I want to tell you that the writer 
got the idea of the corn show from the 
BANKERS MONTHLY. 

Yours very truly, 
ALF; — 


Cashier. 


schools were held, which gave the farm- 


idea of the kind of 
for the exhibition. 


ers some corn to 


select 


In addition to the liberal premiums 
offered for the various styles of exhibits, 
the bank offered a eash prize of $20.00 
tothe schoo! district winning the most 


treville districts respectively. 
The accompanying picture shows the 
arrangement of the exhibits in the hank, 
where 208 ten year exhibits and several 
novelty exhibits were shown by 130 
people coming from twenty-six different 
school distriets in the county. While 
the main exhibits were of course best 
corn the farmers could pick for ex- 
hibition purposes, the novelty  ex- 
hibits gave a chance for everybody to 
loosen up and have a little fun. A 
prize was offered for single stalks that 
contained the greatest amount of grain. 
A special prize was also offered for the 
poorest ear brought to the 
anvone wanted to collect it. 


show, if 
It may be 
added that another interesting feature 
in connection with a show of this kind 
is to hold a husking and shelling eon- 
test for boys within a certain age limit. 
The show was judged by Prof. C. P. 
Blackwell, head of division of agronomy 
at Clemson College, who with Dr. W. W. 
Long, director of extension work for 
South Carolina, pronounced it one of 
the best shows of its kind they had seen 
in the state. They were frank in saying 
that it was much better than the corn 

exhibit at the state fair this year. 
This show has stimulated 





“Why not help us out on a 
similar show?” asked Otto 
Bristow, cashier of the Plant- 
er’s Bank. 

Before I left the office of 
the Planter’s Bank, an ar- 
rangement had been made to 
hold a corn show in the bank 
on November 16, 17, and 18. 
The bank was to bear all ex- 
penses of printing, premiums, 
postage, decorations, adver- 
tising and extra help. But 
the county agent also had a 
part to perform in the show. 
We decided that it was to be 
a real exhibit, with educative 
and agricultural value. Nat- 
urally I am interested in anything that 
will present to the farmers the scientific 
principles of the work in which they 
are engaged. 

It was decided to advertise the show 
extensively in the papers of the county, 





= 





Special exhibit racks were built for the reception of the corn, and 
these were draped with attractive colored material for effect. 
bank was trimmed with corn stalks, which edged the racks and helped 
give the bank a rural appearance. 


prize money at the show and $10 to the 
school district winning the second 
largest amount of prize money. These 
two prizes were supplemented by Paul 
H. Mann, county superintendent of 
edueation, who offered an additional 


considerable interest in better 
methods of growing corn and 
distributing better varieties. 
The farmers are learning the 
value of uniformity and the 
importance of using selected 
seed. It brought into com- 
petition the local varieties 
and local methods of culture 
which are adapted to this 
loeality. 

Much is being said about 
bringing busines and farming 
interests into more intimate 
relation in order that they 
may understand each other's 
problems better. Here we 
have an excellent example of 
co-operation between _ the 
banker and farmer. Otto Bristow, cashier 
of the Planter’s Bank, who is the one man 
largely responsible for the show’s success, 
is setting a pace worthy of emulation by 
other business men who have a vision of 
a more prosperous commonwealth. 


The 
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THE LAW IN REGARD TO 
CONTESTED ACCOUNTS 


Another interesting legal situation is 
the bank’s liability in acting outside 


/HEN deposited in a 
bank, there is a presumption that 
the money belongs to the one in whose 
name it is deposited, and so long as the 
bank is not notified to the contrary it 
of course assumes no liability in honor- 
ing the checks of the depositor of 
record. However, in ease a deposit made 
by or in the name of one person is 
claimed by another, and the bank is 
properly notified of this claim and for- 
bidden to honor the checks drawn upon 
it by the depositor of record, we have 
quite a different situation, and one that 
may require careful handling if the 
bank is to avoid liability to one or the 
other of the contending parties. 

In such a situation every act of the 
bank, subsequent to receiving notice of 
the adverse claim to the account, should 
be carefully weighed. For if the bank, 
in violation of the claimant’s notice of 
ownership, pays the depositor of re- 
cord it may be liable in the event that 
the claimant later establishes his right 
to the money. On the other hand, if 
the bank declines to pay the checks of 
the depositor of record, it may find 
itself in an equally difficult situation 
should such depositor prove to be the 
rightful owner of the deposit. 

The question then of the duty and 
liability of a bank, in a situation of this 
kind, becomes one of considerable inter- 
est and importance. The point has 
been passed upon in a number of cases 
and it seems, by the weight of authority, 
that the duty of a bank in cases of 
this kind may be briefly summarized as 
follows: 

When the bank receives notice that 
a deposit in the name of one person is 
claimed by another, it should hold the 
deposit for a reasonable time to permit 
the claimant to take proper action to 
establish the alleged claim. But the 
mere giving of notice of claim to a de- 
posit will not justify the bank in with- 
holding payment of the deposit, to the 
depositor of record, beyond a reason- 
able time, unless, as noted -above, the 
claimant follows his notice of claim by 
proper action in restraint of payment, 
. within a reasonable time. 

The application of this rule of law is 
illustrated in a number of well con- 
sidered decisions, among them being the 
recent case of Huff vs. Oklahoma State 
Bank, an Oklahoma case reported in 


money is 


its 


authorized charter enterprises 


By LESLIE CHILDS 


207 Pae. 963. And owing to the undis- 
puted facts involved, and the clear 
statement of the law by the court, this 
Oklahoma decision appeared to be one 
of great value and well worth a brief 
review. 

In this ease one John Huff deposited 
the sum of $850 in the Oklahoma State 
bank to his eredit. This deposit was 
made in June 1917, and thereafter on 
July 9th, 1917, the plaintiff, being the 
wife of Huff, accompanied by her at- 
torney, served written notice upon the 
bank that she claimed the money. This 
notice, it appears, also contained an 
order to the bank not to pay the money 
to Huff. 

The bank held the funds until July 
18th, when Huff, accompanied by his 
attorney, appeared and presenting a 
check for the funds demanded payment. 
The bank thereupon paid the money to 
Huff, and two days later the plaintiff, 
Mrs. Huff, in a divorce proceeding 
against her husband, also had a re- 
straining order issued against the bank 


from paving the money to Huff. 


© 


It may be noted at this point that 
the plaintiff, after her notification to 
the bank of her claim to the funds on 
July 9th, took no further steps in 
garnishment, or other proceedings, to 


restrain the bank from paying the 
money to Huff. The plaintiff, it 


appears, relied solely upon her written 
notice to the bank of her claim, and 
her order not to pay the money to Huff, 
as sufficient to make the bank liable in 
the event it paid the money to Huff, and 
she later established her right thereto. 

The instant suit was thereupon in- 
stituted against the bank by the plain- 
tiff in an effort to recover the money 
paid to Huff in violation of her order. 
Upon the trial of the case, which was 
before a jury, the principal question 
seems to have been whether or not the 
bank waited a reasonable time, after 
the receipt of the plaintiff's notice of 
ownership, before paying the money to 
Huff. This question was submitted to 
the jury and they found for the de- 
fendant bank. The plaintiff prosecuted 
an appeal to the higher court wherein 
stating the law of Oklahoma, in situa- 
tions of this kind, it was, in part, said. 

“In this jurisdiction, when a party 
deposits funds in a bank, the relation of 
debtor and creditor exists between the 


bank and the depositor. In regard to 
money deposited in the bank in the 
name of one person, and claimed by a 
third party, the general rule appears 
to be as follows: 

“*The law presumes that a deposit 
belongs to the person in whose name it 
is entered, and the bank cannot ques- 
tion his right thereto, and may lawfully 
pay it out on his order. * * * If a de- 
posit is claimed by a person other than 
the depositor who forbids the bank 
from paying it to any’ person other 
than himself, the bank mav be held 
liable for a disregard of such notice in 
case the claim is substantiated. * 
However, the bank cannot be required 
to hold the money beyond a reasonable 
time in order for the claimant to assert 
his rights, and, if he fails to assert 
them within such time, he is stopped’ 
See 7 C. J. 639, 640 

“The evidence in this case disclosed 
the bank held the money for nine days 
after receiving the notice of the plain- 
tiff. Whether this was a reasonable 
time was a question for the jury, and 
there was no error in overruling the 


motion to instruct a verdict for plain- 
tiff. * * *” 


* * 


In conclusion, the court, after re 
viewing points not material to this dis- 
cussion, affirmed the judgment of the 
lower court in favor of the bank. Hold- 
ing, as outlined in the opinion, that in 
this case on the facts of record the 
plaintiff was not entitled to hold the 
bank liable. 

The above Oklahoma case was well 
reasoned, and in the light of the facts 
involved, becomes a decision of great 
force and value on the question decided. 
It is no doubt true that the question 
of what would amount to a reasonable 
time, for a bank to hold a deposit after 
notice of the claim of a third party, 
would vary with the facts of each in- 
dividual ease, which, according to the 
case reviewed, would be a question of 
fact for the jury. 

It follows then, that no hard and 
fast rule can be deduced from the Okla- 
homa decision that would apply in all 
cases and situations. At the same time 
the opinion, when taken in connection 
with the facts involved, constitutes a 


very striking illustration of what may 
be termed the application of the gen- 
(Continued on page 58) 
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They Came to the Fire 
But Choked the Hose 


The Country Gentleman 


NE NERATIONS of uninter- 
rupted growth had established 
an enviable national reputa- 

tion for a trade-marked line of farm 
machinery. Then came the slump in 
prices, combined with unusual cap- 


ital requirements. Something had to 
be done—and done quickly. 


A committee of bankers assumed 
control of the business. Expenses 
were pared; personnel was revised 
and reduced; practically all advertis- 
ing was abolished. 


Faced with the necessity of mov- 
ing the finished products, the sales 
manager urged dealers to stock freely. 
Meantime, nothing was done to 
create a demand upon the dealers. 
Naturally, the dealers declined to do 
at their own expense what the manu- 
facturer seemed unwilling to do. 
As a result, sales lagged. 


The creditors had come to the fire, 
but they choked the hose. They shut 
off the vital current of advertising 
which would have protected the 
good will, created consumer demand 


and effected a normal turnover. 
Meanwhile, a competing concern 
continued its advertising and was 
able, in spite of unfavorable condi- 
tions, successfully to reduce its in- 
ventory. 


For two years, farmers have re- 
paired their old implements. Now, 
with returning prosperity, their re- 
quirements are far above normal. 


‘There is a rich field ready for har- 


vesting by those implement firms 
that will advertise intelligently. And 
experienced implement .manufactur- 
ers consider THE COUNTRY GEN- 
TLEMAN, with its 800,000 subscribers, 
the leading medium for this purpose. 
It is, in fact, the one national farm 
paper that is read throughout the 
country, both by leading farmers 
and progressive dealers. 


Upon request, THE COUNTRY 
GENTLEMAN will gladly send a rep- 
resentative to explain the most prac- 
ticable methods of winning and hold- 
ing the good will of farmers and their 
families. 


The COUNTRY 
GENTLEMAN 


The Curtis Publishing Company, Independence Square, Philadelphia, Pennsylvania 


The Saturday Evening Post 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


The Ladies’ Home Journal 
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WHAT A SURVEY REVEALED ON SMALL 


CHECKING 


ACCOUNTS 


Most banks feel that a monthly minimum of $50 
should be maintained or else the custo- 
mer should be required to pay a service charge 


to 


$100 


By CLEM J. STEIGMEYER 


Advertising Manager, First National Bank, Fort Wayne, Indiana 


HE small checking account must go 

or it must bear the burden of its own 
cost through a monthly service charge 
if it falls below a certain balanee, ac- 
cording to the consensus of opinion ex- 
pressed by banks and 
trust companies in Indiana, Ohio and 
Michigan. Ten banks addressed 
by Frank H. Poole, vice-president of 
the First National Bank of Fort Wayne, 
relative to minimum initial deposit and 
to monthly service charge. Ten replies 
were promptly received. 

The institutions were unanimous in 
expressing positively that no checking 
account should be opened for less than 
a minimum deposit ranging from $50 to 
$100 and that a service charge of fifty 
cents per month should be made upon 
average balances that fell below a fixed 
sum, usually $50. It is significant that 
three banks had no rule covering initial 
deposits but vigorously affirmed there 
should be one; that although six of the 
banks did not enforce a service charge, 
they agreed they would like to. The 
tenor of the letters was unmistakably 
to the effect that to carry a checking 
account free of charge which ranged 
below an. average monthly balance of 
$50 was unprofitable, was poor banking 
and had a tendeney to encourage cus- 
tomers in bad business methods. 

For those who lack the moral courage 
to put the minimum initial deposit and 
the monthly service charge plan into 
effect, or who doubt the advisability of 
so acting, the following expression by 
the vice-president of a bank at Elkhart, 
Indiana, should prove interesting read- 
ing. 

“We have made it a practice for 
about two years to charge fifty cents 
on all checking accounts which drop 
under $50, during the thirty day period 
expiring on the 20th. Ours is the only 
bank in the city that makes a charge 
on small accounts and if we had it to 
do over again I feel very confident we 
should make the charge $1.00 on any 
accounts which toueh under $100, the 
reason being that our analyses disclose 
very clearly that any account that does 
not average $200, is carried as a fixed 
loss viewing it from the standpoint of 
present administrative and clerical costs. 

“By this method we have reduced the 
number of our checking accounts by 
about 1,000 without any appreciable loss 


representative 


were 


. 


in volume. We have also gotten out 
from under a great deal of griet neces- 
sarily tributary to small accounts with 


the result that our tellers and book- 
keepers are able to give very much 
better service to the sustaining eus- 


tomers. 

“Our experience has been favorable 
throughout, and frankly we do not see 
how the usual plan of aecepting small 
accounts at a known loss ean be eon- 
sidered even remotely conservative.” 





FRANK H. POOLE 


One of the national banks at South 
Bend, Indiana, expressed the opinion 
that “something should be done” in the 
following terms: 

“This bank, nor as far as we know, 
any other bank in this city, has any rule 
on the subject. This matter is a subject 
that has been diseussed quite frequently 
in our Clearing House meetings, it 
being an almost equally divided opinion 
of the banks relative to the charge for 
handling small accounts. We are of the 
opinion that something should be done to 
reimburse the banks for the expense 
occasioned and loss sustained by virtue 
of the small accounts. The amount to 
be charged for handling each of these 
accounts and the amount of minimum 
balance vary in the minds of the dif- 
ferent members, resulting in our never 
having gotten together on the subject. 


At this time I do not think any of the 
banks have an established rule covering 
the case. I think some of the banks 
make a practice of charging interest on 
the overdrafts, which, of course, is good 
banking.” 

The Indianapolis Indiana banks act 
independently and have no rule regard- 
ing small accounts, according to the 
vice-president of one of the leading in- 
stitutions. This writer states: “We will 
not open new accounts for less than 
$100. However, some accounts that we 
have show a loss but we feel justified 
in earrying them on account of other 
connections.” 

“This bank with one or two others,” 
writer from Evansville, Ind., 
“tried to get the Clearing House banks 
to agree to require from customers an 


says a 


average minimum balance, with a 
nominal charge for service where the 
balance is not maintained. However, 


we have been unable to get this through, 
a number of the smaller banks feeling 
that it would be impossible for them 
to live up to an agreement of this kind.” 

The Columbus, Ohio, banks have a 
ruling not to accept checking accounts 
that will average less than $50. “If they 
should not come up to this average,” 
says the cashier of one of the national 
banks of that city, “three is a penalty 
of fifty cents per month.” 

“We require an initial deposit of at 
least $100,” writes a banker from 
Akron, Ohio, “and request that the bal- 
ance be maintained at that figure, but 
in our experience we find that we are 
obliged to carry a great many accounts 
which we know are a source of expense 
to us. There is no agreement among 
the Clearing House banks on this matter 
and our manner of handling the same 
is one which we ourselves adopted. It 
has been our opinion for some time past 
that a small charge for the carrying of 
unprofitable accounts is justified and 
we have considered the matter of bring- 
ing this point up before our Clearing 
House for action. It has come to our 
attention that the banks in Toledo 
operate under this scheme and that it 
has worked out very satisfactorily.” 

The Dayton, Ohio, banks act inde- 
pendently in the matter of small check- 
ing accounts. The national bank ques- 
tioned in this city replied in part as 

(Continued on page 84) 
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What 1s General Motors? 


( Morors is an operating _ Besides the Buick, Cadillac, Chevrolet, 


corporation owning the plants, Oakland, Oldsmobile and GMC Truck, 
properties and other assets of its manu- 


‘facturing divisions. It also owns part or 
all of the stock of other companies con- 
nected with its activities. 





General Motors units make: 
Fisher Bodies 
Delco Light and Power Plants 
Frigidaire Electric Refrigerators 
There are 33 manufacturing organi- Hyatt Roller Bearings 
zations, 28 sales companies and 10 mis- New Departure Ball Bearings 
Klaxon Warning Signals 
Harrison Radiators 
Delco Starting Systems 
Remy Starting Systems 





























cellaneous companies, a total of 71 units 
in the General Motors family which has 
pioneered in the automotive industry, 
























































helping to produce more economical Jaxon Rims and Wheels 
automobile transportation for people Dayton Wright Special Bodies 
and goods. . AC Spark Plugs and Speedometers 
In addition, General Motors has large Materials for these automobiles and 
investments in factory branches, service accessories are purchased from more 
stations, and retail stores in the principa] than 3,000 different business firms—an 
cities of this country and Canada. impressive reminder of the way in which 
Its overseas selling organizations the prosperity of.the whole nation is 
cover every part of the globe where bound up with the prosperity of the 
motor cars are used. motor industry. 








AL booklet entitled, ‘“PLANTs AND Propucts,” giving detailed 
information will be mailed if a request is directed to the Department 
of Financial Publicity, General Motors Corporation, New York. 


GENERAL MOTORS 


Maker of PAssENGER CARS AND TRUCKS 
CHEVROLET 

















BUICK 





CADILLAC 





OAKLAND - OLDSMOBILE - GMC TRUCKS 
Its Divisions and Subsidiaries make these Accessories, PARTS AND EQuipMENT 


; which contribute to the merit of many trustworthy cars 











Fisher Bodies - Remy Starting Systems + Delco Starting Systems + Delco Light and Power Plants 
Harrison Radiators + Jaxon Rims - Klaxon Horns - Hyatt Roller Bearings 
Frigidaire - New Departure Ball Bearings - AC Spark Plugs 



























General Motors Acceptance Corporation which finances General Motors products 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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THE ADVANTAGES OF 
COMMUNITY TRUSTS 


Some expressions from prominent trust 
executives on an increasingly important 
tendency in a_ new field of trust activity 


NEW phase of the trust depart- 

ment problem is receiving increas- 
ing attention in all parts of the country. 
It is the establishment of community 
trusts to administer permanent charity 
funds and other community projects 
which must have safe business direction 
through the years. During the past 
year, a large number of inquiries from 
banks contemplating the formation of 
community trusts or now engaged in 
the work of such trusts already in opera- 
tion, have been received by the Amer- 
ican Bankers Association. As a result 
of this growing interest, a committee on 
community trusts was formed, and 
Frank J. Parsons, vice-president of the 
United States Mortgage and Trust 
Company, New York City, was 
appointed chairman of this committee 
of the Trust Company Division. 

At a meeting of the committee held 
recently, Mr. Parsons made a report of 
the activities of wommunity _ trusts, 
referred to the outlook for them as 
encouraging, and stated that there were 
many indications that the movement 
was being entered into seriously and 
wholeheartedly. 

Charles E. Rogerson, president of the 
the Boston Safe Deposit & Trust Com- 
pany of Boston outlined the subject of 
“The Proper Objectives for a Com- 
munity Trust” as follows: 

“The permanent charity fund is 
established under a declaration of trust. 
That declaration contains two reasons 
for its being brought into existence. 

“First: To place the principal of 
the fund in the safe-keeping of a per- 
manent trustee in order that it may be 
safely, conservatively and intelligently 
invested to produce a stable and reason- 
able income. 

“Second: That the income of the 
permanent fund be flexibly applied to 
meet conditions existing at the time the 
income in available. 

“This being so, it must appeal for its 
support and increase to those who wish 
to give money to charity to be per- 


manently invested—not to those who 


make eurrent contributions for current 
support of charitable work. By so 
doing, the fund refrains from interfer- 


.ing with charitable organizations. 


“In like manner, the distribution of 
the income should be made in a way to 
assist and not to interfere with charit- 
able organizations. It is not a proper 
objective of the fund to inject itself 


into the community as an administrative 
organization, doing the same kind of 
work as other organizations. Indeed, 
the five years’ experience of the per- 
manent charity fund has indicated the 
desirability of throwing its influence 
toward the consolidation of existing or- 
ganizations, and the avoiding of dupli- 
cation among them. 

“The prime objective, therefore, is to 
distribute the income of the fund among 
charitable organizations in such a way 
as to do the most good to the community. 
All other objectives are incidental. 


“One advantage of making the dis- 
tribution of income the chief objective 
of the fund is that it enlists the support 
and co-operation of the organizations 
and of their boards of directors. It 
places the primary burden of adminis- 
tration upon. these independent boards 
of directors whose immediate contact 
with problems render them more capable 
of judging the needs of the problem and 
how those needs can best be met than a 
general committee such as that of a 
community trust.” 

Colonel Leonard P. Ayers, vice-pres- 
ident of The Cleveland Trust Company, 
of Cleveland, on the same subject, says 
in part: 

“Judgment and opinion must decide 
which activities are most appropriate 
for community foundations. It is not 
a question of fact that is involved, but 
one of wise procedure. My own opinion 
is that the most appropriate activities 
are those which prove most effective in 
so commending the work of the founda- 
tions to the citizens of their communities 
that new donors will add their trusts to 
the common fund that is dedicated to 
advancing the welfare of the city in 
whieh they have lived and worked. 


“Broadly speaking there are two 


kinds of foundations in this country.’ 


In general the older, national founda- 
tion consists of a sum of money left 
by a single donor controlled by a self- 
perpetuating board of ‘trustees, and 
utilizing its funds for work that is 
national or international-in scope. Such 
a foundation may function with con- 
siderable independence in the choice of 
its activities, and with but slight regard 
as to what public opinion holds con- 
cerning its degree of success or failure 
in attaining constructive achievements. 
It seeks no new funds, and in most cases 
could not accept them from new donors 
if they were offered. 


“In contrast to this the community 
foundation is controlled by represent- 
atives of the public, it is responsible to 
the people for its acts, and it derives 
its income from growing aggregate 
of smaller gifts left by those who see in 
this new form of benefaction an effective 
instrument for making their own com- 
munity a healthier, happier and more 
wholesome place in which to live. 


“If the community foundation is to 
carry through pieces of work that will 
constantly commend themselves and the 
foundation to the attention of the citi- 
zens of the locality in which it operates, 
it cannot solve its problem by the easy 
method of distributing its income among 
existing social agencies. It it does this 
it is entirely probable that most of the 
alert and socially minded people of the 
city will be unable to observe any no- 
table difference between conditions as 
they were before the foundation came 
into existence, and those maintaining 
after it began to operate. The principle 
involved is that the foundation ought 
not to do those things that will prob- 
ably be done by other agencies if it does 
not undertake them. 


“When the Rockefeller Foundation 
for Medical Research was established it 
might have undertaken to bring to- 
gether a group of skilled medical 
diagnosticians who would tell people 
who were sick what was the matter with 
them. Such an organization would 
have served many people usefully, and 
earned enduring gratitude. 

“Instead of following such a course 
its directors decided at the outset that 
they would not endeavor to aid in any 
individual case unless it happened to 
be one that related to some piece of 
medical research that was under way in 
its laboratories. Instead, it devoted all 
its efforts to the discovery of new truths, 
and the marking out of genuine ad- 
vances in medical knowledge. As a re- 
sult it has made contributions to the 
scientific information and understand- 
ing of infantile paralysis, venereal 
diseases, tissue growth, pneumonia, and 
the like that have lifted medical 
knowledge and skill for the whole world, 
and for all time. The striving after 
the greater goal has brought the larger 
return. 

“A second guiding principle is that, 
at least in the early days, the founda- 
tion should not undertake permanently 
to support activities that are for the 
daily use of the public, and should 
properly be sustained from the public 
purse. It ought not permanently to 
run schools, or playgrounds, or clinics, 
or parks, or libraries, or other similar 
public services. The principle here is 
one which draws a sharply defined line 
between publie and private funds. The 
private fund is effective to investigate, 


(Continued on page 77) 
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The Business Ally 


of the Progressive Banker 


RAVES SERVICE is a business-building force of un- 
equalled power. It is constructive. Therefore, its 


influence is permanent. 


It is human. Therefore, it 


is fundamental, reasonable and convincing. It is dynamic. 
Its emphasis, therefore, is on results. 


GRAVES SERVICE is publicity— 
and publicity of an unusually high 
order—but that is only part of 
its job. 

GRAVES SERVICE is advertis- 
ing—and advertising of compell- 
ing naturalness and persuasion of 
thought—but the distinctive 
beauty of its printed messages is 


immediately recognize in Graves 
Service. 

Graves Service could not ac- 
complish the results credited to it 
by these bankers unless it had that 
something else which keeps the 
GRAVES Organization constantly 
on the job as a factor in helping 
the institution it serves to become 
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; only one expression of this service the business-partner of the men 
1 so enthusiastically employed by and women in its community. 
the keenest bankers of the country That something else is sed/ing- 

? from coast to coast, from the lakes force. Graves Service takes up | 
‘ to the gulf. the job where advertising alone 
e That SOMETHING MORE is the usually drops it, and completes 

: distinguishing difference you the job like a master salesman. 

aq | 

il A Graves Specialist is ready to discuss results with you for 1923. When do you wish to meet him? 
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TRYING TO ADJUST THE WORLD’S FINANCE 








These five men are the outstanding figures in the great effort to be made by the United States to stabilize conditions in Europe. They are, left 
to right: J. P. Morgan, Secretary of State Charles E. Hughes, President Harding, Premier Bonar Law of England, and Dr. Cuno, prime. minister 


of Germany. 


A great American loan, to be floated by J. P. Morgan, is said to be contemplated as a method of stabilizing conditions in Europe. 


England, likewise, through Bonar Law, is said to be ready to back the reduction of reparations from Germany, with France, Italy, and the other 
allied countries ready to co-operate in bringing about a settlement in Europe. 


* * 


* * 


HOW BANKING IS TAUGHT 
TO SCHOOL CHILDREN 


Banks should take advantage ef the 
practical educational movement in 
the country by going into the schools 


By ROBERT 


HE actual study of business enter- 

prises is supplanting the textbook 
in thousands of schools as a means of 
teaching children facts about the coun- 
try they live in. How much children 
will learn about banking depends to a 
great extent on the position banks take 


toward their eommunities. 
For instance, a junior high school 
class in Boston asked the financial in- 


stitutions in the city to supply material 
relating to the early history of Boston. 
The banks responded willingly. A bank 
in Illinois took a group of 400 children 
through its institution, showing them 
all the operations, as a reward for a 
school savings contest. In an Eastern 
city, the banks co-operated with a class 
of youngsters of about eight years of 
age when the class attempted to repro- 
duce in eardboard a miniature of the 
city. In connection with this work, one 
boy of eight wrote a prize essay on 


‘safety-deposit vaults. 


These are some of the ways in which 
banks ean work with schools in promot- 
ing the study of banks as well as thrift 
and savings methods. 


5S. MERRILL 


“The children desired to know how 
checks cashed in Kansas City, Missouri, 
reached the bank in Kansas_ City, 
Kansas,” reported Drusilla Keller of 
Kansas City, Kansas, to the National 
Society for the Study of Edueation. 
“The teacher took two boys and three 
girls who had time for it to a clearing 


house on Saturday morning. They 
then planned a clearing house for the 
next week’s work. 

“Each aisle was a bank from which 


a messenger and clerk was appointed. 
A president of the clearing house was 
elected; each aisle had one vote. 
Checks were and were cashed 
in banks other than those on which 
drawn. Pupils who had visited the 
clearing house instructed clerks and 
messengers as to their duties, furnished 
the clerks with the sheets which had been 
given them at the clearing house and 
directed the work so that it was done 
as they had seen it done, even to placing 
a fine for those who made mistakes in 
addition.” 

The big growth of this more practical 
education has been since the war ended. 
Tt is the topie at edueational gatherings, 


written 


in teachers’ journals and the theme of 
many textbooks. Recent figures are 
not to be had but in 1917, from replies 
received to letters sent out by the In- 
stitute for Publie Service, it was shown 
that 12,139 schools were studving the 
industries growing out of the funda- 
mental needs of food, shelter and eloth- 
ing. Of these 10,118 reported that 
they found business enterprises of use. 

Nearly all these new plans come under 
the head of “project work.” The chil- 
dren think of investigate 
and then act it out, reproduce it by 
building or weave it into their regular 
studies. For example in Cicero, Illinois, 
the fourth and fifth grades have all 
their lessons, all day long, for an entire 
month about some important industry 
connected with food, shelter or clothing. 
They spend two months studying grain 
and bread, even to building miniature 
elevators and railroads. Home-building 
takes three months and wearing apparel 
seven. The methods of these schools 
are being copied and imitating the tran- 
sactions with the banks in connection 
with the different industries would be 
interesting and educational to the ehil- 
dren. But children think of the 
bank only as a place for savings. 

All over the country schools are using 
“projects” on every conceivable sub- 
ject. They inelude surveys of the city’s 
industries, public buildings, writing 
local histories, making museums of all 
kinds, seeing the United States first 
exhibits, imaginary journeys, Amer- 
icanization clubs, health campaigns, 
operating cafeterias, planning home 


something, 


most 


budgets, equipping and operating farms, 
furnishing apartments and a host of 
other things, all of which relate in 
degree or another to the bank. 


one 
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Announcing The New 
ON 







REG, TRADE MARK 


Automatic 


Marks a 
New Era in 


~ Mechanical 
Calculating and Adding 


| Monroe Automatic, a masterpiece of mechanical ingenuity, opens up 
still greater possibilities in Speed, Accuracy and Ease in handling figures. 


Quiet, smooth-running, with split-second speed, this latest addition to the 
Monroe line of figuring machines retains all the Sturdiness of construction, 
Visibility of operation, Flexibility, and wide Usefulness of the standard Monroe. 


Addition, Subtraction, Multiplication, Division, or their several combina- 


tions, may be done with a few light touches of the fingers and with almost 
unbelievable speed. 


Here at last is a portable Automatic machine, electrically driven, you can 
have on your desk, at your elbow, in instant readiness at all times. Beautiful in 


appearance, compact in construction; so simple to handle that anyone can 
operate it. 


To Add or Multiply, simply touch the Plus (+) Bar. To Subtract or 
Divide, touch the Minus (- ) Bar. The Proven Answers automatically appear 
—the machine does the work, relieving the operator of worry and effort. 
No troublesome change levers. An ingenious mechanical control protects the 
machine against locking or abusive operation. 


Words fail to describe adequately the wonders of the Monroe Automatic. 
Ask to see it in action to appreciate its Speed, Simplicity and Economy in the 
handling of figures. The coupon below is for your convenience. 


COUPON 


Monroe Calculating Machine Company, BM-1-23 
.Woolworth Building, New York City 

Without cost or obligation ‘check item desired): 

{ 1 Send descriptive literature of the Monroe Automatic E pa amdamaaes 

{ ] Arrange for free demonstration on our work Calculating Machine Company 
Firm Name General Offices: Plant: 
tl tia ei WOOLWORTH BLDG., N. Y. ORANGE, N. J. 

There are Offices rendering Monroe Service at all Principal Points 

Address _— — 
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inthe U S. and Canada and throughout the World 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


writing to our advertisers 
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The 
First. National Bank 
of Boston 


The leading financial institution in 


New England 


Branch at Buenos Aires, Argentina 


Special Representative in London 


Correspondence Solicited 


Vice-Presidents Elected 


At a recent meeting of the Board of 
Directors of the First National Com- 
pany of Detroit, Hamilton Hadden, 
manager of the eastern district, with 
offices at 59 Wall Street, New York, 
was elected vice-president and Horace 
J. Elliott, manager of the central dis- 
trict, with offices at 209 S. LaSalle 
Street, Chicago, was also elected a vice- 
president. 


The First National Company of 
Detroit is an investment banking in- 
stitution organized by a group of bus- 
iness men associated with the First Na- 
tional Bank in 1915. It buys and sells 
government, state, municipal and cor- 
porate bonds. 





St. Louis Federal Reserve Directors 

Announcement is made that the fol- 
lowing were elected directors of the 
Federal Reserve Bank of St. Louis to 
serve three years from January 1, 1923; 
Class A—Group Three, John C. Martin, 
cashier Salem National Bank, Salem, 
Illinois; Class B—Group Two, W. B. 
Plunkett, president Plunkett Jarrell 
Grocery Company, Little Rock, Ar- 
kansas. 


The Board of Directors of the 
Peoples Trust & Savings Bank, Chicago, 
recently declared the regular quarterly 
3 per cent dividend. They also voted 
an extra dividend of 2 per cent, payable 
January 1, 1923—making a total of 14 
per cent in dividends for the year. 


INVITING “EM IN 
FREEZING “EM OUT 


(Continued from page 15) 

Be firm in conversation when you 
have to be, but keep correspondence 
pleasant. 

Be patient with women and _ treat 
kickers on John Wanamaker’s principle 
that “The customer is always right.” 

Mail statements on the first of each 
month. 

Make the tellers smile. (This teller 
question will come up in a later article.) 

Have enough windows. Open emer- 
gency windows in rush hours. 


Savings Department 

Simplify every operation as much as 
possible. Use card-index ledgers, and 
make it possible for withdrawal slips 
to be O. K’d and paid with a minimum 
of delay. 

Have an attendant whose duty it is 
to fill out deposit and withdrawal slips 
for customers who need this service. 

Open the department Saturday after- 
noons and evenings. 

If your community contains a large 
foreign element, get an interpreter. 

Put considerable discretion in the 
hands of the savings manager on ques- 
tions of identification, cashing checks, 
replacing lost pass books, waiving notice 
on withdrawals, making pass book loans, 
ete, ete. Have a savings manager who 
knows how to create good will and let 
him use his judgment in all human 
questions. 

Spend a few minutes getting ac- 
quainted with new customers—If time 
and space permit give the new customer 
a seat and encourage him to talk. 

Here is an instance of the attitude 
which the new business manager ought 
to recommend. 

It was Saturady in a big trust com- 
pany when a woman commenced to 
scream. The cause of her anguish was 
six months old. At the last interest 
period a hurried clerk in adding up her 
interest to her previous balance had 
an error of $100 in her favor—so that 
her pass book and the bank’s ledger 
were $100 out. 

Now she wanted to draw her money 
and send it to Poland and the teller had 
refused to give her what her pass book 
called for. She flung herself on the 
floor and wailed, “Take all my money! 
Why take only one hundred dollar? 
Take it all!” Naturally a crowd col- 
lected round the prostrate woman and 
anyone more than six feet away from 
her would have said she was being torn 
to pieces by a mob. 

The president of the institution said 
—Get a policeman and carry her out!” 
but the vice-president in charge of new 
bnsiness took command with a quick— 
“Let me handle this please!” He pulled 
two fifty dollar bills from his wallet 
and held them out to the vociferous 
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woman on whom they acted like a dose 
of morphine. 

Her struggles and screams stopped 
shoit, she blessed him and kissed his 
hand, business resumed its normal course 
and the vice-president in charge of new 
business put through a debit ticket to 
“expense, executive’ for )$100, The 
gentleman in question has added eight 
million dollars to the bank’s deposits in 
five vears. 

Safe Deposit Department 

The important thing here is to know 
every eustomer by face, name and box 
number. It is astonishing what pro- 
ficiency in this regard will come of a 
little attentive practice. 

Next, treat every customer—espec- 
ially the poorer ones—like a multi-mil- 
lionaire. This does not mean that vault 
attendants should be servile but that 
they should be respectful and should 
always try to please. One successful 
safe deposit department of my acquaint- 
ance has carried this feature to the 
point of requiring every uniformed man 
to touch his cap before serving a ecus- 
tomer and to use “sir” or “madam” in 
addressing them at all times. 

Inside the vault all should be quiet- 
ness and swiftness. Customers who de- 
sire it should be able to hand their keys 
to attendants and have the attendants 
earry their boxes to coupon rooms. Cus- 
tomers should be prevented by good and 





Deposits $70,000,000 


Capital and Surplus $7,000,000 


swift coupon room service from open- 
ing their boxes inside the vault. 

Coupon rooms sould be completely 
furnished private offices and in addition 
to stationery, clips, pens, ink, paper 
and coupon cutters, ete., should contain 
bells for attendants, a neat date sign, 
changed every day, a supply of owner- 
ship certifigates, and coupon envelopes 
—and a framed outline of the bank’s 
services in connection with securities. 
This brings us naturally to the last 
department on which the New Business 
Manager will make recommendations as 
to service, i.e. the trust department. 

Trust Department 

If there is one service of a bank that 
more than any other must sell itself 
every day, that one is the trust depart- 
ment. 

Trust service requires the most un- 
swerving adherence to technical stand- 
ards and the most sensitive response to 
lmman variations. The good trust 
officer is one, to paraphrase Solomon, 
“whose price is above rubies.” And oh, 
how people talk about him! Widows 
and their debutante daughters talk 
about him over the tea cups. Doctors 
and lawyers talk about him at the elub. 
Bond men and insurance men talk about 
him on the links. 
and charity workers talk about him at 
their meetings. Court officials, . civie 
functionaries and newspaper men talk 


Dy 


ete 
ee " 


Ministers, priests. 


about him at the county seat. For good 
or ill, every phase of his conversation, 
every sentence of his correspondence, 
every attitude of his mind, affects the 
public relations of his department. 

The New Business Manager ought to 
recommend two things to the trust officer 
as to service in his department. 

First—have a_ private conference 
room and spend all the time necessary 
in “talking things over” with benefici- 
aries, claimants, prospective testators— 
anybody and everybody. 

Second—always explain things. Ex- 
plain details of procedure as to partic- 
ular estates to people who have a right 
to know them, as patiently and with as 
sparing a use of technical terms as pos- 
sible. Explain the trust department’s 
funetions in general to everybody who 
will listen. Get everybody in the de- 
partment into the habit of explaining. 

The details of good trust department 
service would require a book by them- 
selves, and such a book could only be 
written by an experienced trust officer 
who was also a humanitarian philos- 
opher. 

The attitude of trust department 
service is the only part of it that the 
New Business Manager should watch. ~ 
He should see that this is a sales at- 
titude that reaches out for friends, for 
prospects and for new relations all the 
time. 


READY 


TO 


SERVE YOU 


IN CHICAGO 


CENTRAL IRUST 


COMPANY OF ILLINOIS 
CHICAGO 
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CONVERTING 
COLLECTIONS INTO 
CASH 


Why waste time and money by 
allowing your cash or collection 
items to lose a day in bank or post 


office? 


Sending your-business to this bank 
for collection is equivalent to send- 


ing it direct. 


Our twenty-four-hour Transit De- 
partment which receives and dis- 
patches mail day and night, insures 
you against avoidable delay. 


All items handled at par for cor- 


respondents. 


No charge for tele- 
graphic transfers. 


-PHILADELPHI 
NATIONALS 


AL 


PHILADELPHIA, PA. 


Frank O. Birney, formerly vice-pres- 
ident of the Chicago Trust Company, 
has been elected president of the First 
Englewood State Bank of Chicago. In 
August, 1911, Mr. Birney joined the 
Chieago Trust Company as assistant 
secretary, and later was made assistant 
eashier and in January 1918, vice-pres- 
ident. 





John E. Bouden, Jr., president of the 
Whitney-Central National Bank of New 
Orleans, Louisiana, has been elected a 
member of the board of, the American 
Surety Company. 





The consolidation of the City Bank 
of Stockton, California, with the Mer- 
eantile Trust Company of California, 
the head office of which is in San Fran- 
cisco, has been approved by the board 
of directors of the two banks and will 
become effective as soon as the neces- 
sary details can be worked out. A. D. 
Rothenbush, president of the City Bank, 
will become a vice-president of the Mer- 
eantile Trust Company, and act as 
manager of the Stockton branch. 

The City Bank was established forty 
vears ago. Its resourees are in excess 
of $4,000,000. 


LETTERS OF A BANKER 
TO HIS SON 


(Continued from page 17) 


these out and ignore the vice—that is, 
unless someone is trying to float a loan 
or negotiate a questionable check. 
Eventually you. will find yourself 
coming to regard your people with deep 
friendliness and they in turn will have 
an affection for you. About this time 
South Bend will be calling you for an 
executive office. 

I note vou mention that the “natives” 
are uppish. Are you sure it was the 
“natives” who displayed the first signs 
of uppishness—or is it merely a reflee- 
tion of your own superiority? Self- 
interest is human nature but the big 
ealibre man is the one who ean sub- 
ordinate self and develop brother in- 
terest. Perhaps if you would take a 
little more notice of them they would 
pay a little more attention to vou. 
Pitching horse-shoes is not such a back- 
woods pastime as you seem to think it 
is. When I was a kid we used to amuse 
ourselves playing “shinny” by batter- 
ing a tin can from hole to hole with a 
long stick. Golf is nothing more than 
a Twentieth Century evolution of the 
inelegant, cuss-provoking “shinny.” It 
doesn’t look very good to me for a 
person who has been in the habit of 
leading a caddy about a golf course to 
sneer at the exponents of the lucky 
horse-shoe when they are taking ad- 
vantage of about the only means of 
recreation that is open to them. 

Get into the game, hammer and tongs. 
Clerk every sale you can, attend the 
lawn parties, play Santa Claus at the 
Christmas cantata; make friends with 
the children, for nothing will warm the 
hearts of the parents quicker than for 
you to take an interest in their offspring. 
If you do these and the thousand other 
little things that will be showing them- 
selves you won’t have very much time 
to devote to arrogance and dissatisfac- 
tion with your lot. 

Elizabeth Blandford brought her 
violin over last night and we had some 
rare music. She asked about you, as 
she does every time I see her. It seems 
queer that as, good friends as you two 
used to be when you were kids that vou 
find time to write to her only about 
once or twice a year. 

Sincerely yours, 


Dad 





Okla. 
1914. 


Greenward, 
December 1, 
My dear Son: 

There are times when it is possible 
to be right and at the same time to be 
wrong and this is one of them, only, as 
usual, you are right in the wrong place 
and wrong in the right one. This may 
not sound very pleasing to your ears 
and I don’t aim that it should. What 
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I am most trying to do is for you to 
have all of my success, and more, but 
none of my failures. As young people 
generally do, you no doubt consider that 
the old man is just a plain dub, though 
a necessary evil, at that. Maybe I am, 
but I am not so much of one but that 
I have been able to accumulate quite 
a snug little fortune. The emoluments 
of business have been with me abso- 
lutely a by-product; as with most people, 
my first consideration was to make a 
living, the next was to be successful in 
every undertaking. Usually I have 
been on the right side of the fence; 
sometimes, though, I have been wrong. 
It was an accident that carried me in 
the financial world, but it was not an 
accident that made a success of it. 

You are right when you say the 
Christmas Club is a nuisance, but you 
are in error when you hint that it is 
beneath the dignity of a bank to take 
the pennies. Let me remind you of a 
fifty story skyseraper that was built 
from the proceeds of five and ten cent 
sales, or the millions invested by a large 
street car company. The fault does 
not lie in the pennies or the plan but 
in the detail by which the plan has been 
worked out and that fundamentally goes 
back to the executive who placed the 
wrong man in charge of detail or tried 
to attend to it himself. 


A club offers the finest opportunity 
in the world for a bank to advertise— 
and the only thing harder to advertise 
than a bank is a Bible. Perhaps you 
think publicity is unnecessary; I can 
well remember a time when you thought 
toilet soap was unnecessary. The pub- 
lisher of your paper thinks it is right 
for a bank which controls its field to 
carry space with him and that is one of 
the reasons why you should do so. In 
addition to a fairly good dollars and 
cents value it, in a sense, makes you 
one of the directors of a corporation, 
for no editor is going to carry news 
that is detrimental to his patrons. A 
vacation club or a Christmas club makes 
an easy opportunity to get away from 
the ordinary “card” or statement and 
offers about the only chance you ever 
have for some real newspaper display. 
Every appeal that would gratify the 
mind of a copy writer is present, from 
a week-end trip to Chicago to a Cook 
Tour through the Mediterranean, every 
present from a pair of ear muffs for 
grandpa to a solitare for the fiancee. 

By all means you should ‘start a 
Christmas club the first of the year and 
instead of allowing the fact that the 
banks in your county seat have dis- 
continued their clubs to influence you 
from taking this step it seems to me 
that it should encourage you to slip in 
and get a little of the business which 
they have cast to the winds. In your 


own locality you are introducing an in- 
novation and you 


should work the 


USINESS ambassadors of the 
1830’s had to win respect for 
the integrity of their firms before 


foreign trading became possible. 
Keen wits were not enough in a 


commerce where much depended. 


upon mutual faith. Good banking 


connections were and still are a ° 


passport to confidence. 


In the early days of American 
enterprise in foreign trade this bank 
was founded, largely to serve im- 
porters and exporters. It was no 
light task to establish relation- 
ships with trustworthy bankers 
and business houses abroad, but 
for over three-quarters of a cen- 
tury National Shawmut has been 
known as an international bank 
representing many American 


Correspondence is 
cordially invited 


vear has brought you. Hit ’em hard in 
your annoucement, and in using that 
word I am indulging a_ technicality. 
Don’t use the old phrases that have 
been worked to death; they won’t get 
you anywhere—won’t even arouse in- 
terest among the kids. What you want 
to do is to carry real space in your local 
paper—a half-page, I would suggest. 
Make the text of your ad read to the 
kids, for you can reach them a lot 
easier than you can their parents. But 
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of BOSTON 
novelty feature for all it is worth just 


as you must in succeeding years work 
to retain and inerease what your first 





business houses of high standing. 

Trading abroad to-day requires 
an experienced and dependable 
guide ; there is no safe territory for 
lone adventuring. The National 
Shawmut Bank can help you ma- 
terially, either in finding goods to 
buy or a market for the wares you 
sell. This bank provides clients 
with up-to-the-minute information 
on reputations and credit, price 
movements and trade demands in 
all countries. 

Swiftness ; accuracy ; abun- 
dant resources; ability to handle - 
difficult missions ; intelligent per- 
sonal service—these are the 
results of National Shawmut 
Bank’s strong organization at 
home and abroad. 


Capital and Surplus 
$20,000,000 


MUT BANK 


you should not lose sight of the fact 
that you are sending your message to 
people ranging in age from six to sixty 
years, from those who are just begin- 
ning to spell out their words to those 
who sign a degree after their name. 
Naturally, you should capitalize upon 
the fact that a child’s Christmas is never 
~ What he thinks it should be. He may 
receive anything he could reasonably 
expect, but there is always something 
lacking. Do you remember the time 
. I gave you a silver-mounted repeating 
shotgun and you got mad and wouldn’t 
eat your dinner because you didn’t get 








Specialized Service to Banks 





Bill-of-Lading Drafts 


(> R Collection Department specializes in 

the collection of drafts with bills-of-lading 
attached, covering commercial transactions, and 
has complete facilities for tracing and following 


shipments in transit. 


Our arrival notice to the 


consignee frequently is in advance of notifica- 
tion by the railroad company, resulting in 
prompt returns to our customers. 


Full details of our services to correspondent 
banks are given in our booklet, ‘‘Specialized 
Service to Banks,”’ which we shall be pleased 


to send upon request. 


Guaranty ‘Trust Company 
of New York 











a 16-gauge muzzle-loading old relic like 
Bobby Timmons used to have? 

The thing for you to do is to get the 
younger generation pretty much en- 
thused over the presents they didn’t get, 
then you can gently give it to them 
that by enlisting their parents to take 
a one, two or five cent club, when the 
next holiday comes around there will 
be no dissappointment. 

From the tone of the letters I get 
from you and the essays you sent me 
from Cambridge I think perhaps it, 
would be a good plan for you to not 
write that advertisement yourself, 


Don’t call on your dear, old dad, as 
you usually do when in a strait, for he 
is busy with his white-faced cows just 
now; 


don’t go to the editor of your 





paper and sponge off of him to that 
extent for he is more interested in in- 
creasing space than he is in writing 
selling copy. About the only thing left 
for you, then, is to follow the tactics 
you use when you want a new suit of 
clothes—go toa person who is expert in 
that business—and send the bill to me. 
Yow’ll probably find in some of those 
skyserapers on Pennsylvania Street up 
pretty well to the cornice where the 
lease is cheap, some young fellow who 
takes five cents worth of paper and 
decorates it with three cents worth of 
ink and sells it to you for fifty dollars. 
They’re higher than a eat’s back, but 
so is any specialist. They take your 
problem with a layman’s view that one 
who is in the intricacies of a profession 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


: 


BANKERS MONTHLY for JANUARY, 1923 





cannot possibly have, dissect it, desic- 
cate it, sew it together again and pre- 
pare copy that brings depositors to the 
window. Usually their conscientious 
effort proves successful; usually home- 
made copy proves a failure. 

Three years ago the Cattleman’s Na 
tional inaugurated its first Christmas 
Club. I had experienced about every 
diversity that could be heaped upon the 
back of one man, from walking the 
floor in my nightshirt with a colicky 
youngster when the mereury was hunt- 
ing the bulb, to meeting angry depos- 
itors who stormed and raged because a 
panie had closed our doors. I didn’t 
think there was anything new left for 
me, but there was and the club supplied 
it. Most of the patrons, you will find, 
are women and children; sometimes a 
man will sheepishly sneak up to the 
window with his little envelope and 
that is even worse, for he is generally 
appeasing his wife’s whim and doing 
it not so much for the pleasure it gives 
him as to circumvent an undesirable 
condition; you will know something 
of that at first hand, sometime. <A 
woman is about as handy in a bank as 
a man is in a clothes closet; they can 
ask more questions in a minute than 
a man can answer in five and the time 
they want to ask is when they are first 
in a long line. A woman will seratch 
the sides out of her purse trying to 
find $4.50 to pay for a pair of shoes 
and then go straight to the bank and 
offer a twenty dollar gold certificate 
to pay the thirty-five cents due on her 
club. Just when you’re busiest trying 
to arrange a $5,000 loan with vour 
biggest drover who is getting together 
a shipment of Shropshires you can 
depend upon a child to come in with 
his envelope, and his mother’s and her 
neighbor’s envelopes, all in painful 
arrearage; it will take more time to 
finish with him than it will to close the 
sheep deal. 

Whenever you have most to attend 
to is the time the small depositor blos- 
soms and flowers. I have been in banks 
in cities along toward the Saturday 
closing hour and seen columns standing 
in line two dozen long. before each 
window. Of these, more than half were 
taking care of vacation funds, Christmas 
funds, savings accounts and what not. 
In each of these lines I’ll wager there 
was not a hundred dollars, barring one 
or two who were depositing a thousand 
or so. -In this way the savings clubs 
are an unmitigated nuisance. They 
try a teller at the fag end of the week, 
when he is most liable to error, almost 
beyond endurance. It is a sin to ask 
a man to care for crowds like that, deal- 
ing with pennies one minute, with thou- 
sands of dollars the next, always right 
with the fifty cent debit, if ever wrong, 
with the ten thousand dollar deposit; the 
man who is responsible for that teller’s 
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nervous breakdown is going to have a. 


bigger Dr. with St. Peter than he will 
have Cr. for the Merry Christmases and 
the foolish vacations he has made. 


You haven’t a Fourth Chemical Na- 
tional crowd to handle and I don’t 
suppose there will ever be anything in 
Claflin that is beyond you, but it’s a 
fact that the thousand dollar depositor 
who makes your institution possible is 
entitled to some consideration over the 
five cent club member. 

I used to know a grocer in Kansas 
City out in the West Bottoms district; 
got acquainted with him over a polished 
yail that they used to have in prehis- 
toric His was a_ neighborhood 
store, most of his business being with 
the better class of Stock Yards em- 
ployes. Naturally, they all had charge 
accounts, it being more convenient for 
them, as well as for him, to tear out of 
a coupon book than always to be making 
change. He got a good many dollars 
in trade that would have gone to Mis- 
souri if it hadn’t been for his trust. 

One day some sap got into him for 
$45.90. It nearly broke the old fellow’s 
heart. Of course, in his merchandising he 
always figured a certain amount for bad 
debts, only it happened that bad debts 
never developed. This was the first that 
was of any consequence. He stormed 
around and lamented the general perfidy 
of the human race, not remembering 
that he was beneficiary to the extent of 
several hundred dollars through figur- 
ing on bad debts that had been good 
debts, subscribed to an efficiency course 
and started reading books on cash bus- 
iness. The worms finally began to eat 
at his foundation and he would talk cash 
business to all of his charge customers 
and hurry through with their market 
baskets in order to sell a bottle of milk 
for cash that he kept for the benefit of 
his regular business, though there was 
no money in a milk sale alone. 

After a few months of this his credit 
business began to seek places where a 
five dollar bill all in a lump on Satur- 
day night looked as good as six cents 
in copper did during the week. Some 
of them went down town and paid 
their money to the big stores that made 
special prices for cash and delivered 
$2 orders, besides. The last time I was 
in K. C. I dropped in to see the old 
codger but he was so busy selling six 
cent milk and five cent bread for cash 
that he didn’t have time to talk to me. 
His shelves were pretty well ‘filled, but 
the store looked like the water that 
scums in the eddy and not like the 
glistening current that moves rapidly 
in the middle of the stream. A merchant 
must keep his stock moving, not let it 
stagnate, and in a sense a banker is a 
merchant. 

You can’t afford to be like that grocer 
and take care of the bread and milk 
trade while your beef quarters are 


ages. 


IN DETROIT 


Last month, $6,000,000 in 
sales taxes were collected. 
This amount puts the Detroit 
district first in the country in 
the amount of sales taxes,and 
fourth in general collections. 







The Peoples State Bank 
is eminently fitted to serve 
you in this busy district. 


Capital, Surplus and Undivided Profits over $14,000,000 


RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES STATE BANK 


RESERVE 


DETROIT, MICHIGAN 





purifying on the block and your canned 
goods are gathering dust on the shelves. 
Your regular depositors—the business 
men, the professional men and the farm- 
ers—must be taken care of because it is 
by them that your business is kept alive. 
Neither can you afford to neglect the 
small depositors for they are your 
present source of dividends and your 
large accounts of tomorrow. 

But there is one thing you can afford 
to do and that you must do in order to 
keep abreast of the times. You must 
keep the registered chickens separated 
from the ordinary roosters in order to 
keep your eggs from becoming stained. 


Keep one window from your different 


Clubs and savings accounts and keep 
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them away from the teller, in your case 
it will be the assistant cashier, who 
handles the regular receiving business. 
A bookkeeper could handle this extra 
business without materially increasing 
his work because most of his book- 
keeping comes from small business, 
anyway. If he does not like the extra 
work you could find someone to take 
his place without much effort, for the 
cheaper the man the more competition 
he has, and the assistant cashier or teller 
who knows faces and signatures and 
counterfeits and forgeries is relatively 
harder to pick up than the bookkeeper. 
I hand you my check for $50 which will 
abundantly pay your expenses home. 
The foreman out at the raneh is killing 














DIGNITY 


A favorable impression means everything to 
the successful banking institution. 


Dignity, stability, and strength are natural 
attributes of Georgia Marble. 


Georgia Marble has been selected for use in 
many of America’s most beautiful buildings, due 
to its ability to remain permanently beautiful. 


The Georgia Marble Co. 
TATE, GA. 


Georgia 


Marble 








a few shoats during this norther and 
we will have a supply of real meaty 
spare-ribs, some pure pork sausage that 
melts in your mouth without chewing, 
pork chops without fat and ham re- 
cently smoked over a blackjack fire. 
There is one advantage about butcher- 
ing your own meat: publie opinion to 
the contrary notwithstanding, the fat 
hog is the market hog; the hog that 
.makes the best pork is the lean hog and 
that’s the kind we are going to celebrate 
with. 

Bob Lennox says he saw signs of 
deer out in the Sand Hills as he drove 
in last week. Bring an eagle eye and 
a hair-trigger finger with you and maybe 





we will be able to add some venison 
steaks to the larder. 
Sincerely yours, 
Dad. 


David E. Hersee has been appointed 
cashier of the National Union Bank of 
Boston, Massachusetts. Mr. Hersee is 
now manager of the Peoples’ office of 
the Fourth Atlantic National Bank. 


The Bank of Italy, Stockton, Cali- 
fornia, has appointed Grace S. Stoermer 
to the office of director of the women’s 
banking department of the Los Angeles 
branch of the parent institution. 
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HOW A BANKER BUILT A 
DAIRY CENTER 


(Continued from page 19) 

lars fee is charged for his service, and 
the bull is earning money above his cost 
of keep. Male calves are sold at aue- 
tion once each year. This bull cost the 
company $1,000, but later could have 
been marketed at $3,500, so cheap was 
he bought and so well has he produced. 
The cows cost on an average of $377 
each. 

Carter went into the business himself, 
taking four cows on the four acre home 
sight he has at Cape Girardeau. This 
stroke convineed local farmers that he 
was real earnest about the idea. 

Farmers were a little shy at first, 
because they thought the banker was in 
for pure personal gain. However, 
when they saw he meant business and 
was trying to help them, they took to 
his plans, and as you may expect, his 
business did not suffer from the friend- 
ship. 

The local ice cream plant still ships 
in some cream, but they don’t produce 
enough loeally. However, Cape Girar- 
deau farmers are getting six to seven 
times as much more money now since 
they were guided by Banker Carter’s 
idea of putting themselves in position 
to take advantage of markets right at 
home. 


W. W. Hopper, former cashier of the 
Knights Landing California branch of 
the Bank of Italy, has been transferred 
to the Woodland, California, branch as 
assistant manager, and P. G. Friday, 
connected with this branch, has been ex- 
changed to Knights Landing, where he 
will have charge of the management. 


G. A. Z. Harris, the past five years 
examiner of titles and securities of the 
federal farm loan bureau, has become 
associated with Oregon-Washington 
Joint Stock Land Bank of Portland, 
Oregon. He formerly was in the bank- 
ing business at St. Louis. 


W. R. Dysart, cashier of the First 
National Bank of Ripon, Wisconsin, 
was elected president for the ensuing 
year of the Fond du Lae County Bank- 
ers’ Association; O. A. Schulbert, 
Calumet Harbor, Wisconsin, vice-pres- 
ident and James Dyckoff, Fond du Lae, 
Wisconsin, secretary and treasurer. 


The Guaranty Trust Company of 
New York has been appointed Registrar 
for the common stock of the Fifth 
Avenue Bus Corporation, consisting of 
321,200 shares, without nominal or 
par value. 


The American Savings Bank of 
Pontiac, Michigan, has decreased its 


eapital stock from $400,000 to $200,000. 
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WHEN IS THE BEST TIME TO 
SOW THE SEEDS OF 
SAVINGS? 


(Continued from page 25) 

did not want to antagonize parents who 
panked with other institutions by 
making it appear that the child would 
have to bank with us as a result of 
savings in our machines. We felt that 
our primary object*was to teach the 
children thrift, and we had to accom- 
plish’ that first. The result has been 
that out of 456 accounts opened as a 
result of the automatic teller, all but 
fifty have been opemed at our bank. 
Many parents come in with children 
to have the accounts opened and con- 
gratulate us upon our work This is 
a very good basis on which to get in 
touch with people we believe, and the 
good will that our school savings cam- 
paign has brought us is already 
apparent. , 


Recently, the 198 children who by 
opening new accounts were made eligi- 
ble to the trip through the bank, were 
our guests on a Saturday afternoon. 
Ordinarily, the bank is closed on a 
Saturday, and we asked all our em- 
ployes to remain for this occasion. 
However, we did not want them to 
feel that they were sacrificing an after- 
noon, and to be glum as a result of the 
sacrifice. We, therefore, arranged for 
each employe to have an afternoon off 
the following week. 


The children got a warm reception. 
They were shown the tellers’ cages, the 
three-story vault, the “dome” in the 
center of the bank building through the 
attic, and various machines in use in 
the bank. For instance, the group 
around the adding machine was told to 
give the girl at the adding machine any 
amount of numbers, and the result, all 
added, was handed to them on a slip 
of paper immediately. Another thing 
that aroused their wonder was the multi- 
graph machine, which was running for 
their benefit. On the machine at the 
time was a letter addressed to parents 
of the children. This they got hot off 
the press, put it into their pockets, and 
brought home to their parents. The 
children were handled in groups of ten 
each, and they were passed on from one 
bank employe to another. Familiarity 
breeds contempt, and so the children 
got the talks on different subjects from 
different people every time. They met 
and shook hands with the president, 
G. I. McEldowney, the cashier, D. Wal- 
lace, and every employe of the bank had 
a smile for them. At the door, before 
they left, they were treated with 
Eskimo pies and given a farewell hand- 
shake. 

For the benefit of the small bank that 
may wish to try this method of getting 
in touch with and benefiting the com- 
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In the 1880's—looking down Fifth Avenue at 27th Street 
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THE TALLYHO—and the clear notes of the trumpet were 
familiar to all who visited lower Fifth Avenue in 1883. 


In 1883, New York’s Shopping District 
was still downtown from 34th Street 


F YOU LIVED above 

Second Street in 1883, you had 

a long downtown ride ahead of 
you. when you went shopping. The 
retail district ended where it now be- 
gins. Only a few straggling shops 
had ventured as far north as 34th 
Street. 

It was still 20 years before the 
wiseacres laughed in their sleeves 

‘at the ‘folly’? of Macy’s move to 
34th Street. 

The development of the first high 
speed elevator had just made the 
skyscraper possible. In those days a 
few ten and twelve story buildings 
were just beginning to poke their 
heads up above their fellows. 


The Seaboard 


Forty — 


This expansion hasn’t taken place 


. Without growing pains. Business has 


been in many a tight place since 1883. 
Many a time, business has looked 
back and said, “I’m glad I had a 
good conservative banker who kept 
me out of that scrape,’’ and another 
time, “I don’t know what would 
have become of me if my banker 
hadn’t stood back of me. I was 
sound but I needed help.”’ 

The Seaboard has been putting its 
shoulder to the wheel since 1883, 
during all of this expansion, and what 
reputation it has acquired has been 
first that it is sound and conservative, 
but stands back of its customers to 
the very limit. 


National Bank 


OF THE CITY OF NEW YORK 


Mercantile Branch 


115 BRoaDWAY 
At Cedar Street 


Main Office 
BrRoaAD AND BEAVER STREETS 





Uptown Branch 


20 East 45TH STREET 
Near Madison Ave. 





munity, and yet does not wish to make 
the investment that these machines 
initially represent, I would like to make 
this point: 

The machines and equipment cost us 
approximately $1300. At the same 
time, our average balance this year in 
the banking machine department, after 
paying out amounts for stamps cashed, 
has been over $1400. In other words, 
we are handling this work, on the 
children’s money. The cost of our time, 
the small amount of outlay for supplies, 
if this is a loss financially, we are will- 
ing to charge to advertising, with the 


full confidence that this expenditure © 


will prove worthwhile in every way. 
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The new branch of the Bank of New 
York awd Trust Company at Madison 
Avenue and 63rd Street, Manhattan, is 
in charge of Ernest H. Cook, vice-pres- 
ident and manager; Ralph H. Johnson, 
assistant manager and Owen H. Smith, 
assistant secretary. The trust company 
now has three offices, the banking office 
at 48 Wall Street, the trust office at 52 


Wall Street and the Madison Avenue 
branch. 

M. M. Holmes, eashier of the Ex- 
change National Bank, Olean, New 


York, becomes director of that institu- 
tion to fill the vacancy caused by the 
death of Frank L. Bartlett. 


A Valuable Tradition 


A private home was altered to 
house the Chemical Bank when 
it opened on Broadway in 1824. 


The “home-like” atmosphere 
thus established prevails today— 
one of the reasons why so many 
new depositors comment on the 
friendly hospitality they find upon 
entering the Chemical National 


Bank. 


A commercial bank—perform- 
ing every function of a bank. 


Seeking New Business on Our Record 


THE 


GHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 
Founded 1824 


BROADWAY AND CHAMBERS, FACING CITY HALL 


Adolph Bame was elected a director of 
the West Side National Bank, Chicago. 
Mr. Bame is manager of the Metropol- 
itan Life Insurance Company. 

Stockholders of the institution have 
voted to change the name of the Na- 
tional Produce Bank of Chicago to 
“the National Bank of Commerce” in 
Chicago. The same national charter is 
retained by the bank, and there is no 
change in the personnel of the bank’s 
officers or directors. 


Herbert Lamp, in charge of the note 
and collections department of the Union 
Savings Bank of Davenport, Iowa, has 
accepted the presidency of the Iowa 
Trust and Savings Bank, Lake Park 
Towa. 





Affiliation of Banks 


Through an agreement entered into 
between the stockholders of the Ocean 
Park Bank on the one hand, and The 
First National Bank of Los Angeles, 
the Pacific-Southwest Trust & Savings 
Bank and the First Securities Company 
on the other, an affiliation has been con- 
summated by which the stockholders of 
the Ocean Park Bank with branches in 
Venice and Santa Monica, will become 
co-partners in The First National- 
Pacifie-Southwest Group. 


After seventeen years of continuous 
service as cashier of the Harris Trust 
and Savings Bank of Chicago, Joseph 
H. Vaill will leave the first of the year 
to become a partner in the firm of 
Thomson and McKinnon. 
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THE MYSTERIOUS “LOT 44” 


(Continued from page 23) 


carriage seemed to lift its back and 
creep over a water-bar. Once he looked 
long and curiously when he saw a horse 
and carriage creep around a turn in 
the road far back of them. But he 
said nothing. 

At Undall’s farmhouse Mr. Magoon 
borrowed the map, of the mountain lots 
he had spoken of down on the old 
Shippey place, and some time after- 
ward he told John to hitch at a barway. 

“Yonder up through this barway is 
Hubbard’s Notch, he explained. “An 
old military road used to eross the range 
here.” 

After hitching the horse John waited 
for Steve to lead the way. But Mr. 
Magoon with an ear turned toward the 
back trail was listening. The click of 
a horseshoe against a stone had drifted 
up to him. Suddenly he started along. 

“Hear something?” asked John. 

“T ain’t right sure, but I think some- 
one is followin’ us,’ admitted Mr. 
Magoon. 

A half hour later they were among 
ponderous trees on a great terrace, a 
giant’s park carpeted with trout lilies, 
their nodding lemon bells and green- 
brown mottled leaves blending in a 
solid carpet ankle-deep. Steve Magoon 
had been picking out corner blazes, and 
locating himself on the map of the 
mountain lots. 

But John was fascinated with some- 
thing else. He stood stock still, his 
eyes weaving in an out among the trees. 
Near-by was a rock maple. Beyond 
was another and another, all in a single 
line. With" a creepy, ancient feeling 
John realized there was an order to the 
forest. It had been planted by human 
hand. Perhaps it had been years since 
anyone had stood in the right position 
to pick out these regular colonnades. 
All of these trees in regular columns 
were rock or sugar maples well over 
one hundred and fifty years old. It 
flashed into John’s mind that in the old 
days of the historic Champlain valley 
some one had crept over the mountain 
wall from the West, farmed a clearing 
and set out a “sugar bush,” a rare thing 
even in the maple sugar country. And 
this was it grown up. Had that old- 
timer been a Shippey? If half the trees 
were sound there was a fortune in them, 
for their gigantic trunks were in keen 
demand for “rollers” in textile mills. 
No other wood approached the maple 
for this purpose. Every year a few 
logs went out from the village, some 
being shipped as far as England. They 
were select trees, and here was a forest 
of them hidden away in Hubbard’s 
Notch. 


“Steve!” 


Mr. Magoon looked up from his map. 
“We're on Lot 44,” he complained. 
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John caught Mr. Magoon by the arm. 
“Steve!” he called excitedly again, and 
then in a more even voice: “Are you 
sure. . . sure this is Lot 44? Look 
at those maples!” 

“Huh, there’s an order to ’em, ain’t 
there ?” 

“Steve! Lot 44 and 43 belongs to the 
Shippey estate, I saw the deeds.” 

Mr. Magoon pushed back his rusty 
black derby silently. 

“There’s a fortune on this Lot, Steve 
—I’m going to buy it!” 

Mr. Magoon’s head was half turned. 
He was listening with the keenness only 
a woodsman acquires. , Somewhere near 
by a twig had snapped. 

“Someone else is on this Lot—we’d 
better get out of here,” he said evenly. 

They made the return quickly and 
silently, save when Mr. Magoon called 
John’s attention to a brook bed tangled 
with brush. “It’ll be as dry as a bone 
in two weeks. You’d think it was a 
trout brook instead of surface water, 
wouldn’t you?” And at the bars their 
horse and carriage was undisturbed. 
Nor was there any other vehicle in 
sight. 

When John left Steve Magoon that 
evening he placed a hand on his sleeve. 
“T’'m going to buy Lot 44 the first thing 
in the morning before . . before 
whoever was up there on the mountain 
with us gets a chance. 

Mr. Magoon nodded solemnly. He 
would remain quiet. 


It was the habit of Director Clutch- 
bill to enter the bank when it opened 
at nine o’clock each morning, occupy 
a sun-blistered chair by the front 
window, and view the row of hitching 
posts along Main street. He was on 
time on this Monday morning. 

“Good morning, Mr. _ Clutchbill,” 
nodded John pleasantly. 

“Good morning,” said the Director, 
looking at John with unguarded ex- 
pectancy. : 

“I’ve been thinking of picking up a 
little mountain timber land,’ began 
John, “and I remember there are two 
Lots in the Shippey estate which you 
are handling. Have you a price on 
them ?”” 

“Yes, they’re for sale,” admitted Mr. 
Clutchbill grimly. 

“What do you ask for Lot 44, Mr. 
Clutehbill?” John’s heart doubled its 
beat in excitement, and then stood still 
as the Director’s lips moved. 

“Ten thousand—cash down!” 

John rose from his chair. “Ten thou- 
sand!” he repeated, dazed with surprise 
and disappointment. 

“A yecent investigation,” said Di- 
rector Clutchbill coolly, “ has proven the 
Lot to be very valuable.” 

John’s eyes widened as his gaze held 
on the Director’s face. Either Clutch- 
bill had followed him into the mountains 
or Steve Magoon had told. “It’s more 
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than I ean offer,’ he said, simply, as 
he went out into the back office. 

John’s thoughts flew to Steve Magoon. 
It seemed as though he could not wait 
through the day till four o’clock and 
closing time for the bank. It seemed 
as though that lot must belong to him. 
Had not that flying horse on the old 
barn pointed the way? And had he 
not discovered the maples with his own 
eyes? He would see Steve Magoon the 
instant the bank closed. 


Down on the Shippey estate that 
afternoon Mr. Magoon, with bony fists 
clinched to the handle-bar of a lawn 
mower, was revolving his long legs, and 
meditating on the abundance of grass. 
He was making a grand clattering 
swoop around the grounds with the 
grass flying like a swarm of grasshop- 
pers ahead of him when he stopped 
stock-still. John was coming with fast 
strides across-lots from the village, and 
he had almost reached the grounds. 


“Steve, Clutchbill knows about those | 


maples!” were John’s first words. “He 
asked me ten thousand. Did you tell?” 
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Steve Magoon was looking straight 
through John. He extracted a cob pipe 
from a pocket, pushed his rusty black 
derby firmly on his head, and spoke 
thoughtfully. 


“T didn’t tell nobody!” 

“T wish I was good and sure there 
was someone followed us up there on 
the mountain but . . but I’m not.” 
John started back toward the village. 


Steve Magoon tried to call to John. 
It was no use. He swallowed once, and 
half raised an arm as though to stop 
him. He looked down at his lawn 
mower. It sort of blurred. 


On the following day at noon Mr. 
Magoon came cautiously into the bank. 
He had chosen the hour John was at 
lunch. At this interval Director Clutch- 
bill sat in the front office, and Miss 
Joan waited on the counter. Every- 
body liked Miss Joan because her eyes 
were so big and brown and sympathetic. 
With trustful simplicity Steve Magoon 
pushed an envelope through the wicket 
to her, and went out. 


Joan picked up the envelope. It was 
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addressed to her in purple ink. And 
when she broke it open it proved to be 
the queerest letter she had ever received. 
It was, in fact, a letter within a letter, 
for there was a plain sealed envelope 
enclosed. Joan’s letter was written on 
cheap tablet paper, and read: 


Dear Miss— 


[I am going away a spell. Dont 
say nothing to nobody. But give 


this other letter to John when you 
see smoke on the mountains. I wont 
be here to do it. 
Respectfully, 
Steve Magoon. 


dark 
read this. 


Joan’s and 


Mr. 


eyes grew 


when she 


very 
mysterious 


Magoon had chosen a good messenger; 
she would carry out his wish to the 




























A Neighbor 
Worth Knowing 


A. country which, 
with less than 
9,000,000 popula- 
tion, has an annu- 
al trade with the 
United States of 
over $800,000,000, 
is a neighbor 
worth knowing. 


Canada 


With only one- 
sixth of her arable 
land under cul- 
tivation, is the 
world’s second 
greatest wheat 
producer, and has 


already a greater 





trade with the 
United States 
than any other 
country except 
Great Britain. 
Canada is a neigh- 
bor worth know- 
ing. Inquire from 









Department of Immigration, 
Room 110, Norlite Bldg. 
OTTAWA CANADA 
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letter. With serious brown eyes she 
placed the plain envelope for John 
among her pens and pencils of many 
colors and her little mirror in her own 
faintly perfumed drawer in the book- 
keeper’s desk. If smoke came to the 
the mountains she would know it; they 
were always in sight, marching silently 
across the western horizon. 

There were days after Mr. Magoon 
gave his letter to Joan when he came 
in late at night with his hands gummed 
black with spruce pitch. At the end 
of the week his overalls were so thickly 
coated in front they would stand alone 
when he took them off. He was no 
longer seen at the Shippey place, nor 
did he allow anyone to see him. Each 
morning before daybreak he left the 
village. 

Those are eareful about such 
things in the village said afterward 
that it was exactly three o’clock one 
Monday afternoon when smoke was 
first noticed rising from the distant 
range of mountains. Fifteen minutes 
later, people began to gather in the 
public square in front of the village 
post-office to watch it, and comment in 
low voices. 


who 


“Someone is burning brush at the 
old Eddy place on the mountain,’ 
speculated a villager. 

“That fire,’ observed Lem Perkins, 
hawk-eyed for one so bent and grey, 
“is a forest fire, and it don’t come from 
no Eddy place; it comes right out’n 
Hubbard’s Notch on the range.” 

John, who had left the bank counter 
in charge of Joan to join the rush 
toward the public square, over-heard 
Lem Perkins’ decision on the location 
of the fire which was now sending up 
plump billows of smoke. Lem Perkins 
was an old-timer in the village, and 
John ‘knew he had located the fire to 
within a quarter of a mile. The fire 
must have started on the very edge of 
Lot 44 with it corridors of giant maples. 

Down the street by the village jail 


and fire-house, a lively crowd was 
swarming thickly about a common 


center. John hurried toward it. In 
the center of the gathering was the 
village fire-chief, red-faced, and arguing 
with Director Clutchbill. 

John elbowed his way to the side of 
the two men. “T’ll go,” he offered 
eagerly. “That fire is running into the 
most valuable timber on the mountains.” 

“T ain’t taking none of our equipment 
ten miles into the mountains to burn up,” 
shouted the fire-chief a second time, 
and he looked Mr. Clutchbill grimly 
in the eye. 

“You can take your men—all the 
equipment you need is shovels to trench 
around the fire,’ fumed the Director. 

Men shook their heads in the crowd. 
“Tt’s too far off,’ they muttered. 

“Come on!” flashed John to the 
crowd. “We can pick up men from the 


farms on the way, and run up close 
to the fire! You'll go for one, won't 
you?” urged John of the fire-chief. 

The chief shook his head, and moved 
off. 

“’m going, if I have to go alone!” 
yelled John. 

Unexpectedly several voices shouted: 
“P’m with vou!” 

John turned to find Director Cluteh- 
bill barring the way. 

“John,” he said in a low voice, “I 
know about those old maples on Lot 44, 
They’re worth $10,000. I guess the 
fire’s in them now. You can have them 
for $500; that’ll clear me with the 
Shippey heirs. Save the trees and vou 
win $10,000 . . and that’s not all.” 
Direetor Clutchbill placed a_ friendly 
hand on John’s arm. 

John’s heart doubled its beat in 
sudden understanding. He knew it was 
more than a ten thousand to one chanee, 
that the fire was well in the timber 
already. Far up the street in the bank 
window all alone stood Joan watching 
him with eager, frightened eyes, and 
Steve Magoon’s letter to John was in 
her hand. But he did not see her. 

“Yes!” flashed John to Director 
Clutehbill, “I’ll do it . . Til give 
you five hundred, win or lose!” 


Director Clutchbill found John’s 
hand and erushed it in his own for a 
moment just before John jumped bare- 
headed and coatless to the running 
board of a car starting for the fire. 

The instant Director Clutchbill en- 
tered the bank Joan ran to him, for 
she had heard about the fire in the 
mountains. 

“Oh, Mr. Clutehbill, I must see John 
at once,” she cried wringing her hands, 
her brown eyes full of anxiety and pain. 

“He’s gone to fire,’ explained the 
Director. “What’s the matter?” 

“Nothing!” Joan’s head erept to her 
throat, and the next instant she ran 
out on the street. 


The letter to John was held tightly 
in her hand. Of a sudden the village 
seemed deserted, save for Lem Perkins 
who was too old to venture far from 
the post-office corner where he calmly 
watched the pall of smoke hanging over 
the mountains. At this moment a 
farmer who had driven frantically into 
the village was hanging silently over 
Lem, absorbing every detail of the news 
about the fire. 

Joan ran to them. “Where is John 
Atwood?” she asked quickly of Lem 
Perkins. 

“He led the gang up to fight the fire,” 
stated Lem proudly. 

“Where can I get a car?” demanded 
Joan. 

“Car?” said Lem Perkins, half in 
wonder, half in disgust. “There ain’t 
so much as a baby carriage left in this 
village—they’ve all gone to the fire.” 

“You'll have to take me,” said Joan, 
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climbing quickly into the farmer’s 
carriage, the letter to John still gripped 
tightly in her hand. 
Without audible complaint from the C S 

bewildered farmer or his panting horse, ONTINENTAL ERVICE 
the equipage lunged forward. An 
hour passed and they were struggling 
up the steep, rocky mountain road. 
The forest came to the road on both 
sides. There was always now the biting 
sting of wood smoke in the air. Every- 
thing was all foreground, even the in- 
frequent patches of blue-grey sky. 
And the closeness of things was stifling. 
Suddenly out of it with nerve-stabbing 
abruptness came a flat blast of thunder. 
It was so close the sweating, raw-boned 
horse stopped with a jerk only to have 
a determined switch laid on him. Joan 
clutched the side of the seat as the horse 
plunged forward. 


Strangely near, through an opening 
in the trees the erest of the range l R NS] t 
showed dimly through a haze of smoke. 


Above it, blue-black, and blending with | 
the sky save for its slowly rolling fringe | 











of sinister, ragged gold, was a dense | ONTH in and month out 
thunder-eap. Even as Joan looked with 

startled brown eyes, it was slit with the transit services offered 
instant, jagged lightning, and _ the ; ; 

thunder crashed on its heels, as when by this Bank give new demonstra- 
a tree is splintered. . . 

Joan sat speechless, fascinated equally tions of speed and efficiency. It 
by the silence and the intermittent * ” zs . y 
booms of thunder. The letter in her is more than a main-line service. 
hand was crumpled to a shapeless roll. . e 

“We'll make the old Eddy place—it’s It reaches into the by-ways. 


just ahead—hbefore we get soaked, I 
guess,” shouted the farmer, slapping 


| the toiling horse, white with lather ; Connections of long standing with 
: i where the loose harness touched its Sr ae 
| hide. thousands of banks, a specialized 
Suddenly they came out of the woods. * ‘ 
_ Before them in a brush-grown meadow department with 300 highly 
was the Eddy place. Squat, drab and ° . 
a lonesome, the old farm house gaped trained employes, and experienced 
é with ghostly black cracks as though at d 
- Bbay back of the pack of deserted and expert management make 
: glaring-eved motor cars before it. : ° 
: Down across the rough pasture land possible the greatest dispatch and 
t back of the house there came shouts, h . f ° d : 
, ‘ and a broken line of running men. Back the saving of time an interest. 
5 of them the mountain side had disap- 
: peared behind a eurtain of gray that 
y sent down a steady roar. Great rain . . ° . 
. drops, widely separated splashed over Bankers are invited to investigate 
Joan as they drove under the partly and test our transit service 
é fallen woodshed of the old farmhouse. 
; Shortly afterward, the farmyard 
> ° . 
swarmed with hurrying figures, and 





‘ engines roared out of a gray deluge of Th, CONTINENT. L 
: rain. é A and 


Bewildered, and white of face, Joan’s 


: slim figure stood in relief against the COMMERCIAL 


blackness of the woodshed interior. 


it Anxiously her frightened brown eyes 
P fastened on each new figure for John. 
&. . 








E Abruptly she seized the arm of the 
: farmer beside her. CHICAGO 
5 OE “You must find John Atwood for 
me,” she pleaded. “I must give him this | 
. letter!” 
’ 
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The man plunged into the rain, and 
was lost among the jumble of cars 
slowly ereeping one by one into the 
road. 

The rain swept by in engulfing sheets. 
Back of Joan the old woodshed creaked 


threateningly. With the passing of 
each gust the gray outlines of cars 


grew out of the storm. They grew less 
and less in number. And Joan 
trembled in the frightful loneliness. 

And then, God be thanked! Joan 
sank back against the wall—two figures 
were struggling toward her. 

Someone, wet and mud-spattered, was 
holding her—speaking to her. 

“Joan! its John! What is 
matter?” 


the 





“Oh, John!” she gasped, clinging to 
him, and slowly looking up into his 
face. Speech seemed to give her tor- 
mented nerves relief, for her eyes were 
much more like her own, clear and 
young again. 

“T am so sorry—I should have 
watched closer for the smoke on the 
mountains I think I must be 
too young or stupid for—for all this.” 
She pushed a crumpled letter into his 
hand. “It’s from Steve Magoon—I was 
to give it to you when the smoke came.” 

John tore open the crumpled en- 
velope, and read the message inside. He 
looked strangely at Joan. “Where is 
Steve Magoon?” he asked. 

Joan shook her head, her brown eyes 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


BANKERS MONTHLY for JANUARY, 1923 


full of fright. 

Picking her up, John carried her 
swiftly to a ear that grew out of the 
steady down-pour. 

“Hurry to the old Shippev place,” 
he shouted to the driver of the ear. 

It was long patient work getting 
down the mountain road. When they 
swung into the vallev road the storm 
was over. The car never hesitated at 
the turn for the village, but hummed 
steadily down the back river road toward 
the old Shippey estate. Suddenly it 
slowed and turned in at a gravel drive- 
way. 

Almost instantly John stood up in 
the car. His quick eyes had caught 
sight of what he was after out on the 
lawns. 

“Steve!” he called. 

The drone of a lawn mower suddenly 
ceased. Mr. Magoon turned and looked. 
He firmly seated his rusty black derby 
on his head and manipulated his long 
legs in a hesitating mareh toward the 


ear. But he wore an eager, inquiring 
look on his face when he came up. 


Instantly his eyes caught and held on a 
wrinkled piece of paper in John’s hand. 
It was his letter. 

“Steve, will you ever forgive me? I 
never got this letter till after the fire. 
Joan couldn’t get it to me. 
alone in the bank.” 

Mr. Magoon seemed to catch his 
breath. He stood dumbly looking at 
John, too disappointed to speak. 

“The whole village went to the fire, 
Steve,’ John was saying. “But they 
didn’t find one—it was just a smudge 

a brook valley filled with dry 
brush and covered with green spruce 
boughs. And it made a smudge that 
spread for miles.” 


She was 


Mr. Magoon mopped his brow with a 
red bandanna handkerchief. “I waited 
till I smelled rain before I- dared to 
light the smudge,” he apologized. “I 
figured Mr. Clutchbill would sell out 
cheap with the mountains all smoke.” 

“That’s just what it says in this letter 
vou wrote me, isn’t it?” smiled John, 
looking down at the crumpled sheet. 
“Steve, he offered it to me, himself, 
when he thought the timber would burn. 
I bought Lot 44 for five hundred. And 
I’m going to use the profit on the wood 
lot to buy the old Shippey place for Joan 
and me.” 


“John!” exelaimed Joan, her eves 
very big and round. “You hav'n't 
asked me!” 

“Tmperial Caesar!” blurted Mr. 


Magoon, happily, “I guess 
guess the road’s all smooth now.” 
Joan jumped hurriedly out of the car, 
and for a moment took both of Mr. 
Magoon’s big, pitch-stained hands in 
her small soft ones. Then before any- 
one could help her, she climbed again 
into the back seat with John. 
There was a light on Mr. Magoon’s 

















ene nen > eran arena RENE 


no regen ies 


SHRINE 

























nd 
od 
an 


ar, 


Ly. 


ny- 
ain 


n’s 


pereremersr 


ARSE 


PORT 


PEE 





BANKERS MONTHLY for JANUARY, 1923 


He watched 
them drive out of the grounds. A 
tiny snow-squall seemed tangled in the 
old erab apple tree at the entrance. 
In the steady west wind the pink and 
white petals were drifting on a long 
slant from among the rich, dark leaves. 
Like confetti they sprinkled John and 
Joan on the back seat. And after they 
had passed, the old tree bowed its head 
in a gust of wind and tossed its head 
of blossoms after them. 


face that was good to see. 


SOME FIGURES IN ANSWER 
TO BRANCH BANK CRITICS 


(Continued from page 30) 


The total capital invested in manu- 
facturing in the U. S. according to the 
same authority is $44,569,595,771, of 
which there is $2,340,954,312 in Mr. 
Ford’s suffering commonwealth and 
$3,748,743,996 in President Harding’s 
suffering commonwealth; the two States, 
in spite of branch banking, have 11 per 
eent of the manufacturing capital in 
the entire group of 48. 

All the factories in the United States 
turned out (in 1919) products valued 
at $62,418,078,773 of which Michigan 
factories produced $3,466,188,483 and 
Ohio factories $5,100,308,728. The 
combined products of these two States 
being 13 per cent of the total for the 
nation. Some suffering! 

Are your feelings sufficiently har- 
rowed, by this picture of these two com- 
monwealths whereby reason of branch 
banking “local enterprises do not re- 
ceive the financial credit which they 
must have,” “local loans are frequently 
refused where they should be made,” 
“the entire community suffers and the 
city and surrounding country do not 
develop as they should.” 

However, if it can be demonstrated 
that without branch banks Detroit will 
grow and develop and prosper more 
rapidly than she has in the last two 
decades, why Detroit is open to convie- 
tion; and Cleveland, in spite of her 
suffering, is no doubt receptive also to 
any suggestion which means more in- 
dustries, more people and more wealth. 
But can any other two cities in the 
U. S. with or without branch banks, 
match the records of these two? 

Meanwhile it does seem only fair, if 
perchance the branches which State 
banks in Ohio and Michigan are per- 
mitted to operate are useful, convenient 
and desirable, that the National Banks 
in those states should be also allowed 
to maintain branches. 


C. F. Schwenker, who for the past 
ten years has been an examiner for the 
State banking department, has been 
appointed cashier of the First National 
Bank of Chippewa Falls, Wisconsin to 
Succeed the late T. M. Cary. 


That Fits 
The Product 


HE simplest advertising is that of those 

things which have a direct physical ap- 

peal—pumpkin pie, new clothes, a din- 
ing-room rug, or a summer vacation. 


Much more difficult is the advertising of 
those products or services whereby men plan 


ahead to secure, 
wear and enjoy. 


later, good things to eat, 


The banker who advertises successfully 
keeps clearly before him that his service is 


in this latter class. 


And because of this he 


requires in his advertising the assistance .of 
specialists who recognize the difference be- 
tween these two broad advertising classes and 
who, through wide experience, know how 
to present financial service in a way which 
will make the most powerful appeal and 
secure the largest profits for his bank. 


For modern methods of financial advertising, 
you are invited to communicate with 


Taking Bossie’s Noseprint 

Application of the fingerprint system 
to cows is being worked out at the Uni- 
versity of Minnesota. Even when there 
was no intent to deceive, identification 
has long been a problem in registering 
and selling high-priced cattle and in 
conducting milk tests. Tattoo marks 
may be imitated, and two-thirds of the 
Jersey cows answer to the description 
“solid color, black tongue, black switch.” 

Reproducing the nose ridges on an 
inked stamping pad is proving of prac- 
tical value, which will perhaps be 
greatest to livestock insurance com- 
panies. These have paid many death 


claims where they suspected that the 
policy covered some other animal.— 
Scientific American. 
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Retires from Business 
E. P. Wells, millionaire, on his 
seventy-fifth birthday, well known in 
the Chieago and Minneapolis grain 
trade and in_ banking an- 
nounced his retirement from active bus- 
iness. 

Among the positions he 
from are: Presideney of 
Dickey Company, bankers; 
of Russell Miller Milling Company; 
presidency of the Electric Steel Ele- 
vator Company and of the American 
Elevator and Warehouse Company. 
He was the founder of all of these 
companies. 

Stuart W. Wells, his son will succeed 


cireles, 


resigned 
the Wells 
presidency 


‘him in the presidencey of the banking 


concern. 
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HOW THE “NEWS PHOTO” 
STOPS THE PUBLIC’S 
EYES—AND FEET 


(Continued from page 24) 


occupies most of the space in the ad- 
vertisement. This is in keeping with 
another learned in window dis- 
play advertising. 

When a real estate man places a 
poster in his window to sell a house, 
the picture of the house he wishes to 
The 
cardboard background on which he de- 
scribes the house is usually about three 
feet 


lesson 


sell is usually about 6x9 inches. 


square, Experiments in our 
windows have shown that the propor- 
tions in this ease are just the reverse 
of what they should be. The house 
itself should oceupy practically all of 
the poster and the copy be supplemental 
to this. 

This principle is carried out in the 
advertisements shown here: The photo- 
graph, which is the appeal for atten- 


tion, oceupies about three-fourths of 
the space. The explanatory matter 
oceupies but a small portion: While 


we are not able to say very much in 
this space, we know it is being read. 

A news-photo series sueh as is de- 
seribed here presents, of course, several 
very serious problems. A newspaper 
halftone is seldom a thing of beauty. 
Newspaper stock is not white but a sort 
of dirty gray. Presses run rapidly. 
The finished produet which arrives at 
the homes late in the afternoon contains 
your picture removed about six stages 
from the original photograph. Gener- 
ally speaking, unless your photograph 
has most carefully selected and 
has had exceptional care all along the 
line, it will be a smudge. 

A little experience, however, will soon 
set forth general principles and some 
really splendid results can be obtained. 
Here are a few cautions which must be 
kept constantly in mind. 

Only the simplest photographs should 
be used. You eannot expect detail in 
Get 


been 


a newspaper cut. as strong con- 


Readers 


will confer a favor bu mentioning THE BANKERS 


trast as possible. High lights and 
shadows are about the only qualities 
that will carry through the many 
processes necessary in getting the photo- 
graph into the newspaper. Use the 
coarsest possible screen. Those shown 
here are fifty-five line. Use very light 
prints for making the halftones. The 
newspaper ink and paper will make 
them dark enough. Watch your back- 


grounds when the photographs are 
taken. If the subject is wearing light 
clothes, have a dark background and 
viee versa. 


The banker who sees possibilities in a 
news photograph series will find an un- 
limited field of open to him. 
Every department of the bank offers 
human interest stories for his use. 
Here are a few suggestions for various 
departments. 


ideas 


1. Savings 

Pictures of boys earning money 
Xv various methods, pictures of : 
by thods, pictures of em 
ploves figuring interest on savings 
accounts, opening day of 
Christmas Club, ete. 


seenes 


2. Commercial Department 
Automatic statement machine 

at work with operator, new styles of 
check books, interior view of cages. 
3. Safe Deposit Department 

Flashes of employes and cus- 
tomers, backgrounds of vault and 
lock boxes. 
4. Bond Department 

Pictures of foreign countries is- 
suing bonds. Municipal improve- 
ments against which bonds are issued. 
In the ease of farm morgtages show 
pictures of the farm. 
5. Trust Department 

Picture of trust officer with 

curious wills. Apartment houses 
which the department wishes to rent 
or sell, ete. 
6. General Bank 

Pictures of officers and employes 
with home some item of news in- 
terest can be connected. Pictures of 
eharts, showing bank’s growth or im- 


(GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG.. OMAHA, NEBRASKA 
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provement in general business condi- 
tions. Bank’s exhibit at fairs and 
expositions. 


The advertising man should seek to 
find photographs which approach a 
standard such as might get by the city 
editor as free publicity. If he con- 
stantly keeps this is mind, he has a right 
to feel that his photographs are being 
seen and that they have real attention 
value. 


CHRISTMAS CLUBS IN 
NEW YORK CITY 


(CHRISTMAS CLUBS are growing 

more popular each year. That this 
statement is a well-established fact is 
proved by a gain of over a million dol- 
lars in the amount which is being paid out 
to Christmas Club depositors in the say- 
ings banks in Greater New York. There 
are 111,975 Christmas Club depositors 
in the savings banks of the city, with 
total deposits of $4,735,000 to their 
credit, distributed as follows: 








Bronx Depositors Deposits 
North Side Savings Bank 7,500 $325,000 
Brooklyn 
Bay Ridge Savings Bank 3,300 103,000 
City Savings Bank ..... 6,000 400,000 
Dime Savings Bank of 
Williamsburgh ........ 5,000 135,000 
East New York Savings 
RSE ee ae 1,750 64,000 
East Brooklyn Savings 
MS. aint ao inia.«:3 eles 1,800 60,000 
Flatbush Savings Bank 5,200 200,000 
Greater New York Sav- 
eee 12,700 400,000 
Greenpoint Savings Bank 5,000 200,000 
Prudential Savings Bank 2,400 100,000 
Roosevelt Savings Bank 22,000 1,000,000 
Williamsburgh Savings 
| a eee 4,000 120,000 
Navy Savings Bank .... 350 15,900 
Ridgewood Savings Bank 1,800 60,000 
Manhattan 
American Savings Bank 7,200 380,000 
Broadway Savings Insti- 
WE aware caw gumems 800 50.000 
Empire City Savings 
Ns oa ana ene olora teenie 8,500 300,000 
Irving Savings Bank .. 675 43,000 
Maiden Lane Savings 
eee 6,500 400,000 
Italian Savings Bank ... 500 30,000 
Queens 
Long Island City Savings 
WE aia sisiso ewe celess 9,000 350,000 
11,975 $4,735,000 


—A. B. A. News Bulletin 
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Strengthening the Credit 
Structure in 1923 


SMERICAN business has turned the 

2/ corner and the coming months justify 

the expectation that a firmer tone will 

prevail in all lines. Yet the confidence 

and optimism that now prevail, will be perpet- 
uated only as the business executive sees the 
importance of administering his affairs with pru- 
dence and foresight. 





The bankers of the country can continue to 
perform a constructive service to business by re- 
, | quiring commercial borrowers to determine their 
| costs in an accurate way and to keep their office 
records in a manner that will disclose instantly all 

iE the tendencies of business. 


The complete certified audit by responsible 


and reliable certified public accountants has been 
: endorsed generally by bankers as a form of genuine 
) business insurance. 


There are some among your borrowers, perhaps, 
0 who will benefit by a complete certified audit and 
0 | your bank in turn will gain the advantage of 
actual credit facts. 


- § We shall appreciate the opportunity of an inter- 

view with the banker or his commercial customer 
- § on the increasingly inportant subject of the com- 
plete certified audit. 


WOLF AND CoMPANY 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE 
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Detroit Business Men 
are planning a big 1923 


To every part of the world their varied products will 
be shipped. Returning there will be a flow of credits. 


The First National Bank anticipated Detroit’s (the 
Fourth City) continued growth. It provided banking 
facilities occupying six entire floors, three half floors 
and three sub-basements in its own building covering 
a half acre of ground, that you may be served promptly 


and well in 1923. 


FIRST NATIONAL BANK 


DETROIT 


MICHIGAN 


The First National Bank, the Central Savings Bank and the 
First National Company of Detroit, are under one ownership. 


New Woman Banker 
Los <Angeles will have — its 
Women’s Banking Department,  di- 
rected by a -Miss Grace FE. 
Stoermer, secretary of the Senate of 
California—when the Bank of Italy 
moves into its new building at Seventh 
and Olive Streets, shortly after the first 
of the year. 

Under Miss supervision 
this department is being organized to 
furnish complete banking service ex- 
clusively for women. The staff will be 
entirely of women and the department 
itself will be located on the second floor 
of the building, completely separating 
it from the main banking lobby. Every 
feature of banking, including savings, 


first 


wolan 


Stoermer’s 








commercial, trust, and investment serv- 
ice will be offered through this depart- 
ment, as well as the more specialized 
subjects such as home management and 
personal or business budgets. 

Miss Stoermer, who is the first women 
in the United States to hold office as 
Senate Secretary, is prominently identi- 
fied with the eivie, social and commercial 
life of Los Angeles. 


History of Bankers Association 

The American Bankers Association 
has issued a booklet setting forth the 
history and development of the organ- 
ization and deseribing its present 
structure, services and aims. Copies 
of this book are available on request. 
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THE LAW IN REGARD TO 
CONTESTED ACCOUNTS 
(Continued from page 34) 
eral rule of Jaw in situations of this 
kind. Truly then this decision becomes, 
at least, a very valuable guide post for 
the banker, or bank official who is con- 
fronted with a problem similar to the 

one involved in the case reviewed. 





ULTRA VIRES ACTS 





YTRICTLY speaking a bank has no 
right to perform acts, or engage in 
any enterprise, outside its usual course 
of business and not authorized by its 


charter. However, a bank, in the con- 
duct of its every day business, may fre- 
quently be called upon to render service 
not strictly within the boundary set 
by its charter, and yet not so far out- 
side the scope of its business as to jus- 
tify a flat refusal to perform. 

And in such situations, so long as 
the services are performed to the satis- 
faction of all parties concerned, their 


rendition may prove of material benefit . 


to the bank. On the other hand, if 
through negligence in the performance 
an interested party suffers a loss, we 
have a quite different situtation. The 
aggrieved party will in all probability 
seek to hold the bank liable which in 
turn may raise the interesting question 
of the liability of the bank for negli- 
gence in performing an ultra vires act. 

The books contain a number of deci- 
sions upon this question, and there is 
considerable authority which holds that 
a bank cannot eseape liability for loss 
caused by negligence in performing a 
service, simply because the service 
rendered was ultra vires. This view of 
the law is illustrated in an interesting 
manner in the recent case of Fillbach 
vs. First National Bank of Finnimore, 
reported in 188 N. W. 655. The facts 
which culminated in the action were, 
as taken from the report, in the main 
as follows. 

The plaintiff was a party to a real 
estate transaction, and, with the other 
parties in interest, repaired to the de- 
fendant bank for the purpose of having 
the necessary papers reduced to writ- 
ing. Here the plaintiff made his bus- 
iness known to the president of the 
defendant, and the latter called the cash- 
ier and instructed him to draw the in- 
struments required. 

The cashier prepared the papers, in 
accordance with the details furnished 
by the plaintiff, in a writing room of 
the bank, and it appears the president 
of the bank also assisted in giving in- 
structions. For the services thus ren- 
dered the cashier requested a fee of six 
dollars which was paid by the plaintiff. 
This fee, it seems, was placed by the 
cashier in the till or drawer, and the 
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plaintiff thereafter testified that the 
eashier informed him that the money 
would go to the bank. 


Now, it appears, that through a mis- 
take of the cashier in preparing the 
papers a $1,800 liability was inserted 
jn a mortgage to a certain piece of 
property which should have carried 
only a $1,000 liability. And a $1,000 
liability was placed upon certain prop- 
erty intended to be security for the 
$1,800. By reason of this mistake the 
plaintiff was thereafter compelled to 
pay a third party $800, and in addition 
was put to considerable other expense. 


Following this, the plaintiff instituted 
the instant action against the bank for 
damages, alleging the negligence of the 
eashier in drawing the papers as the 
cause of the loss. The bank in defend- 
ing the action set up, among other 
things, that as its charter did not 
authorize conveyancing, the acts of its 
eashier were ultra vires as to it, and 
that if liability were shown it could 
only attach to the individuals concerned. 
The trial in the lower court resulted in 
a judgment against the bank for $850. 
An appeal was taken to the supreme 
court of Wisconsin where in passing 
upon this contention of the bank it 
was, in part, said: 


“It is also urged that, defendant 
being a corporation and a_ national 
bank, and conveyancing not being shown 
to be authorized by its charter, or within 
its usual course of business, there can 
be no corporate liability for the negli- 
gence of its cashier, and that as to it 
the act is ultra vires; the liability that 
of the individuals alone who were con- 
cerned in the transaction. 


“Such doctrine, however, has long 
ago been denied in this state. * * * As 
stated in Fletcher on Corporations, See. 
3339: ‘A corporation, though it has no 
right to engage in an ultra vires bus- 
iness, has the capacity to do so. It may 
do wrong. If it does so, and thereby 
injures others, public policy requires 
that it shall answer in damages, and 
the doctrine that it is liable in such a 
case is well supported by author- 
itv. * * #999 


In conclusion the supreme court of 
Wisconsin affirmed the judgment ren- 
dered in the lower court against the 
bank. Holding, among other things, 
that the fact that the services rendered 
were outside the scope of the bank’s 
business, and not authorized in its 
charter, would not relieve it for in- 
jury caused by the negligence of its 
eashier in rendering such service. In 
other words, the bank could not under- 
take to render a service which was not 
authorized by its charter, and then suc- 
cessfully plead that the act was ultra 
vires in defense to an action for injury 
caused by the negligence of its servants 
in performing the act. 








Our Public Accountants 


Their Necessary Service 
. to Progressive Business 


No practice in Business is so necessary to logical 
and safe progress—the keynote of industry today 
—as that of the Public Accountants. 


Organization, System, Method, Control, irresistible 
factors which determine the value of success, de- 
pend upon their service. 


Theirs the power to make figures talk, telling of 
things as they are. They the guides, and the 
guards, to progressive action. Thru their efforts, 
Ignorance, Gamble and Guess are eliminated; Mis- 
takes, Inefficiency and Waste disappear; Profit is 
assured, and Loss prevented. 


The cornerstone of Credit is their Complete Audit. 


Their monthly Balance Sheets and Operating 
Statements, and above all, their Business Bud- 
get, are the safeguards against Over-Production, 
Over-Expansion and Over-Expenditure. 


They have made Cost Accounting a science— 
and absolutely necessary to manufacturing success. 
Inventory troubles are cleared by their simple 
Systems. 

Sales Promotion is blind without their Scientific 
Market Analysis. 


Tax Problems seem to settle themselves thru their 
practical knowledge of the law and -their under- 
standing of figures. 


While their Business Graphics put before the 
executive a moving picture of his business activities. 











ERNST & ERNST 


AUDITS — 


TAX SERVICE 


NEW YORK CHICAGO 
PHILADELPHIA MINNEAPOLIS 
BOSTON ST. PAUL 
PROVIDENCE sT. touts 
WASHINGTON KANSAS CITY 





The above Wisconsin decision appears 
to be one of value upon the point de- 
cided, and in consideration of the grow- 
ing tendeney of banks to engage in con- 
veyancing, and escrow work of various 
kinds, it seems a case well worth having 
in mind by every bank officer charged 
with the supervision of work of this 
class. For without doubt the amount 
of work of this kind performed by 
banks is considerable, and quite fre- 
quently involves the drawing of papers 
that require care, and a considerable 
knowledge of real estate law, if they 
are to safeguard the right of the 
parties in interest. Truly then, the 
holding in the above decision illustrates 
in a striking manner the liability a 
bank may be called upon to assume, in 
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case of error in the rendition of such 
service, and constitutes a valuable object 
lesson of the importance of care and 
skill where work of this kind is under- 
taken. 


No Federal Reserve Bank has redis- 
counted paper with another Federal 
Reserve Bank since December, 1921, 
according to reports issued by the Fed- 
eral Reserve Board. This * * * proves 
that crop moving is being done without 
strain upon the banks. * * * * The 
natural inference for business is that if 
credit conditions are easier in agricul- 
tural districts, the farmers, if not getting 
rich, are at least owing less. Then it 
must follow that purchasing power is 
increased.—Wall Street Journal. 
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ANSWERS TO IMPORTANT 
LEGAL QUESTIONS 


The following legal questions, taken from a_re- 
cent bulletin of the Illinois Bankers Association, 
furnish information on special points of law 


QUESTION: A _ eustomer of the four months on account of the fact that 
elevator company here, who is a cus- they were afraid that the maker might 
tomer of ours, purchased grain, lumber take advantage of the bankruptey law. 
and so on of the company to the amount Both parties, that is, the bank and the 
of about $3,700.08 and gave two notes maker of the notes, demand them, but 
tor same with his brother, who resides the maker of the notes and the bank 
in the state of Iowa, as security. This have given the elevator company a 
party, the maker of the note and the signed statement that the notes were 
customer of the elevator company was purchased by the bank, but the bank 
heavily indebted to another bank in this demands of the elevator company that 
county and the maker of the note went they endorse these notes on the bank, 
to this bank and made arrangements to although they are both past due. 
take care of these elevator notes which Of course, the reason that the bank 
they did by sending the elevator com- wishes possession of these notes is so 
pany their draft for the money. The that they ean start collection of them 
maker of the note also claimed at that from the brother, who lives in the State 
time that he borrowed this money from of Iowa, and who signed with the maker 
the bank to take care of these elevator of said notes. Would you kindly advise 
notes. The elevator company had me by mail as soon as possible as to 
nothing to do in regard to raising the whether the elevator company should 
money to pay their notes nor did they endorse these notes, and if so, if there is 
know that the notes were being paid any chance of there being any liability 
by the banker or being purchased by on their part on delivering these notes 
this bank. to the bank when the maker of the notes 

They held these notes uneaneelled for and the bank give the elevator company 
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an order stating that the notes were 
purehased by the bank? 

The seeurity, who resides in Iowa, lias 
not given any release of said notes, and 
would the security have any recourse 
on the elevator company should the 
bank collect said notes from the seeur- 
ity in Iowa? The bank asks the elevator 
to endorse these notes without recourse. 

Also give the liability of security on 
past due paper of Illinois when security 
resides in the State of Iowa. 

ANSWER: If the bank paid these 
notes in the hands of the elevator com- 
pany or if it purchased them before 
maturity, it should have insisted upon 
securing physical possession of the 
notes, having the elevator company en- 
dorse them without recourse. If these 
notes have been paid at the instance 
of the maker, the Iowa surety is re 
leased. If the elevator company en- 
dorses these notes without recourse, it 
would be relieved from further liability 
at the instance of the surety or any 
one else. 

Where a note or contract by its terms 
is to be performed in Illinois, it is 
immaterial whether the parties reside 
in Iowa or elsewhere, as wherever suit 
is brought the courts will apply the 
Tilinois law to the case. 

If I understand the facets correctly, 
the surety in this ease is released and 
the bank must look to the person who 
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borrowed the money or at whose in- 
stance the money was furnished to the 
elevator company, to cancel the obliga- 
tion there. | 

This opinion might be modified some- | 
what by additional facts and cireum- | 
stan-es in the case not disclosed in the | 
inquiry, such as an examination of the | 
statement signed by the maker of the 
notes and the bank now in the posses- | 
sion ot the elevator company, the dates 
of the various transactions, correspon- 
dence with the surety, ete, but I am 
inclined to believe that the principal | 
points of issue have been brought out | 
in the inquiry and that the surety has 
heen discharged if he was only a surety 
on the notes given to the elevator com- 


pany, as these notes, according to the | 


inquiry, have been paid. 


Endorsement now of the notes by | 


the elevator company to the bank after 
the notes have matured would leave the 
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hank in the position of a purchaser of 
past due paper and so all defense could 
be raised against the bank. There is, 
of course, a remote possibility that it 
could be shown that the bank actually 
purchased the notes before maturity 
although their delivery was postponed 
until after maturity, but to satisfactorily 
show this in the event of litigation 
would require the elevator company to 
work in absolute harmony with the 
bank. The elevator company and the 
bank would be required both to testify 
as to the dates of the transaction and 
their records could also be forced into 
the trial by the surety, and I am inclined 
to believe it would be impossible under 
the cireumstanees of the case, as I 
understand it, to hold the surety now 
to his obligation on the original debt. 
The contracts of guaranty and surety 
are very strongly enforced and doubts 
as to law and fact as a matter of actual 
practice are resolved in his favor. The 
sympathies of the jury and of the 
human judge are with him. The bank in 
this instance had an opportunity in 
ample time to legally protect itself but 
neglected to do so, and as between the 


bank and the surety, the surety will be 


favored. 
This is about all I ean offer on the 
interesting situation submitted, but it 
may be that upon a careful examination 
of all of the facts in the ease by compe- 
tent local counsel, features may develop 
which may possibly change the legal 
conclusion herein advanced. 
QUESTION: We cashed a check 
under the follgwing circumstances: 
The drawer, “A,” and pavee, “B,” came 
into the bank together and went to the 


check desk where “A” drew his check | 


for $225.00 on the Blank Bank of 
Blankville, where he had an account, 
payable to the order of “B”’. “BR” 
presented the check for payment and 
same was paid by us to “B.” 

The maker of the check and the payee 
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The Follow-Up 


While a B/L shipment is in transit, the Draft with 
Bill of Lading attached, if properly forwarded by the local bank 
and shipper, comes in the first mail to our B/L Department. 
Here these papers are immediately opened and sorted from the 
other mail for special action. 


The work of this department begins before 8 o'clock 
each morning. Themen are experts in handling and tracing ship- 
ments. By reference to our voluminous data files and telephone - 
contact with the proper men in the railway freight offices, they at 
once fix the earliest date on which the shipment can arrive. The 
papers are then set ahead for follow-up in time to assure prompt 
acceptance and payment—or quick emergency action if required. 


As the B/L Bank in America’s freight center, we have so thoroughly 
developed these facilities that they are worth large sums annually 
to our correspondent banks and our clients in reduced shipping 
losses, quicker deliveries and more rapid turnover of funds. We 
invite inquiries regarding the distinctive points of this service. 
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were both known to us and we had no 
hesitaney in cashing it, inasmuch as we 
consider the maker of the check respons- 
ible and there being no question con- 
cerning the identification of the parties. 

After taking the check in due course, 
we forwarded it through the 
channels for collection and it was re- 
turned to us on account of payment 
having been stopped by “A.” I im- 
mediately got into communication with 
“A” in order to effect a settlement of 
the check and he informs me that the 
eheck was given for the purchase of 
a Ford automobile and after the check 
had been eashed by us and previous to 
its being-presented at the bank on which 
it was drawn, he, “A,” discovered that 


usual 


the ear which he had bought was 
covered by a chattel mortgage, said 
mortgage being given to “C” at———, 
Tllinois, in the amount of $250.00, 


whereupon “A” stopped payment of 
the check and refuses absolutely to 
refund us the money which we paid to 
“B” on the check in his presence. 

I am advised by the Blank Bank of 
Blankville that “A” has sufficient monev 
on deposit to cover the check. “B” is 
irresponsible, has no property of any 
kind and his present whereabouts to us 
are unknown. 

Would pleased to have your 
opinion on legal status of this matter 
and proper course to pursue to rezover 


be 
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our money and further informa- 


tion you may be able to give us which 


any 


will enable our attorney to more vigor- 
ously prosecute this case. 

ANSWER: The Blank Bank, as a 
bona fide holder for value, has a good 
and valid cause of action against the 
maker of the check in question. 

As to the proper course to pursue, 
the bank should bring a suit against the 
maker of the check. 

QUESTION: A_ husband owning 
real estate desires to make warranty 
deed to his wife to take effect at his 
death to avoid such property going 
through the eourt. Is deed made direct 
from husband to wife legal and is the 
consideration stated. “One dollar and 
other good and valuable consideration” 
sufficient, or is this ambiguous? 

ANSWER: The best way to accom- 
plish the object desired is for the 
husband and wife to join in a deed to 
some third party and for this party, 
preferably a single person and with 
no judgments against him or her, to 
re-deed the property to “A,” the 
husband. 

A deed made direct from husband to 
wife is legal, but the wife must join in 
that conveyance to herself. The con- 
sideration mentioned of $1.00 and other 
good and_ valuable 
sufficient. 

What the husband is attempting to 


considerations is 








when 


do is to make a testamentary disposi- 
tion of property without compl ving 
with our statute of wills and unless this 
conveyance above mentioned in care. 
fully drawn by a lawyer thoroughly con- 
versant with real estate and probate 
laws of this state, there will be trouble 
after the death of the husband. 
QUESTION: 


an account in savings department in a 


A man and wife have 


joint account, either man and wite, or 
man or wife. The balance of the account 
is say $500.00. The wite dies and the 
draw the money for 
funeral expenses and other expenses in- 
cident to the funeral. Must we have 
authority from the inheritance — tax 
olfice before we can pay him this money? 

Supposing the man died would the 
same condition obtain? 

Is the bank allowed to pay the money 
where they know positively that it is 
going to defray the expense in any 
event, prior to receipt of permission 
from inheritance tax office? 

ANSWER: It is positively neces- 
sary to have the consent of the inheri- 
tance tax oflice before accounting to a 
joint tenant owner of a bank account 
or safety deposit box. The 
specifically provides and _ the 
doubtless is that the requiring ot sueh 
consent and the application therefore 
may put the state authorities on notice 
of a taxable estate. A deceased joint 
tenant mav been the owner of 
property, which is subjeet to an inheri- 
tance tax from the heirs of the decedent, 
or the amount the joint 
tenancy may be of such proportion as 


man wishes to 


law so 


reason 


have 


involved in 


will justify the inheritanee tax author- 
ities inquiring into the date of the 
creation of the joint tenaney, and if 
the same was created shortly before the 
death and the inheritance tax office can 
establish a hearing that this was created 
as a gift made in contemplation of 
death, they may tax it. This applies 
no matter which joint tenant dies. 

In closing savings account where the 
eustomer is deceased you should bear 
in mind that a husband in Illinois is 
personally liable for his wife’s funeral 
expenses as well as hospital bills, physi- 
cians’ bills, nursing and all expenses of 
her last illness, and if there are children 
and the account stood in the wife's 
name, the husband has no legal right 
to deduct the amount of such expenses 
from the account before the funds are 
divided among himself as the surviving 
husband and the children as heirs. 

The only cases where the inheritance 
tax office the payment of 
money from the aceount of a deceased 
customer before its formal permission 


sanctions 


is received is where there has heen an 
executor or administrator appointed. 
In such cases notice to the inheritance 
tax office is sufficient because there will 
be an inventory filed by the executor or 
administrator, to which inventory and 
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other files in the estate in the private 


court the inheritance tax office has 
access and from which it ean determine 
the assets of the estate and check up 
to see if the exeeutor or administrator 
has inventoried the account of which 


the inheritance tax office has had 
previous notice from the bank. 
QUESTION: What is the correct 


way of issuing a time certificate of 
deposit where a man wants to leave 
the money to his wife in case of his 
death ? 

ANSWER: The time certificate of 
deposit in this case may be issued to 
“A and B and the survivor of them in 
joint tenancy.” Erwin vs. Felter, 283 
Il. 36. It will be noted under this 
phraseology that either has the right 
to withdraw during the lifetime of them 
both. If the husband is unwilling to 
have the certificate issued in this way, 
it will be necessary for him to accom- 
plish his purpose by a will or by a 
trust agreement. 

QUESTION: A national bank 
made an overloan of $1,000.00 to one 
of its customers, and then not wish- 
ing to show an overloan, asked one of 
its directors to give his note, which he 
did, for the amount, $1,000.00, to be 
used to reduce the overloan to the 
amount permitted, and made such ex- 
planation to the director. The bank 
used the director’s note in its assets 
and also held the note of its customer, 
which however, was taken out of its 
shown assets so that the director really 
did not get anything for his note, but 
understood that it was to be used for 
the purpose stated. The intention, of 
course, had been that such funds would 
be used to pay the director’s note after 
the customer had paid his note. But 
the customer became insolvent so that 
nothing could be collected. The ques- 
tion now is, can the director claim that 
there was no consideration, and there- 
fore, be not under legal obligations to 


pay? 
After it became known to all the 
directors of above referred to bank, 


that such eustomer was insolvent, then 
the bank examiner requested the di- 
rectors to take up another matter of the 
bank and the directors on their own 
account then ineluded this said director’s 
note of $1,000.00 in the amount to be 
adjusted and each director paid into 
the bank an amount which took up also 
this note. A few months after this 
latter deal, said director who gave his 
note of $1,000.00 died and now suit is 
brought by the directors living against 
the estate of the director referred to, 
suing to have the administration refund 
to them the amount of such note, which 
was included in other matter of the bank 
taken up by them. Assuming at any 
rate that the above are all and the full 
facts, ean the directors in your opinion 
maintain a suit and recover from the 
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T; 
administrator the amount of the 
$1,000.00 note? 

ANSWER: The directors of this 


bank do not stand in any better position 
with reference to said $1,000.00 note 
than the bank. It safe to assume 
that these directors knew the cireum- 
stances surrounding the giving of the 
note. On the facts submitted the note 


is 
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was loaned to the bank or given to the 
bank for its accommodation and it was 
not intended at the time to be an actual 
obligation of the director now deceased 
who gave it. It is also apparent that 
these directors sanctioned the overloan 
to the customers who subsequently 
became insolvent. In making this loan 
good, they, therefore, did only what 
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was their legal duty. 1 am inclined, 
therefore, to believe that in any pro- 
ceeding brought by these directors the 
law will leave them where it finds them. 

I am not advising against the filing 
of a claim against the estate of the 
deceased director but at the trial on a 
claim no doubt all the facts surrounding 
the inception of this obligation will be 
brought out and I doubt whether either 
the bank or the directors would care 
to have this done. 

QUESTION: On Sept. 1, 1922, I 
eashed a genuine certificate of deposit 
on the Blank State Bank of Blankviile, 
Indiana, dated August 30, 1922, and 
issued to “A” for $222.00 payable to 
order of self, which is acknowledged to 
be genuine by said bank, but further 
states this was issued in good faith, 
but the cheek given to them was no 
good. We cashed same in good faith 
but find out that “A” is a erook. Can 
we collect our money from the State 
Bank of Blankville? 

We further issued a savings pass 
book for $175.00. Can we turn this 
savings account down if cashed by an- 
other bank when rules state that no 
assignment or transfer of this pass book 
or of the deposit therein entered, will 
be recognized by this bank unless the 
consent of the bank shall first be 
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obtained and memorandum 
entered therein? 

ANSWER: The inquiring bank has 
a good and valid claim against the State 
Bank of Blankville which issued its 
certificate of deposit. This certificate 
of deposit constitutes an original under- 
taking or promissory note of the State 
Bank of Blankville, which it put out 
and which has reached the hands of a 
hona fide holder. The mere fact that 
it has been defrauded does not constitute 
a defense as against a bona fide holder. 
If the State Bank of Blankville chose 
to issue a certificate of deposit for 
$222.00 for a consideration of $50.00, 
or for a consideration which turns out 
to be worthless, that does not exeuse 
it from paying its obligation to a holder 
in due course. 

Answering the second inquiry in said 
letter, would say that the inquiring 
bank may refuse payment of the say- 
ings account when the rules under which 
it was received have not been complied 
with, provided said rules plainly appear 
on the pass book itself. 

QUESTION: Is a revenue stamp 
required on power of attorney signature 
card? 

ANSWER: The stamp sales law as 
to powers of attorney reads as follows: 

“Powers of attorney granting author- 
ity to do or perform some act for or in 
behalf of the grantor, which authority 
is not otherwise vested in the grantee, 
25 cents. This subdivision shall not 
apply to any papers necessary to be 
used for the collection of claims from 
the United States, or from any state 
for pensions, back pay, bounty, or for 
property lost in the military or naval 
service, or to powers of attorney re- 
quired in bankruptcy cases.” 

My opinion, therefore, is that a 25 
cent revenue stamp is required on a 
signature card giving a power of at- 
torney to another person to sign checks. 

The regulations provide that a power 
of attorney authorizing a deputy to 
have access only to a safe or safety 
deposit box is not subject to tax, but 
a power of attorney authorizing a 
deputy to have access and control over 
its contents is subject to tax. (Article 
146, paragraph 3915—1921). 

Inasmuch as the power of attorney 
under consideration would give the 
attorney in fact control over the amount 
on deposit, it would therefore be sub- 
ject to tax. ' 

QUESTION: In your legal bulletin 
No. 2, Page 5—diseussing the question 
of the length of time ofter maturity the 
mortgagee holds a prior lien on chattels 
mortgaged, you say that after ninety 
days there would be an opportunity for 
the unsecured judgment creditors to 
levy an execution upon the mortgaged 
property, the lien of the mortgage 
having expired. We understand the 
priority of lien is lost ninety days after 


thereof 
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ALL THE WORLD KNOWS 
AN A-B-A CHEQUE 


For this reason ex 


rienced travelers 


settle their financial difficulties before 


they start by supplying themselves with 


American 


‘ABA iss 


Association Cheques 
FOR TRAVELERS 


When you sell them to your customers you 
cain do so with the knowledge that whether 
the cheques are presented at home or 
abroad they will be exchanged for ready 
money. Sold in compact wallets in denomi- 


When you read about the many 
cases in which “‘plain paper checks”’ 


have been altered, and the vast 


’ 


nations of $10, $20, $50, and $100. 


For literature and information write to 


BANKERS TRUST COMPANY 


New York City 


maturity of debt if not renewed, but 
would like to know if judgment creditors 
take no steps to enforce their claim or 
if there are no other creditors, whether 
the mortgage as between the parties 
themselves is not good and enforceable 
after the expiration of the ninety days 
extension? (The lien of the mortgage 
not expiring except as to other cred- 
itors?). 

ANSWER: The chattel mortgage as 
between the parties themselves is good 
and enforceable after the expiration of 
the ninety day _ extension period. 
Daniels vs. Thompson, 48 App. 393, 
at p. 395; Mureh vs. Wright, 46 Il. 
487; Lucas vs. Campbell, 88 Ill. 447. 

QUESTION: Will you please advise 
us whether a bank is warranted in 
charging the following check to the eus- 
tomer’s account without getting the 
0. K. of the customer? 

“Blankville, Ill. June 1, 1920. 

“To the 

Blank National Bank of Blankville, 
Illinois. 

“On June Ist, 1922, pay to the 
Secretary of the Blank County Farm 
Bureau, or order, Fifteen ($15.00) 
Dollars for dues in the Blank County 
Farm Bureau and the Illinois Agri- 


cultural Association, for the fiseal 
year starting June Ist, 1922, and 


charge to my account. 
(Signed) Joun Doe 
The check in question was delivered 





to the payee at the time it was dated. 

ANSWER: The bank is warranted, 
in fact obligated, to charge the written 
order of its customer without getting 
the O. K. of the customer to the check, 
a copy of which was submitted. 

A bank is always obligated to pay out 
a customer’s fund on written order of the 
customer in aecordance with the terms 
of such written order, whether such 
written order is on a check or other in- 
strument directing the bank to pay, and 
this is true, although considerable time 
has elapsed between the date of the 
order and the date specified in the order 
for the payment of the same, in the 
absence of any stop payment order 
issued by the customer. 

QUESTION: A check drawn by a 
trustee in bankruptcy was cashed over 
our counter by the payee, one of our 
savings depositors, in amount of 
$150.00 payment on which was subse- 
quently stopped as check was issued for 
wrong amount of $100.00 payment on 
which was subsequently stopped as check 
was issued for wrong amount. Payee 
was notified within 24 hours of dishonor 
but refuses to make check good. Can 
we charge this check to his savings 
account, same as if check was depos- 
ited ? 

ANSWER: This bank ean charge 
the check in question to the savings 
account of the depositor the same as 
if the check had been deposited. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


you say 
checks are safe’’? 


this security. 


amount that is lost every year 
through improper protection, can 


with confidence 


“My 


National Satety Paper gives you 


It protects every 


part of a check against chemical 
or mechanical alteration. 


Ask your lithographer. 


George La Monte & So 


Founded 1871 
61 Broadway, New York 


Trust Company Adds To Force 

The appointment of two new directors, 
two additional vice-presidents ‘and -a 
new secretary and treasurer to the ex- 
ecutive staff of the Louisville Trust Com- 
pany, has been made. The new officers 
were appointed because of a general 
increase in business of the bank. 

Ajlen P. Dodd and James Garnett, 
attorneys, were elected members of the 
board of directors. Angereau Gray, 
treasurer and I. Sidney Jenkins, supér- 
intendent of the real estate department, 
were promoted to be vice-presidents. 
R. Rhodes Boswell was made secretary 
and Fred W. Gates was appointed 
treasurer. A. Glenn Stith, vice-pres- 
ident, will retain the title of secretary. 
He is in charge of the trust department. 

The company has $1,250,000 in cap- 
ital, surplus and undivided profits. 
Within the last twelve years the trust 
business has increased more than 300 
per cent, being at present approximately 
$40,000,000. The company began bus- 
iness in April 1884, with a capitaliza- 
tion of $100,000. 

Marion Sansom of Ft. Worth and 
W. H. Patrick of Calandon, Texas, have 
been elected members of the board of 
directors of the Federal Reserve Bank 
of Dallas. Mr. Patrick is president of 
the First National Bank of €larendon, 
Texas. 












SIGNATURE 


ON YOUR CHECKS 


This is the advice of a depositor who 
was nearly arrested for forging his own 
name as a result of careless writing 


By RAYMOND HUBBARD 


OW many times are depositors told 

by bankers to sign all their checks 
in the same manner? How often is this 
well meant advice heeded? It would 
seem that common prudence would be 
sufficient to cause anyone to refrain 
from signing one check with a first 
name and the next with a first initial 
and perhaps a third with both first 
name and initial; yet any banker will 
tell you that surprisingly few people 
use one signature and stick to it at 
all times. 

It greatly simplifies matters for the 
tellers if depositors will use at all times 
only one signature. Depositors should 
use the same as that on the signature 
eard which they signed when making 
their initial deposit. A slight deviation 
from one’s signature can cause a whole 
lot of trouble. I know and now I'll tell 
you of an experience I had in 1917. 


I had been living on a homestead in 
northern Montana for a few years and 
as I was required to live on my land 
but 7 months each year and December 
arrived, I was free to leave for a 5 
months’ vacation. I decided to go to 
Los Angeles for the winter. I had, 
previous to this, written and sold a few 
movies and possessed of the “scenario” 
fever, figured movie land was where I 
belonged. I had spent one winter in 
southern California before, so I felt 
I knew conditions there. I knew it 
would be a wise plan for me to take 
enough money with me to run me until 
spring. Acting accordingly, I got a 
bank draft for $300 and a certified 
check for $200. 

Arriving in the Angel city, I imme- 
diately went to the Security Trust and 
Savings Bank, the bank I had patronized 
when in Los Angeles a few years back. 
I opened a checking account. I an- 
’ swered innumerable questions as to my 
occupation or business ete., and finally 
signed the signature card. Now I ean 
write a good hand when I take pains 
but when I don’t my writing, though not 
diffieult to read, is rather on the careless 


order. I signed the signature card hur- 
riedly and carelessly then left the bank. 

If I failed to dispose of any of my 
movies it had been my intention to draw 
checks against my deposit as I needed 
money. Well, as was to be expected I 
didn’t sell any “movies” and it soon 
became a custom of mine to write a 
check payable to myself every Satur- 
day morning and take it to the bank 
and cash it. The teller soon got to 
know me and we became quite friendly. 

I had been cashing one check a week 
regularly for perhaps 8 or 9 weeks, 
seribbling my name hastily as I signed 
and indorsed it, when another Saturday 
morning arrived. This morning I had 
been practicing penmanship and with- 
out a thought I opened my check book 
and penned a check in my best hand. I 
looked at my writing in admiration as 
I finished. Putting the check book in 
my pocket I grasped my hat and went 
to the bank. 

The teller I was acquainted with was 
absent and in his place was a new man. 
Stepping to the wicket I thrust my 
check inside and explained I desired it 
eashed. He looked at it carefully then 
taking it in his hand stepped away from 
the window to his files. An assistant 


"joined him and I noticed both looking 


critically at my check and a card. The 
teller turned and glanced at me ques- 
tioningly. 

“How much money did you deposit 
when you opened your account with 
us?” he sharply asked. 

“T deposited a bank draft for $300 
and a certified check for $200,” I re- 
plied, somewhat surprised. 

“What bank were they drawn on?” 
he asked. 

“First State Bank of Wolf Point 
Montana,” I answered, still in the dark 
as to the reason for his questions. 

“You lived at Wolf Point?” 

“No, near a village called Sand Creek. 
Wolf Point was the nearest town pos- 
sessing a bank.” 

“What is your occupation?” 
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“I’m trying to write movies,” I re- 
plied. 

I looked behind me and to my 
astonishment fully thirty people were 
lined up behind me waiting their turn 
at the window. I wondered did this 
teller suspect me of being a forger? It 
was funny! Yes; and then again it 
wasn’t so funny! 

“What sort of work did you do in 
Montana?” 


“I lived on a homestead.” 

“Desert claim?” 

I saw the catch in that question and 
almost smiled at the teller’s cleverness. 
“No, a dry farm claim,” I replied. I 
knew he was merely getting these ques- 
tions from perusing the signature card 
upon which had been written detailed 
information regarding myself when I 
had opened my account. 

“What is your address here in town?” 
he continued. 

“10314 Wilmington Street,” I 
plied. 

The teller smiled as though satisfied 
over something, then he said: “This 
record shows you gave your address as 
105144 Wilmington Street.” 

It struck me funny. “Hither is 
correct!” I exclaimed. I live at a room- 
ing house, it has two numbers, 10315 
and 105%. 


This seemed to puzzle the teller for 
suddenly he faced me and said: “I'll 
tell you, it’s like this: the signature on 
this check is not like the one on our 
ecard!” He held up the card. “Is that 
your signature?” he asked. 

“Certainly!” 

“Well then this one on the check 
isn’t?” 

“Tt is!” I exclaimed with emphasis. 
This teller was attempting to make me 
out a forger and I was getting riled 
up. As I looked over my shoulder I 
saw the bank’s officer within arms reach 
of me. I wondered, was I to be arrested 
for forging a check on myself? It 
seemed ridiculous. Could it be possible 
there was so great a difference in my 
signatures? Such must be the ease. 
I knew Los Angeles banks cashed thou- 
sands of checks for tourists during the 
winter months, I realized tellers had to 
be unusually cautious to guard against 
forgers. I couldn’t blame this man for 
investigating my check. 

The teller still seemed undecided and 
puzzled then he handed me a paper and 
pen saying: “Would you mind writing 
your name on this?” 

“Certainly not!” I replied and I 
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New First National Bank Building 


CANTON, OHIO 


Will soon have installed by the Diebold Safe & Lock Co. 
two cast jamb vault doogs which will rank among the 


heaviest and thickest of their kind ever built. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 


NEW YORK 
PROVIDENCE 
DETROIT 


CHICAGO 
ST. PAUL 
MINNEAPOLIS 


BOSTON 
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quickly complied then pushed it back 
to him. 

He looked at it in amazement. I had 
written it in a hurry carelessly and 
knew it was exactly like my signature 
on the signature card. 

“How did you happen to write your 
name like this on your check?” he 
asked. 

“Well, I usually am careless, don’t 
take any pains with my writing when 
I write a check but this morning I was 
careful with my writing that’s all.” 

“T see; I’m sorry it has been neces- 
sary to inconvenience you. After this 
please write all your checks hurriedly.” 

Believe me from now on I'll carefully 
sign all my checks alike. 


OIL STOCK SWINDLERS 
ARE A. A. Cs TARGET 


N pursuance of its recently adopted 

policy of concentrating on deceptive 
advertising practices found to exist in 
particular industries, the national vigi- 
lance committee of the Associated Ad- 
vertising Clubs has issued a bulletin 
announcing a big, sweeping “war of 
extermination” against fake promotions 
in the oil fields of Texas. Several in- 
dictments already have been returned 
at Fort Worth, and others may be ex- 
pected soon. 

Edward A. Schwab, former post 
office inspector and now on the national 
Vigilance committee’s staff, has been in 
the oil fields for several months, acting 
in co-operation with federal post office 
inspectors. A great deal of substantial 
evidence has been developed, which will 
be placed at the disposal of Government 
officials, to aid materially, it is believed, 
in obtaining convictions. 

The committee charges in its first 
report that “ninety-five per cent of oil 
stock advertising is flamboyant, mis- 
leading and deceptive. It is an orgy of 
lurid words and bombastic figures. It 
not only contains false statements, but 
it is built on promises which, in the 
opinion of well informed oil men and 


AGENCIES IN ALL PRINCIPAL CITIES 


financiers, do not stand one chance in 


a thousand of being fulfilled.” 
A series of twenty reports will be 


made by the committee, containing 
proof of the charges of deceptive ad- 
vertising. 


The committee makes no estimate of 
the probable saving to credulous in- 
vestors. It is roughly calculated that 


fraudulent stock promoters fleece their - 


victims out of more than a quarter of 
a billion dollars a year. Of all worth- 
less stock, oil is the great favorite of 
the promoters and the Texas oil fields 
have been used as the “hatchery” for 
their schemes. 

“Gross, or even actual, falsehood is 
not always found in shady oil promo- 
tion -advertising,” says the opening 
report, “although, paradoxically, such 
advertising, even when it tells the truth, 
is among the most deceptive and men- 
dacious stuff emanating from the brain 
of a copy writer. It is particularly 
misleading in that it always tells of 
fortunes made and to be made in oil, but 
never even hints at the tremendous 
aggregate losses which have attended 
the developments of the industry. It 
tells approximate truth about some oil 
investments and absolutely ignores and 
suppresses the truth about the count- 
less sorry failures.” 

The present crusade is not a new 
activity of the National Committee, but 
a campaign of the movement begun ten 
years ago to stamp out dishonest ad- 
vertising of every kind and protect the 
buying public. Since then the com- 
mittee has been instrumental in expos- 
img the false claims of many stock 
promoters in their advertising. 


Counterfeit Federal Reserve Note 


The Treasury Department in its cir- 
cular letter No. 506 describes a new 
counterfeit $50 Federal Reserve note as 
follows: 

“On the Federal Reserve Bank of 
Cleveland, Ohio; check letter ‘A’;face 
plate No. 7; W. G. McAdoo, secretary 
of the treasury; John Burke, treas- 


‘Vanderslice, 





Your Vaults 


need thorough testing and 
inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 
materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 
operations and processes of all 
kinds. 


Let Us Serve You 
ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange 
Offices in Principal Cities 


Chicago 


LET US FURNISH ESTIMATES 


TELLERS CAGES 
Grill Work and Wickets 


INDIANAPOLIS WIRE & IRON WORKS 
Indianapolis, IND. 





urer of the United States; > portrait of 
Grant. 

“This is a photographic production 
on two pieces of paper between -whigh 
silk threads have been distributed. 
Coloring matter has been applied to the 
seal and numbers on the face of the 
note, the back being subjected to a green 
toner solution. The number of the 
specimen at hand is D1050729A. 

“A careful examination of the face 
of the bill will indicate its character, as 
the fine lines of the lathe work are 
missing, and in their stead in most of 
the border solid black appears.” 


L. M. Newcomb has been elected pres- 
ident of the new First National Bank 
of Phoebus, Virginia, Dr. George K. 
vice-president, and Mce- 
Kenney Johnson, cashier. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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A Warning in Counter Checks 





The Illinois Bankers’ Association has 
issned the following, timely warning. 

Diseourage indiscrimination distribu- 
tion of check forms to merchants, hotel 
keepers, garage men, ete. All too many 













Federal 














bogus checks are appearing in Illinois 
Reserve and many have been traced back to 
Bank forms which bankers had supplied to 
Cleveland their townspeople for what was in- 


Ohio tended to be convenience. Too many 
bankers fail to realize that it is not 
service that they are giving their cus- 
tomers, but are in reality causing for- 
geries and bogus checks, thus detract- 
ing from the real service which they 
might be able to render. 

We have before us an instance of a 
banker who accepted from a stranger 
a check written on a form imprinted 
“Counter Check.” While the loss was 
small, still the banker should have been 
on notice that it was a COUNTER 
CHECK used and, therefore, should not 
have been negotiable except at the 
window of the paying bank, that is the 
bank on which it was drawn. If bank- 
ers would take more notice and would 
protect themselves and their correspon- 
dents as well as other banks in the state 
by the use of specially prepared counter 
checks the danger of bogus and forged 
checks would be decreased. 

On your next order of cheek blanks 
specify to your printer that the words 
“COUNTER CHECK” be imprinted on 
all forms for use on the counter of your 
institution. WARN YOUR TELLERS 
NOT TO ACCEPT, EXCEPT FROM 
YOUR OWN CUSTOMERS, AND 
THEN WITH PROPER ENDORSE. 
MENT, CHECKS WHICH ARE 
MARKED “COUNTER CHECK.” 








Walker & Weeks, Architects 


Vault Walls of Uniform Strength 


HE RIVET-GRIP SYSTEM of rein- 
forcing the vaults was used in the 
magnificent new building of the Federal 
Reserve Bank of Cleveland because this 
system has demonstrated its worth as a 
positive and dependable means of safeguard- 
ing the vault at all points. 






































The problem of providing adequate protec- 
tion for the vault, not only the door, but the 
walls and all other parts, deserves the con- 
sideration of every banker. 


We shall be glad to give you full particulars 
of THE RIVET-GRIP SYSTEM upon 


request. 


New Vault Being Built 


The National Bank of Commerce, 
Amarillo, Texas, is building a safety 
deposit vault for the accommodation of 
their customers. The vault will be of 
concrete and steel construction, burglar 
and fireproof, and about 12x14 feet 
in size. It is being built in the rear 
of the building and will be accessible 
from the lobby of the bank and from a 
vestibule opening on Fifth Street. This 
will be quite an addition to the service 
which this bank will have to offer to 
their customers, providing a safe place 
for important papers and other valu- 
ables. 





THE CONCRETE REINFORCING 


AND ENGINEERING COMPANY 
CLEVELAND, OHIO 

















HUGH N. SMITH 


Certified Public Accountant (IIl.) 
Bank Income Tax Specialist George L. Browning, president of the 
Liberty National Bank of Oklahoma 
City, Oklahoma, resigns to become con- 
nected with the National City Bank of 
New York. Charles W. Gunter, vice- 
president, succeeds Mr. Browning. 
P. A. Janeway was chosen chairman of 
the board of directors and will become 
the active head of the Liberty National 
Bank. 


Complete Bank Income Tax Service, including the preparation 
of returns, reviews, claims, defense of additional assessments, 
Department correspondence and verifying Department Audits. 







910 Harris Trust Building - - ~ - - CHICAGO 
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CARY DEPOSIT BOX UNITS 
MAKE BANKS MORE PROFITABLE 





SMILES 


(Continued from page 27) 


In almost any bank, even the larger 
institutions, you will find the official 


whose idea of a good letter is to put as 
many “Yours of the 6th inst.,” “ 
“sames,” 


saids,” 
and ‘hoping to hear from you 
in the letter as possible. 

To the man who receives the letter, 
the message contained reflects the spirit 
of the bank. If it is short and curt, a 


soons,”’ 


good impression of the bank is_ not 
created. If the letter is pervaded with 


a cordial spirit, long enough to cover 
its subject thoroughly yet precisely, and 
long enough to have room for a little 
greeting, his impression of the bank is 
bound to be much more favorable. 


FEW weeks ago I had oceasion to 

drop into a fairly large bank in 
southern Wisconsin. I wanted to cash 
acheck. Intending to write out a check 
as quickly as possible and without being 
observed, I stepped over to the side of 
the lobby. No sooner had I walked up 
to the counter than somewhere some- 
body pressed the button that turned on 
the light just at that stand. At once, 
of course, I knew that somebody in that 
bank had his eye on me and was looking 
out for my comfort and well being. 
Its hard for a favorable first impres- 
sion thus created to wear off. 


Readers will confer a favor 


All you need is one 


profitable to you. 


Dept. B-13 


Buffalo, 


CARY SAF ES "Zhe Safe Taam : 


HERE’S one of our employes 

has not been making a very favor- 
able record in our Employes’ New Bus- 
iness Contest. He said he didn’t intend 
with the bank anyway so 
there was no use of his exerting himself. 
So an officer had a talk with him. The 
officer told him that regardless of how 
long he intended to remain in_ his 
present position, when the time comes 
for him to walk out on the spring board 


who 


to remain 


to jump to another job, he would need 
and expect a good recommendation 


from his present employer. If nothing 
else, this selfish motive should lead 
every bank employe to always put forth 
the hest that’s in him. 


HIS reminds me of the little girl 
who was not very good in her school 
work. She got along fairly well until 
examination time, but in her test 
Her mother reprimanded her 
severely for the poor showing and in 
reply she retaliated, “Well, I 
highest among those who flunked.” 
There are many bank employes of the 
same type who console themselves for 
not making progress by the fact that 
there are others no further ahead, in- 
stead of judging themselves by stand- 
ards used to gauge the ability and prog- 
ress of the live wires who are up and 
doing. 


she 
failed. 


was 


by mentioning THE BANKERS MONTHLY 


‘ 


CARY SAFE COMPANY 


BUFFALO, N. Y. 


“Growing Great Since Seventy Eight’ 


Cable Address “‘Carysafe”’ 
N. Y., all codes. 


when writing to our 


Put Your Waste Vault 
Space to Work 


Space that is now going to waste 1n your vault can be made to pay a 
good yearly income by the installation of Cary Deposit Box Units. 


There is no need to make a large initial expenditure for equipment. 


inexpensive Cary Sectional Deposit Box Unit. 
Place this Unit in your vault and rent the boxes. 


After the boxes are rented you can get another Unit and put it in 
place, exactly the same as you do a section of a sectional book case. As 


your deposit box clients increase you can add new Cary Units to your 
equipment to take care of the business. 


Let us tell you more of Cary Sectional Units or allow us to work up 
a plan to install this profit-making equipment in your bank. Correspond- 
ence with us involves no obligation whatsoever,—and may prove 
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OW much should I 

have in my advertisements?” is 
a question frequently asked. Text books 
lav down the thumb rule that in general, 
about one-tenth of your advertisement 
should consist of white space. <A fast 
rule, however, cannot be established, tor 
the amount of white space you should 
use depends largely on the make-up of 
the rest of the newspaper in which you 


white space 


are advertising, for contrast is what 
vou are after. For instance, if most 
ot the advertisements in your paper 


contain a lot of white space, you would 
he securing contrast for advertise- 
ment by having it contain solid material. 
On the other hand, if the other advertise- 
ments and reading matter are set up 
heavily, a reasonable amount of 
your 


vour 


white 
advertisement should 
increase its attention compelling value. 


space for 


Guy MeCain, assistant cashier of the 
Caruthers State aBnk of Yuma, Arizona, 


has been appointed cashier. 


M. S. Heagy is re-elected president 
of the Central Trust and Savings Bank, 
Rock Island, Tllinois. Other officers 
are: H. H. Cleaveland, C. J. Larkin 
and H. W. Tremann, vice-presidents ; 
L. M. Casteel, cashier and secretary; 
H. B. Simon, assistant secretary; R. E. 
Swanson, assistant cashier and E. H. 
Krell, trust officer. 
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CO-OPERATIVE 


MARKET PAPER 


ELIGIBLE FOR REDISCOUNT 


By a new ruling of the Federal Reserve board, 
paper drawn by co-operative marketing associa- 
tions may be purchased by Federal Reserve banks 


AS important decision reacting in 
favor of co-operative marketing 
has been made recently by the Federal 
Reserve Board. The decision made 
eligible for purchase by Federal Reserve 
Banks on the open market bankers’ ac- 
ceptances with maturities up to six 
months which are drawn by growers 
or by co-operative marketing associa- 
tions to finance the orderly marketing 
of non-perishable, readily marketable, 
staple agricultural products when se- 
cured by warehouse receipts covering 
such products. 


This amendment to the board’s regula- 
tions will undoubtedly help in the move- 
ment to ease agricultural credits which 
has been sponsored by the War Finance 
Corporation, the American Bankers As- 
sociation, and other national institutions. 
It should be of material assistance to 
co-operative marketing associations in 
financing the marketing of agricultural 
products and it is in line with the 
Board’s policy of being as liberal as 
possible under the terms of existing law 
and in ruling on the eligibility of the 
paper of co-operative marketing asso- 
ciations for purchase or discount by 
Federal Reserve banks. 


That the Federal Reserve board is 
greatly interested in the co-operative 
marketing movement and has sought 
every opportunity to assist the organ- 
izers and managers of such associations 
to work out the best means of arranging 
their financing so that it should not only 
be sound but should also enable them to 
obtain the lowest interest rates for neces- 
sary credit is indicated by the number 
of very liberal rulings on this subject 
which the board has issued during the 
past eighteen months. 


These rulings, having reference to 
what is called the “eligibility” of notes 
and drafts for rediscount, were made 
from time to time as questions were 
submitted from various sections of the 
country. They involved farm products 
differing as widely as fruit from Cali- 
fornia, wheat from the middle west and 
tobaceo and cotton from the south, but 
the same principle of sound financing 
were involved in all, and in each the 
co-operative association was a _ non- 
stock, non-profit co-operation, the mem- 
bers of which consisted exclusively of 
growers of the particular crop which 
the association was organized to market. 
The growers agreed to sell and deliver 
their entire crops to the association, 


title passing at the time of delivery, 
and the association assuming  ab- 
solute control over the commodities 
and their re-sale. Generally speaking, 
the commodities were pooled according 
to grades and after all of a particular 
pool had been sold the proceeds were 
distributed pro rata. It should be 
understood that the board’s ruling on 
this subject would not necessarily apply 
to associations operating on a materially 
different plan. 

Several kinds of borrowing are in- 
volved. If the grower desires to do the 
borrowing himself he can draw a draft 
on the co-operative association at the 
time he delivers his crop, the associa- 
tion accepting it. He then discounts 
the draft at his local bank, which under 
the board’s ruling may rediscount it at 
a Federal Reserve bank as agricultural 
paper with a maturity up to six months. 
Tf, the association itself wishes to 
borrow directly from a bank in order 
to make payments to the growers who 
are its members, its notes are eligibie 
for rediscount but the board held that 
under existing law such notes are com- 
mercial notes the maturity of which 
must not exceed ninety days, because 
the proceeds of such notes are used 
for the commercial purpose of buying 
the commodities from the growers. A 
bill now pending in congress would 
make such notes eligible as agricultural 
with 


paper maturities up to nine 
months. 
There was considerable discussion 


over the first mentioned case, where the 
grower draws his own draft on the 
association, as to whether the draft 
should be considered agricultural and 
have a six months’ maturity. The law 
says the proceeds must be used for an 
agricultural purpose, and the point was 
made that the grower in all probability 
would use the money so obtained in 
paying debts previously incurred. It 
was suggested that unless this could be 
held to be an agricultural purpose, little 
agricultural, or six months’ credit could 
be obtained in this way. In replying 
to this suggestion, the Federal Reserve 
board ruled that when a farmer or 
grower delivers his crop to a co-oper- 
ative marketing association actually en- 
gaged in orderly marketing and when 
he is obliged to borrow money for 
ordinary general purposes, such as the 
payment of obligations previously in- 
eurred in growing or harvesting the 
same crop, a draft drawn by him on the 


. 


marketing association for a part of the 
market value of the crop may properly 
be considered as drawn for an agricul- 
tural purpose. 

This ruling has rightly been regarded 
as a very liberal one, and will greatly 
facilitate the operations of co-operative 
associations—in fact has already done 
so. It is based upon the principle, long 
recognized by the board, that the ecarry- 
ing of agricultural products for such 
periods, as are reasonably necessary in 
order to accomplish orderly marketing, 
is a legitimate and necessary step in- 
cident to normal distribution. The 
board pointed out, however, that there 
is a distinction between carrying pro- 
ducts for such periods as are reasonably 
necessary and mere speculative with- 
holding from the market in the hope 
of obtaining higher prices. Under the 
Federal Reserve Act, paper drawn to 
finance speculation is ineligible for re- 
discount. The Federal Reserve board 
also pointed out that in determining 
whether or not an association is engaged 
in orderly marketing, rather than spec- 
ulative holding, it is not improper to 
take into consideration the fact that 
each crop must ordinarily support the 
market until the next crop is harvested. 

A further and material aid to co- 
operative marketing associations is the 
ruling that bankers’ acceptances drawn 
to finance the domestic storage of com- 
modities pending orderly marketing by 
such associations are eligible for redis- 
count. In creating such acceptances the 
association arranges for a credit with 
some national or State bank which 
accepts its drafts to the amount arranged 
for when covered by warehouse receipts, 
and after acceptance such drafts are 
eligible for rediscount or for purchase 
in open market by Federal Reserve 
banks. Under existing law, they are 
eligible for rediscount only when they 
have not more than three months to 
run. Heretofore, they have been eligible 
for purchase by Federal Reserve banks 
only when their maturities at the time 
of purchase did not exceed three 
months; but the new amendment to 
the Board’s regulation permits them to 
be purchased with maturities up to six 
months. Bankers’ acceptances are re- 
cognized as the most desirable form of 
credit, as they sell on the credit of the 
accepting bank as well as on their 
backing of staple collateral and they 
usually take the lowest rate of interest, 
if properly drawn and safeguarded. 











¥ 


































































































Unexcelled Facilities for 
Handling St. Louis 


| Collections 


ar) 
ss 












































2 

a 

‘ 

e 

e 

fe “ 

y i 

\- 3 

“ MISSISSIPPI 

e VALLEY 

0 

‘ TRUST 

’ Fourth £&Yand Pine 

g Saint ¥ Louis 

1d 

C- 

to Cpe nO Re pene eRe pUm eae aeiaM 

at Y : X 

ne 

d. 

0- os 

. | B Values 

mn 5 

“ 3 ROOoM rates and restaurant 

ge 5 prices at the Hollenden Hotel 5) 

he compare favorably with the : 

ith rates at any hotel in the §& 

ch world for equal quality and g 

ed service tc 

ts, ; 5 

Te A good hotel is more than a = 

o 

ise place to eat and sleep, and you E 

rve will find at the Hollenden the 

are countless auxiliaries of service [Al 

1ey ; Ol 
es that mean everything for com- g 
ble fort and complete satisfaction. c 

nks z 

eo ,\ THE HOLLENDEN HOTEL 5 
; to COMPANY = 
‘a ~ CLEVELAND o 
six : a] 
re = ae apClepeeiial 
of 





BANKERS MONTHLY for JANUARY, 1923 






I$ 






ee nm 
TET TT 


lt 





=I Cleveland-Its th, 
“| Tae HOLLENDEN: 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





os Aa) ey 
tn 


> Sl lo —l 





[a — 
aoe 


at 
> 


FEDERAL RESERVE GRAHAM, ANDERSON, 
BANK - 


PROBST & WHITE, 
ARCHITECTS 


Federal Reserve Bank 


Chicago, Il. 


equipped with T 


FRINK _~ ? 
Bank Screen Reflectors 


Our Engineering Department is 
co-operating with those interested 
in laying out and designing the 
lighting of prominent buildings 
throughout the country. We hope 
we can be of service to you. 


“Specify Frink Reflectors” 


LP FRINK, Inc. 


24th St. and 10th Ave., New York 
Curcaco, ILL. 
Monadnock Bldg. 


Boston, Mass. 
161 Summer Street 


SAN Francisco, CAL. 


PHILADELPHIA, Pa, 
77 O’Farrel Street 


Franklin Trust Bldg. 


CINCINNATI, OHIO 
17 Greenwood Bldg. 


CLEVELAND, OHIO 
336 The Arcade 


DetRoIT, MICH. 
325 State Street 


SEATTLE, WASH. 
609 Seaboard BLpcG. 


LouISVILLE, Ky 
415 West Main Street 
St. Louts, Mo. 
1415 Pine Street 


BIRMINGHAM, ALA. 
426 Jefferson Co. Bank Bldg. 


CANADA 
Associated with Robert Mitchell Co., Ltd. 
64 Belair Ave., MONTREAL 


- 











BANKERS MONTHLY for JANUARY, 1923 


M ANY C A'TTLE AND SHEEP 1922 SHOWS IMPROVEMENT 
BEING FED 


(CATTLE on feed in eleven Corn Belt 
states, December 1, this year, 
showed an apparent increase of 27 per 
cent over the number on feed on the 
corresponding date a year ago, accord- 
ing to a survey just made by the United 
States Department of Agriculture. 


Iowa led with an increase of 50 per 
cent, followed by Illinois with 35 per 
cent, and Nebraska, Missouri, and South 
Dakota with 25 per cent each. Taken 
as a whole the increase for the six states 
west of the Mississippi was 30 per cent 
and that of the five states east of 
the River 20 per cent. All the states 
showed an increase except Michigan 
and Minnesota. 

Outside the Corn Belt mixed increases 
exist. There appears to be a 15 per 
cent increase in eattle on feed in Utah, a 
10 per cent inerease in the Lancaster, 
Pennsylvania, district, and a slight in- 
erease in the Big Hole Basin of Mon- 
tana. In Idaho and Nevada the numbers 
are about the same as a year ago. 


Because of a decreased acreage of 
sugar beets and higher prices of hay, 
however, there is a considerable decrease 
in the numbers of cattle on pulp feed in 
Colorado, western Nebraska, and Wyo- 
ming. 

Total stocker and feeder shipments 
for the 11 months, January 1 to De- 
cember 1 this year, have been exceeded 
only twice in the history of the country, 
in 1918 and 1919. 

Although pyges of feeding cattle 
have been disappointingly low this year 
compared with those prevailing for 
some years prior to 1921, it would seem 
that only the enormous supplies of feed 
available in the Corn Belt and _ the 
financial ability and _ willingness of 
feeders in that section to buy has made 
possible the maintenance of a market 
for such cattle even at the level of 
prices which has prevailed. It is note- 
worthy that the largest increases in 
cattle now on feed exist in areas which 
correspond rather closely with surplus 
stocks of corn as indicated bv this 
year’s production plus the carry-over 
of old corn reported as of November 1. 


More Sheep and Lambs on Feed 


Approximately 20 per cent more 
sheep and lambs were on feed, December 
1, this year, than on the corresponding 
date a year ago, according to a survey 
just completed by the United States 
Department of Agriculture. 

The largest increase occurred in the 
western irrigated region. In that sec- 
tion it amounted to 25 per cent for the 
area as a whole, practically every state, 


except Montana, sharing in the increase. 
In Colorado the number of sheep and 
lambs on feed is estimated at 1,300,000 
head, a 30 per cent increase over a year 
ago and the largest number fed in that 
state since 1914. In Idaho a 15 per 
cent inerease for the state is indicated, 
with the Twin Falls, Jerome, and Good- 
ing sections showing a 30 per cent in- 
crease. Five-hundred thousand of the 
sheep and lambs on feed in those sec- 
tions, however, are controlled by one 
large packing concern. 

Utah shows an increase of approx- 
imately 100 per cent over last year, 
188,000 head being on feed, compared 
with 94,000 in 1921. 

In the 11 Corn Belt States, the survey 
showed 10 per cent more sheep and 
lambs on feed than in 1921. Although 
the inerease was about the same in the 
Corn Belt territory east and west of the 
Mississippi there was a rather wide 
variation among the various states. 
Michigan led with a 25 per cent increase 
with Nebraska and Kansas, each show- 
ing a 20 per cent increase. Nebraska 
is the largest sheep and lamb feeding 
state in the Corn Belt. Most of the 
increase in Nebraska occurred in the 
Seotts Bluff and Platte Valley sections, 
which are really more a part of the ir- 
rigated section than of the Corn Belt. 
It is estimated that there are 140,000 
sheep and lambs in the Scotts Bluff 
area and 300,000 in the Platte Valley. 


Dewitt T. Ray, formerly with the 
Commercial National Bank of Green- 
ville, Texas, was appointed cashier of 
the Liberty State Bank, Dallas, Texas. 

Mr. Ray began his banking experience 
in 1915 as a runner for the collection de- 
partment of the Commercial National 


Bank of Greenville. He advanced 
through all the various departments 


until he became paying teller. 


In Mareh 1917, he eame to Dallas 
and was associated with the Security 
National Bank. Following a_ year’s 
service in the army, Mr. Ray has been 
connected with banks and private finan- 
cial institutions of Dallas. 


J. K. Hermon, president of the Se- 
eurity Commercial and Savings Bank of 
El Centro, California, has purchased 
the stock of M. M. Doyle in the Califor- 
nia National Bank, Santa Ana, Cali- 
fornia. Mr. Hermon has succeeded Mr. 
Doyle on the directorate and he will be 
active in the bank’s management. 


Mr. Hermon has een in the banking 
business at El Centro for ten years. 





OF BUSINESS 


oo) [HAT 1922 has witnessed distinct 

gains in business and industrial 
activity, and betterment in economie 
conditions generally, cannot well be 
denied,” says the monthly review of the 
Liberty Central Trust Company of St. 
Louis. “Forward movement, moreover, 
was accomplished in spite of seriously 
detrimental faetors in the situation. 
Experience during the past twelve 
months shows that where fundamentals 
are in process of adjustment, superficial 
influences, however powerful, are not 
sufficient to alter the final outcome, even 
though they may defer it. 

“With conditions abroad highly un- 
satisfactory, the coal and railway strikes 
at home, a price structure that has eur- 
tailed buying power in a large part of 
the country, progress is not upon a 
smooth path. Much, however, has been 
done, if we measure by accepted eco- 
nomie indicators. The situation is cer- 
tainly far better than at the close of 
1921, after allowance is made for all 
unfavorable aspects.” 

Attention is called to the relatively 
high yields and prices of this season’s 
crops. Unquestionably the farmer's 
buying power is better than a year ago. 
With - special reference to the 1922 
cotton erop, the review states: 

“Government cotton reports will bear 
careful analysis. Alabama, Mississippi 
and Tennessee have the largest crops in 
several vears. Missouri is breaking all 
records, with a yield estimated at 149,- 
000 bales, over double the fair crop of 
1921. North Carolina and Arkansas 
expect crops larger than the 1916-20 
average, and Texas will not fall far 
behind. What has eaused the small 
total this season is the heavy falling 
off in South Carolina, Georgia and 
Oklahoma; for these states the five 
year average, 1916-20, was over, 4, 
000,000 bales; in 1922, production is 
expected to be less than 2,000,000. 

“It is evident that those few sections 
where the boll weevil has not yet become 
firmly entrenched are inclined to in- 
crease acreage, and that various states 
in which this pest has been active for 
vears are now finding it possible to 
enlarge their crops from season to 
season. On the other hand, regions 
where the weevil in full force in a recent 
acquisition, have suffered severe reduc- 
tions. To show what a change there 
has been in the relative importance of 
the cotton states, it may be noted that 
in 1919 and 1920, Missouri’s crop 
averaged less than 5 per cent of South 
Carolina’s, while for 1922, the probable 
percentage is 28.” 


Joe V. Montedonico, for a number of 
years cashier, has been elected president 
of the State Savings Bank of Memphis. 
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AGRICULTURAL SITUATION 
SHOWS IMPROVEMENT 


SLIGHT improvement in _ the 

general agricultural situation is in- 
dicated in the monthly agricultural re- 
view issued by the United States De- 
partment of Agriculture. Prices of 
cotton, grain, and live-stock products, 
as well as prices of the things farmers 
have to buy, have slowly risen. The 
general price level has been moving 
slowly upward, with some farm products 
making a moderate recovery. 

The October index of prices received 
at the farm for ten farm products is 
placed at 110 as compared with 100 in 
1913. The index of wholesale prices 
of commodities that the farmer buys, 
other than food products, is placed at 
169. Thus, a unit of farm products 
will purchase 65 per cent as much of 
other commodities as in 1913. This is 
an improvement of 1 point since August 
and September, but is 4 points lower 
than July. The review summarizes con- 
ditions in various sections of the coun- 
try as follows: 

In the East, agricultural conditions 
are in relatively poor shape. Some 
poultrymen are doing fairly well, but 
most dairymen are having all they can 
do to break even. 

The cotton belt shows the best general 
recovery of any region as a whole. The 
crop is very poor in many areas, but 
men who have any cotton to sell feel 
fairly good at the prices. 

In the corn belt growers are some- 
what encouraged at the rise in grain 
prices. A heavy fall run of hogs to 
market, as well as heavy movements of 
feeder cattle and sheep to farms, is re- 
ported. 

In the range country rain and snow 
have improved range conditions, but 
severe weather has somewhat pinched 
stock. Sheepmen are feeling fairly good 
at sheep, lamb, and wool prices. The 
outlook for next year is generally con- 
sidered favorable. 


Shippers on the Pacific coast have 
been hampered by car shortage. Apple 
growers have been hard hit by low 
prices in Eastern markets. In general, 
however, fruit and live-stock interests 
report fairly good returns for the year 
and considerable optimism. 


= PANKER 4 FARMER 


HAVE THE FARMERS 
A GRIEVANCE? 


The drastic decline of prices in 1921 
has fostered a widespread but unsound 
belief that the farmers have been exploited 


By GEORGE E. ROBERTS 
Vice President, National City Bank, New York City 


N the recent economic disturbance 

following the war, the farmers 
suffered more perhaps than any other 
class. The prices of staples farm prod- 
ucts were more violently affected than 
practically any other commodity. 

The rise and decline of crop values 
is summed up by the Department of 
Agriculture in a table in which the ten 
principal crops are combined and 
divided by the total acreage. The aver- 
age value per acre as shown by this 
method was $16.49 in 1913, and this 
was the highest per acre value for all 
crops ever recorded up to that time. 
In 1919 the ealeulation showed $35.74 
per acre, and in 1921 it had fallen to 
$14.52, a decline of approximately 60 
per cent, and to a figure about 12% per 
cent below the level of 1913. 

The Department of Agriculture has 
made a caleulation of the purchasing 
power of farm products over the list of 
commodities for which prices are com- 
piled monthly by the Bureau of Labor, 
omitting the farm products in that list, 
and basing all figures upon the prices 
of 1913 as 100. According to this 
calculation, farm products were rela- 
tively lowest in November and December, 
1921, when their purchasing power was 
but 62 per cent of what it was in 1913. 
From that point it rose to 76 per cent 
in March, 1922, but in September had 
declined to 64. 


The record of prices of farm products 
in the United States does not show any 
previous drop so general and precipitate 
as that which oceurred from the high 
prices of 1920 to the low ones of 1921, 
and when the disparity between the 
prices of what the farmer has had to 
sell and the prices of what he had to 
buy is considered, and the further fact 
that farm indebtedness was greater than 
ever before, it is not strange that many 
farmers should feel that as a class they 
are getting the worst of the situation, 
probably by the design of somebody, or 
surprising that resentment should be 
manifested. 

Evidently a widespread belief exists 


that the decline was deliberately brought 
about for profit making purposes, and 
that the farmers were successfully ex- 
ploited. It is charged that this policy 
was carried out in the ease of grain and 
cotton by manipulation of prices on 
the exchanges, and particularly by 
“short-selling”—in other words, by con- 
tracting to deliver at future dates, grain 
and cotton which the sellers did not own 
at the time they made the contracts. 

It has been alleged that the scheme to 
break prices supported by the 
action of bankers, including the author- 
ities of the Federal Reserve System, in 
simultaneously foreing a deflation of 
credit, requiring farmers and other 
holders of commodities to sell their 
holdings and pay their obligations. 

The fact that falling prices and credit 
deflation are features of every business 
erisis has caused similar charges to be 
made whenever any serious fall of prices 
has occurred. The average man is not 
easily reconciled to a decline in the 
price of anything that he owns, and 
when price movements are sudden and 
violent, he is quite disposed to believe 
that somebody is to blame. 

The report of the Joint Commission 
of Agricultural Inquiry, created by 
Congress in 1921, and headed by the 
Hon. Sydney Anderson of Minnesota 
has dealt with this subject at great 
length, and its findings are conclusive, 
at least so far as the charge of discrimi- 
nation against farmers is concerned. 
After reviewing the testimony taken, 
the Commission says (Part II, page 
TET} 

“An analysis of the figures in these 
studies seems to justify the conclusions: 


was 


“1. That the expansion of bank loans in 
rural districts during the period of 
inflation, ending June, 1920, was rela- 
tively greater than in the industrial 
sections, taken as a whole. 

That the action of the Federal Reserve 

Board and the Federal Reserve banks 

during the 15 months preceding April 

28, 1921, did not produce a greater 

curtailment of bank loans in the rural 

districts than in the financial and in- 
dustrial sections. 

“3. Credit was not absorbed by the finan- 
cial centers at the expense of rural? 
communities for the purpose of spec- 
ulative activities. 
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“4. That the pressure of the forces of 
liquidation and depression in the agri- 
cultural sections was reflected in a 
reduction of deposits. This reduc- 
tion of deposits, particularly demand 
deposits, was relatively larger in the 
agricultural and _ semi-agricultural 
counties in the United States than 
in the industrial counties.” 


The facts cited by the Commission, 
that the expansion of bank loans in 
rural districts during the period of in- 
flation was relatively greater than in 
the industrial sections, and that the re- 
duction of bank deposits was relatively 
greatér in the agricultural districts than 
in the industrial districts, go far to 
explain the drastie condition of which 
complaint has been made. With the 
fall of prices, bank deposits declined, 
and the banks that were loaned up 
closely found themselves under the 
necessity of making energetic efforts to 
reduce their loans. These efforts in 
many instances would not have saved 
them but for the re-discounting facil- 
ities afforded by their correspondent 
banks in the larger cities and by the 
Federal Reserve banks. 


Another reason for the pressure to 
collect loans which always is manifest 
in a crisis is that an unusual fall of 
prices impairs the credit of many bor- 
rowers. A loan against wheat which 
may have been perfectly good when 
wheat was worth $3 per bushel might 
not be good with wheat at $1.50 per 
bushel. Bankers are under obligations 
to protect their loans in order to protect 
their depositors, and if a borrower is 
unable to supply ample security he must 
expect to sell the collateral, if need be, 
in order to make payment at least in 
part. 


There is no basis for the charge that 
the bankers deliberately planned to 
foree deflation of credit or prices. 
Bankers are the last people to want to 
disturb values. They suffer inevitable 
losses in every crisis, first by the inabil- 
ity of customers to meet their obliga- 
tions; second, by the shrinkage of de- 
posits and loans; third, by the decline 
of interest rates. Then reluctance to 
put the brakes on inflation promptly 
in the spring of 1919, was due mainly 
to apprehension that unless credit was 
extended freely during the period in 
which the armies were being demob- 
ilized and while the shift from the war 
industries to the peace industries was 
being made, a state of unemployment 
and depression might ensue. 


I believe it to be true that the situa- 
tion is still out of normal balance as 
between agriculture and the other indus- 
tries. That the prices of farm products 
should fall faster in a reaction than the 
prices of other products and services 
is natural and has been so in every 
crisis. The farmer’s chief grievance is 
that the things he has to buy have not 
come down to correspond with the prices 
of what he has to sell, and I think it 
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is a just grievance, but I do not believe 
there is any remedy for it except by the 
gradual operations of economic law. 

One of the conditions which has 
affected farm products unfavorably since 
1920 has been the lack of speculative 
interest in the markets. While the 
farmer has been blaming the speculator 
and endeavoring to secure laws to 
curtail his operation, the want of 
speculative spirit, the want of courage 
to buy farm products and carry them 
for future sale, has been one of the 
principal factors in the weakness of 
the markets. 


The explanation of this lack of spec- 
ulative interest to be found is the un- 
certainty about foreign conditions. It 
is possible, having information as to 
the world’s wheat supply, to calculate 
about how much wheat should be worth, 
providing Europe will take what it 
would normally consume. But condi- 
tions in Europe are such that it is im- 
possible to say what its buying ability 
will be over any period in the future. 
Of course there is speculation, but the 
speculators want a wider margin of 
seeurity—in other words, they must 
buy more cheaply than if they were 
trading under normal conditions. 

There is reason to believe that the 
prices of farm products have gone a 
long way on the road to recovery in the 
past year. Given a settlement of polit- 
ical conditions in Europe, so that in- 
dustry and trade will have a sound 
basis over there, and the usual interna- 
tional credits ean be safely granted it is 
expected that the products of Amer- 
ican agriculture will find a ready market 
at remunerative prices. 
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CINCINNATI'S 
BANK OF 
SERVICE 


At Your Command 


The facilities and ex- 
perience of this Bank are 
at all times at the com- 
mand of out-of-town 
banks desiring to avail 
themselves of our con- 
structive co-operation in 
special matters and our 
general good service in 
all matters. 


State your problems. 
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Nationa Banke CiNncINNATI 


How often do you read 
the Want Ad Page? 
In this issue you will 
find it on page 112. 















PON the foundation of more 

than half a century’s experience 
and growth is based the present organi- 
zation of the FIRST NATIONAL 
BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 


a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


Mrs. Edward M. Barney, home di- 
rector of the Commonwealth 
Bank, Lynn, Massachussets, was elected 
president of the newly organized Sav- 
ings Bank Women’s 
Eastern Massachusetts. 

Mrs. Barney was recently honored by 
appointment as director to the women’s 
division of the National Savings Bank 
Association, an organization composed 
ot women holding executive positions 
_ in the 600 savings banks of the county. 


Savings 


Association of 


D. S. Coleman, for twelve years cash- 
ier of the First National Bank at Vian, 
Oklahoma, has accepted a position with 
the City National Bank of Fort Smith, 
Arkansas. 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 





Vietor A. Lersner, controller of the 
Williamsburg Bank of New 
York City and president of the .New 
York State Savings Banks Association, 
has been elected vice-president of the 
Bowery Savings Bank, one of the oldest 
and largest savings institution in the 
country, having deposits of $170,000,- 
000 and assets of $193,000,000. He was 
also elected trustee, succeeding the late 
W. A. Nash. He has been connected 
with the Williamsburg institution for 
thirty-six years. 


Savings 


Plans have been prepared for the 
erection of the Fugazi Bank at Sate 
and Cola streets, Santa Barbara, Cali- 
fornia. 
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Livestock Financing Conference 

Credit requirements of the livestock 
industry, as one phase of the rural 
credits problem, were discussed at a 
conference between Eugene Meyer, 
Managing Directors of the War Finance 
Corporation, and a Committee of the 


American National Livestock Associa- 
tion recently. 
For purposes of discussion Mr. 


Meyer outlined three plans for farm 


financing as the basis for the rural 
credits program. These are: 


1. Provide financing through a cen- 
tralized government banking institute, 
operating with large government cap- 
ital and making loans somewhat as the 


War Finance Corporation has done, 
through branches or agencies. 
2. Financing farm requirements 


through a number of financial corpora- 
tions, each with moderate capital fur- 
nished partly by the Government, oper- 
ating within a limited district, and rely- 
ing upon its ability to sell bonds or 
debentures to the investing public in 
order to raise the necessary funds. 
Under this type of organization, it is 
proposed to facilitate the sales of se- 
curities through tax exemptions. 


3. Take care of the financing of co- 
operative marketing organizations 
through existing financial machinery by 
modifying the laws and regulations gov- 
erning the eligibility requirements of 
the Federal Reserve System, and _ the 
financing of the livestock industry by 
amending the National Banking Act so 
as to authorize the creation of Federaily- 
chartered Joan operating 
with private capital under the supervi- 
sion of the Comptroller of the Currency 
or the Federal Reserve System. 


companies, 


Mr. Meyer has definite objections to 
the adoption of the first two plans and 
is of the opinion that only the third 
plan would be successful in operation. 
This view, it is understood, will be 
elaborated for the benefit of the repre- 
sentatives of the livestock industry con- 
ferring here on the livestock financing 
program. 


In support of the latter plan, Mr. 
Meyer has expressed the view that the 
best results could be obtained through 
authorization by Congress of Federally- 
chartered livestock loan companies. Na- 
tional banks should be authorized to 
subseribe to their capital up to, say, 
ten per cent of the banks’ eapital and 
surplus. 

State banking institutions and private 
investors also should be allowed to sub- 
seribe to the capital of such institutions. 
Furthermore, the capital of the live- 
stock loan companies should be kept 
liquid as a guarantee fund, and the 
amount of paper they would be per- 
mitted to guarantee should be limited to 
safe proportions. 
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THE ADVANTAGEOUS OF 
COMMUNITY TRUSTS 


(Continued from page 38) 


to experiment, and to demonstrate. It 
cannot eventuate on a large seale. Public 
funds cannot effectively experiment or 
demonstrate, and they are frequently 
greatly hampered in _ investigating. 
Such activities rarely constitute valid 
uses for taxpayers’ money. But public 
funds can eventuate on a large scale. 
That is what they are for. 

“We have laid down three rules. The 
first is that the Community foundation 
should consciously whdertake activities 
that will commend themselves to the 
citizens of the locality so forcefully that 
they will want to add their funds and 
participate in the work that is being 
done. The second is that the founda- 
tion should undertake the tasks that 
would not be done by other existing 
agencies. The third principle is that 
the foundation should investigate, ex- 
periment, and demonstrate, but it should 
not assume the permanent support of 
activities that are for continuing public 
use, and should be supported from the 
public purse. 

Marshall S. Morgan of the Fidelity 
Trust Company of Philadelphia sets 
forth the advantages of a community 
trust to the trust company or bank, to 
the charitable donor and to the publie 
under the following captions: 


“1 To the trust company: 


(a The trust company renders a real service 

to the community. 
This is, of itself, a benefit to the trust 

company. 

(b) It increases the circle of acquaintance 
of individuals. 

(c) It increases the trust company’s knowl- 
edge of the activities of the community. 

(d) It tends to bring co-ordinate charities to 
the trust company as Treasurer. 

(e) It has the advantage of publicity. 

“2 To the charitable donors: 


(a) Relief from responsibility. 

(b) Relief from seeing to the application of 
the fund. 

(c) The donor can review the working of 
his beneficence. 

(d) The trust can be so arranged that the 
donor can effect a change if necessary. 

(e) It will enable the donor to make ex- 
perimental gifts if he desires. 

(f) The donor may perpetuate the memory 
of a name or an event. 

(g) The donor may provide for a dependent 
during life, and a charity afterward. 


“3. To the public: (which advan- 
tages have frequently been set out in 
essays on the subject) 


(a) In economical distribution. 

(b) Advantages of choice of the charities 
most in need. 

(c) The advantage of cy-pres application in 
ease of change. 

(d) A committee so chosen as to know the 
greatest necessity. 

(e) Economy ‘of ‘investment and distribution. 

(f) Publicity as to application, preventing 
misapplication. 

(g) The amount of gifts may be increased 
when the method is thoroughly known 
and adopted. 

(h) Prevents the accumulation of funds for 

‘ an obsolete purpose. 

(i) Makes possible rendering assistance to 
organizations that are useful but do 
not appeal to the sentiment of the 

; public. 

(j) Makes possible experiments in charitable 
directions. 

(k) Makes possible surveys on which intel- 
ligent charity is frequently’ based. 
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RIENDLINESS is particularly appro- 
priate to the holiday season, but 
Thé Drovers maintains that atmos- 
phere throughout the year. The 
good things we wish for you today, 
we wish for you for all of 1923. 





At the outset of this new year, let The Drovers 

help you make the most of your Chicago connection. 

“Drovers Service” covers every possible require- 

ment of out-of-town banks. All your business is 
: handled promptly and efficiently under one roof. 


Here are a few of the many things we do for our 
correspondents. 


Furnish statistical and credit information. 
Purchase commercial paper. 

Accept bonds and securities for safekeeping. 
Furnish foreign exchange. 

Purchase and sell bonds and securities. 
Extend immediate credit for livestock 
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A “TOYCO” situs 


Will build good will for your bank 


ao a cag For Advance 
THE. TOYCRAFT RUBBER COMPANY Reports on 
Dept. BM ASHLAND, OHIO, U.S.A. 





YRINE "ett and Merny B d 
Mires. LG 5s Bee ther Tis Onds 


if Sore, Irritated, In- 
Your E EYES flamed orGranulated, 


use Murine often. Soothes, Refreshes. Safe for Proposed issues, 
hemo tae ae bids wanted, etc. 


WRITE 


2 Typewriter Ribbons $1.00 
100 83x13 Carbon Paper $1.50 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 


Money back if not pleased 


Give name, number typewriter, 
width and color ribbon desired. 


L. ATWOOD & CO., Scottsville, Ky. 
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The opinion is expressed by Mr. 
Morgan that while during his life time 
the gifts of an individual are controlled 
by the absolute pressure of current 
needs of the charities, churches, schools 
or colleges with which he is associated, 
he has more freedom in disposing of 
his estate. It was suggested that those 
inclined could be educated 
to the point of this publie service. 


generously 


Monroe F. Cockrell becomes vice- 
president of the Commonwealth Na- 
tional Bank of Kansas City, Missouri. 








Frank W. Wozencraft, former Mayor 
of Dallas, member of the 
board of directors of the Republie Na- 
tional Bank of Dallas. 


becomes a 


J. H. McCord becomes president of 
the Citizens National Bank of Spencer, 
Iowa, succeeding the late Franklin 
Floete. P. R. Graham was elected vice- 
president and O. B. Scott of Royal, Iowa, 
cashier. Mr. Seott was also elected a 
director of the Citizens National Bank. 
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Dividends and Federal Taxes 

The question of the distribution of 
corporate stock and its effeet upon taxa- 
tion is one which is arousing much 
public comment today. Vital informa- 
tion on this subject is contained in a 
booklet called “Stock Dividends and 
Federal Taxes” which has been prepared 
by the Guaranty Trust 
New York. 

The relation of stock dividends to 
taxation is discussed from two points 
ot view. First, with respeet to the 
present law, which holds that a stock 
dividend is not taxable unless the stock 
is sold at profit. Second, with respect 
to future legislation. The booklet takes 
up the question of undistributed sur- 
plus tax and the trend of future tax 
legislation. 


Company of 


R. H. Isaacs, president of the Gilles- 
pie Trust and Savings Bank, Gillespie, 
Illinois, applies for permission to econ- 
vert its charter to that of a national 
bank with $50,000 eapital. 











HERE is attractive, interesting work with profit- 
able returns for alert bank men taking subscrip- 
tions to THE BANKERS MONTHLY among bankers 


Convert Your Spare Time 


Into Cash 


in your district. 


You do not need to be a salesman. 
the story of THE BANKERS MONTHLY and the 
work we are doing in bringing the latest successful 


bank methods to the attention of our readers. 


Perhaps you know a bank man temporarily out 
of work who would appreciate this opportunity to 
earn money and at the same time visit the banks 
and bank officers in his city. Tell him about our 


work. 


Write for our proposition, supplies and helpful 
plans to secure subscriptions. 
this work will have our whole-hearted support. 


Send for particulars. 


THE BANKERS MONTHLY 


202 Rand MCNally Building 


I 


Seen 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Simply tell 


The man who does 


Chicago, Illinois 


DISCUSS BETTER CREDIT 
FOR FARMERS 


ETTER credit facilities for the 

farmers were discussed with Sena- 
tors Lenroot and Capper and with goy- 
ernment officials by the administrative 
committee of the American Bankers As- 
sociation during their recent meeting in 
Washington, it is stated by J. H. Puel- 
icher, President of the American Bank- 
ers Association. The branch banking 
question was also discussed with Seere- 
tary of the Treasury Mellon, Comptrol- 
ler of the Curreney Crissinger and mem- 
bers of the Federal Reserve Board. 

“We informed Secretary Mellon, 
Comptroller Crissinger and members of 
the Federal Reserve Board as to the 
association’s attitude on the branch 
bank question which oceupied so promi- 
nent a place during the recent conven- 
tion of the here in New 
York,” Mr. Puelicher said. “We stated 
to these officers that the association put 
itself squarely on record as being op- 
posed to branch banking. 

“Senators Lenroot and Capper and 
other Senators gave us very clear state- 
ments of the measures for more ade- 
quate agricultural credits introduced by 
Senators Lenroot and Capper. They 
frankly diseussed their attitude, and we 
feel that the association will be able to 
consider this most important subject 
more intelligently as a result. Agri- 
cultural eredits will be continuously one 
of the major problems of study for 
helpful action by the association.” 

The session of the administrative 
committee’ lasted three days. In addi- 
tion to disposing of routine business 
as the governing body of the organiza- 
iton, the committee called on President 
Harding and a number of other govern- 
ment officials. 

The committee adopted a declaration 
commending the educational work of 
the Department of Agriculture and the 
agricultural colleges in connection with 
boys and girls club work. The declara- 
tion was signed by John H. Puelicher, 
president of the American Bankers As- 
sociation, and Burton M. Smith, chair- 
man of the Agricultural Commission of 
the Association. 


association 


A resolution was also adopted endors- 
ing the work of the Robert Morris As- 
sociation. 

Those in attendance were: Members 
Administrative Committee: J. H. Puel- 
icher, president Marshall & Ilsley Bank, 
Milwaukee, Wis; chairman J. W. 
Barton, vice-president Metropolitan 
National Bank, Minneapolis, Minn; 
Samuel H. Beach, president Rome Sav- 
ings Bank, Rome, N. Y.; Alexander 
Dunbar, vice-president Bank of Pitts- 
burgh, N. T., Pittsburgh, Pa.; Walter 
W. Head, president Omaha National 
Bank, Omaha, Nebr.; Frank L. Hilton, 
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eae Bank ~ the Manhattan 
Company, New York, N. Y.; Wm. E. 
Knox, president ~ ‘Savings Bank, 


New York, N. Y.; Thomas B. Me- 
Adams, vice-president Merehants Na- 
tional Bank, Richmond, Va.; H. A. 
MeCauley, president Sapulpa State 
Bank, Sapulpa, Okla.; Waldo New- 
eomer, president National Exchange 
Bank, Baltimore, Md.; Theo G. Smith, 
vice-president Central Union Trust 
Company, New York, N. Y.; Osear 


Wells, president First National Bank, 
Birmingham, Ala. Chairman of Com- 
missions: Fred I. Kent, vice-president 
Bankers Trust Company, New York, 
N. Y., Commeree and “Marine Commis- 
sion; Francis H. Sisson, vice-president 
Guaranty Trust Company, New York, 
N. Y., Public Relations Commission; 
Burton M. Smith, president Bank of 
North Lake, North Lake, Wis., Agri- 
cultural Commission; M. A. Traylor, 
president First Trust & Savings Bank, 
Chieago, Ill., Economie Policy Commis- 
sion. Staff: F. N. Shepherd, execu- 
tive manager, New York, N. Y.; 
Thomas B. Paton, general counsel, 
New York, N. Y.; W. G. Fitzwilson, 
secretary, New York, N. Y.; Walter 
Lichtenstein, secretary Economie Policy 
Chieago, Tll.; Gurden 
secretary Public Relations 
Commission, New York, N. Y.; J. F. 
Olney, secretary to executive manager, 


New York, N. Y. 


Commission, 


Edwards, 


School Savings Reports 


Pupils in the public and _ private 
schools are depositing their savings 


through school banks with more enthu- 
siasm and in larger amounts than ever 
before, according to information reach- 
ing the Savings Bank Division of the 
American Bankers Association. 

“In view of the trend of the times it 
is very evident that in cities or schools 
where the pupils are not becoming reg- 
ular savers, or where total deposits do 
not steadily imerease, there is a 
distinct lack of appreciation of the es- 
sential importance of the inculeating 
habits of childhood thrift,’ declared 
Leo Day Woodworth, Secretary of the 
Division. “It is important that the 
school savings system shall become thor- 
oughly established in the grades and 
through high school so that graduates 
will have the benefit of the drill in good 
savings habits all through their school 
days from the primary to entry into 
college or business.” 


B. F. Muldown, formerly of the 
Farmers State Bank of Lyle, Minnesota, 
has purchased the controlling interest 
of Thomas Ellingson in the Security 
State Bank of Alden, Minnesota, and 
is now in charge. Mr. Muldown re- 
Signed as president of the Lyle Bank 


but retained his interest in that institu- 
tion, 
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CORN EXCHANGE 
NATIONAL BANK 


OF CHICAGO 
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Capital and Surplus $15,000,000 
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OFFICERS 


ERNEST A. HAMILL, 
Chairman of the Board 
EDMUND D. HULBERT .- President 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOENECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 
HUGH J. SINCLAIR - Assistant Cashier 
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DIRECTORS: 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 


BENJAMIN CARPENTER 
CLYDE M. CARR 
‘HENRY P. CROWELL 
ERNEST A. HAMILL 


EDMUND D. HULBERT 
CHARLES H. HULBURD . 
CHARLES L. HUTCHINSON 
JOHN J. MITCHELL 
MARTIN A. RYERSON 


J. HARRY SELZ 


ROBERT J. THORNE 
CHARLES H. WACKER 
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RBANK OF DETROIT 


DETROIT, MICHIGAN 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 


OFFICERS 
JAMES COUZENS, Positions 
sar sk T. WHITEHEAD, Vice-President = KINNEY, Aseistant Cashier 
SE ea R., Vice-President Ww. R. LAING, Assistant Cashier 
edit b JUDSON: ice-President A. A. McPHERSON, Assistant Cashier 
R. B. GRIPMAN, Cashier G. T. MURRAY, Assistant Cashier 
F. J. BEYER, Assistant Cashier Cc, S. GODDIN, Auditor 





DIRECTORS 
Dr, GEORGE R. ANDREWS, Vice-President ARTHUR J. LACY, Attorney 
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CUTTING 
COSTS 
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HEN a bank conducts an employes’ 

contest for new accounts, the 
question of team spirit comes up. How 
to make the employes enthusiastic? 
How to enlist their whole-hearted 
support for the campaign? What co- 
operation with the employes will bring 
the best results? 

The new business department in such 
circumstances considers various ways of 
bringing employes together. If it is 
summer, perhaps a picnic is considered, 
or some employes’ outing. In addition 
to the regulation “business” meetings 
of teams, some entertainment is planned. 
Perhaps it is a dinner given by the 
officers to the employes of the bank. 
Perhaps it is a get-together dance. 

While even such sporadic attempts 
are fruitful of good results, it is 
apparent that getting the employes 






: i Liberty Central 
Trust Company 
prides itself on being 
equipped to render 
prompt and efficient 
service to out-of-town 
correspondents. Special 
attention given to 
collections. 
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BUILDING TEAM SPIRIT 
THE YEAR AROUND 


Instead of attempting to “pep up” employes just before 
a contest, the First National Bank of Fort Wayne, 
Indiana, does personnel work -throughout the year 


By FRANK H. WILLIAMS 


together and fostering their organiza- 
tion throughout the year is a better and 
more wholesome plan. When the time 
comes for a contest, there are no cool- 
nesses to break down, no small animos- 
ities between departments. The spirit 
of union is already there instead of 
being something strange, to be fostered 
for a little while, and then forgotten. 
A bank that has knit together an 
organization by consistent personnel 
work throughout the year is the First 
National Bank, of Fort Wayne, Indiana, 
the largest national bank in the state 
outside of Indianapolis. When the 
bank instituted a new business depart- 
ment four years ago, it was decided that 


this department must work to build the 


bank’s success from within as well as 
without. The department must create 
boosters for the bank within the bank’s 
own doors. It has often been said that 
a bank’s best prospects are its own 
eustomers. The First National Bank 
of Fort Wayne decided that the bank’s 
best boosters should be its em- 
ployes. 

The first step in the bank’s personnel 
work was the organization of the First 
National Club, and the electing of 
officers for this club from employes 
rather than officers. At this time the 
situation in the bank was largely what 
it is in many banks. The employes did 
not know one another, and had no in- 
terest in the bank outside of their in- 
dividual pay envelopes. With the for- 
mation of the club, the change of morale 
was immediately perceptible, and today 
it may be said that there isn’t a group 
of co-workers more enthusiastic than 
the 73 employes of the bank, anywhere 
in the middle west. 

Here is an instance where the di- 
rectors’ room—that aloof sanctuary, is 
dedicated to employes as well as direc- 
tors. The club meets here every two 


own 
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weeks throughout the year. At these 
meetings, the department heads read 
papers and oceasionally the bank officers 
deliver talks. A constructive angle that 
has arisen out of these meetings is that 
every member of the club is now studying 
a banking course, and the questions that 
come up in the courses are discussed at 
meetings. Just how much the bank 
thinks of its personnel work is evidenced 
by the fact that in the new twelve-story 
building which it is now erecting in the 
heart of the city a large space at the 
rear of the structure has been reserved 
for club rooms for the employes’ club. 
These rooms will be fitted up in at- 
tractive style and will be used not only 
for regular meetings of the club, but 
will be open for the use of members at 
all times for rest and recreation. It is 
planned to equip them with billiard 
tables, checker tables and reading tables. 
It is said that these club rooms will be 
the largest and most elaborate in any 
hank in a city the size of Fort Wayne— 
90,000, in the country. 

The bank is also planning to have 
some hand ball courts and shower baths 
in rooms at the top of the new building, 
which will also be for the use of the 
employes. 

An annual pienie and an annual 
dinner are given for the employes. An- 
other measure which builds good faith 
throughout the year is a weekly one 
page house organ which circulates 
among employes and directors and is 
filled with “personals” and news of the 
bank. Occasionally some jokes are 
printed, but nothing “heavy” is allowed 
in the house organ. This house organ 
is written, set up and multigraphed in 
the direct mail advertising department 
of the bank, and consequently is pro- 
duced at very little expense. 


This work, done throughout the year, 
not only produces greater efficiency and 
willingness in the employes’ handling 
of bank routine, but lays a groundwork 
for contests and other special drives in 
which the bank needs the sincere ¢o- 
operation of employes. A short con- 
test last vear was planned as a Christmas 
present for C. H. Worden, president of 
the bank, as an expression of apprecia- 
tion from the club. The contest brought 
in $80,000 in savings accounts and 
checking accounts over $50. 
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The New Baseball Bank tse o sea 


We have develo 


d a complete savings campaign which 
offers a new and permanent appeal—a 
secures new accounts, but holds an 


an that not only 
builds deposits. 


QUINCY, ILLINOIS, December 19, 1922 
The Miller Bank Advertising Service, 


108 No. Dearborn St., Chicago, Illinois 
Gentlemen: 
We have been using your baseball savings bank during the pastyix months. 


A short time ago our first order was entirely exhausted and, as you know, we 
placed an order with you for an additional 500 banks, which we received from 


you recently. 


We have used a number of different kinds of small savings banks in the 
past and we are pleased to state that the baseball bank seems to be by far the 


most popular of them all. 


Our customers like them. 


In our judgment you 


_ have the most_actractive and most desirable small savings bank on the market. 
Yours very truly, 


Illinois State Bank of Quincy, 
By Wm. Rupp, Jr., Vice-President. 


THE MILLER BANK ADVERTISING SERVICE 


Manufacturers and Distributors of Home and Pocket Savings Banks 


108 North Dearborn St. 





A CHECK ON CHECKS 





“T need a new check book right away,” 
stated a depositor of the Wilbur Trust 
Company, Trenton, N. J. 

“But,” politely insisted the cashier, 
“your check books must be specially 
printed, therefore, you will have to 
give us a week to have the work done. 
In the meantime, of course, you can 
use an ordinary check book without the 
special printing.” 

“Pshaw,” said the depositor, “had I 
known that it would be necessary to 
wait so long I should have told you a 
week ago. My checks are all numbered 
and moreover, I prefer to use a check 
with my name engraved on it. I'll have 
to wait now.” 

This conversation gave the Wilbur 
Trust Company cashier an idea and it 
works out this way. 

Large album-size check books usually 
contain 400 checks and when the de- 
positor gets to number 300, he finds a 
printed warning awaiting him, bound 
into the book and perforated at the 
top. This warning reads: 

“Now is the time to order your check 
book. If you will kindly fill in below 
and hand to the Wilbur Trust Company, 


Number of checks |Style of Bock|Checks to page 


COPY OF PRINTING DESIRED 


a ee 


Miisees.............. 


it may perhaps avoid delay and insure 
new checks when this book is used up.” 

The depositor fills in this form, sends 
it to the bank and his new check book 
is ready when he wants it. 





CHICAGO, ILL. 


WORD CONTEST BOOSTS 
CHRISTMAS CLUB 


HE Iowa Loan & Trust Co. Bank 

of Des Moines, Iowa, got its 1923 
Christmas clubs under way with a 
“popular contest” plan. This bank was 
the first in Des Moines to adopt the 
Christmas club idea, and it has named 
its club, “The Original Club,” featuring 
this title in all advertising. It held a 
contest around this title, achieving two 
purposes—first, emphasizing the fact 
that the club was the original one in 
Des Moines, and second, capitalizing 
the great public interest and “pull” of 
a simple contest. 


A eondition of the contest was that 
only those could put in entries who 
had joined the club for 1923. The 
contest closed Dee. 31, and the entries 
were judged by “local professors,” as 
the bank advertising designated the 
educators who acted as judges. 


A first prize of $15, a second of $10, 
and fifteen of $1 each, were offered 
those who put in the largest lists of 
names composed of letters contained 
in the title, “The Original Club.” 
Proper names, prefixes, suffixes, obsolete 
and foreign names were barred. The 
first prize, it was announced, would 
go to the man, woman or child putting 
in the largest list of qualifying names. 
When a contestant included an ineligible 
word in the list, that was stricken from 
the list and in addition a penalty of 1, 
deducted from total of eligible words, 
made. 

Large space newspaper advertising 
promoted the contest. 


J. Milton Russum, cashier of the New 
York State National Bank, has been 
appointed by the state comptroller and 
state superintendent of banks to ex- 
amine and receipt for the securities de- 
posited in the state banking department 
by the corporations and_ individuals 
under its supervision. 
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Especially adapted for employes’ contests 
and personal solicitation. 





BRONZE CHECK DESKS 


GRILLE WORK, CAGES, ENCLOSURES 
BRONZE TABLETS, BRASS SIGNS 
RAILINGS, GATES, BULLETIN BOARDS 


Write for Folder “B" 


THE NEWMAN MANUFACTURING CO., 
418 Elm St., Cincinnati, Ohie 


THE 
COIN 
PURSE 

7 FOR 
SECURITY 





HE novel and absolutely 
secure Evertite Coin Purse 
or Coin Bag, will be the most 
appreciated gift you can make 
your customers and will prove 
a useful and appreciated 
remembrance. 
Suitable for Men, Women 
and Children. 
All good novelty houses can 
supply, or samples and price 
list on request. 


GLOVERSVILLE PURSE CO. 
Dept. B Gloversville, N. Y. 





Samuel Lyman Munson was elected 
president of the Home Savings 
Bank, Albany, New York, to succeed 
the late Thomas Austin. Mr. Munson’s 
election is a promotion from the first 
vice-presidency. 

Mr. Munson has been associated in the 
management of the Home Savings Bank 
for almost forty years. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





Filing Supplies 


Efficient filing systems 
require good supplies. 


We are the originators of 
Security Folders for cor- 
respondence files, which 
keep the letters locked 
in place in chronological 
order. 


A combination file of our 
Security Folders and solid 
or insertable celluloid tab 
guides offers the most 
practical system on the 
market today. 


Our other services include 
printing, ruling, binding, 
accounting forms for 
machine bookkeeping 
systems, and tabbed cards 
of every description. 


Samples on request 


' The 
J. C. Hub Mfg. 
Company 


2041 E. Third Street 
Cleveland Ohio 





DAVENPORT TAYLOR MFG CO 


BRODUCTS IP 


tt athe tt] 
MEW YORK 


CHANGEABLE 


Bulletin Boards, Desk and Wall Cal- 

endars, Building Directories, Name- 

plates, Bronze Signs and Tablets. 
Write for Folder 


DAVENPORT-TAYLOR MFG. CO. 


160 N. Wells St. 101 W. 42nd St. 
Chicago New York 


The Mossy 


Creek Bank, Jefferson 
City, Tennessee, will increase its capital 


from $50,000 to $60,000. 
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SUGGESTIONS 


FROM DEPOSITORS 


This bank is sending customers a leaflet 


with their returned 
co-operation in 


By HENRY 


HE First National Bank of Pauls- 
boro, New Jersey is asking its depos- 
itors to help them improve their service 
as well as gain more business. And 
while the method adopted to get this 
help has not been in force long enough 
to report the result there is no reason 
why it shouldn’t bring excellent returns. 
A leaflet has been sent to depositors 


We Want Your Suggestions 


(Write in the space below any 
Suggestions you may have for the 


improvement of our service) 





This is one of the forms printed on the back 
of the pamphlet. 


with their returned checks, the opening 
paragraphs of which are worth quoting. 

“As a patron of this bank you should 
receive and feel that you are receiving 
the very best services we can render. 

“If by any chance you do not feel 
that you are getting good service we 
want you to tell us so frankly. We 
are anxious to correct any such condi- 
tion. 

“This is your bank.” 


The pamphlet then takes up the ques- 
tion of co-operation and explains that 
the majority of new business has come 
either directly or indirectly through the 
co-operation of the depositors, as the 
result of personal recommendation or 
of the best type of grapevine advertis- 
ing—praise from satisfied patrons. 

It goes on to explain that the depos- 
itors can help the bank to grow if they 


* * 


Appointed Cashier 

Roy B. Poppleton, one of the as- 
sistant eashiers of the First National 
Bank of Kewanee, Illinois, has accepted 
a position as cashier of the Cambridge 
State Bank at Cambridge, Illinois. 

Mr. Poppleton started in the banking 
business at the Farmer’s National Bank 
in Cambridge, leaving the institution 
several years ago, accepting a position 
with the Kewanee State Savings Bank 
and Trust Company, and later he ac- 
cepted a position with the First Na- 
tional Bank of Kewanee, Illinois. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


checks, asking their 
improving service 


R. ZELLEY 


will say or write a good word in regards 
to the pleasantness of their own rela- 
tionship with the bank to friends and 
persons with whom they have business 
connections. 

The first form asks suggestions from 
customers for the improvement of 
service. The second asks for the names 
of possible depositors whom the cus- 
tomer may wish to recommend. 

As previously stated this pamphlet 
has not been issued long enough to re- 
port on the result but judging from the 
progress made by this bank, which the 
officers claim has been due mainly to 
the co-operation of the patrons, it is 


New Customers Suggested 


I believe the persons or concerns 
named below could be induced to 
open an account with our bank, 
and would suggest that you write 
or call on them. 

may 
= may not 
this connection. 


use my name in 


Address 


Business 





This form asks the customer’s co-operation 
in extending business. 
thought that the result will be better 
and improved business. 

People like to feel that their co- 
operation is essential to the success of 
any business, and asking them frankly 
to help is sure to bring a hearty re- 
sponse. This method should bring more 
business to any bank than can be gained 
through direct advertisement alone and 
is well worth a trial. 


* * * 


The First National Bank of Brenham, 
Texas, has let the contract for a modern 
and commodious office and bank build- 
ing to be erected on the corner next to 
their present location. The new bank 
building will be one of the finest in 
this section of the state and will cost 
about $80,000. It will be constructed 
of brick and stone and will have a base- 
ment and three stories. The bank will 
occupy the lower floors. All modern 
conveniences and equipment will be in- 
stalled. 
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DEPOSITORS’ HOMES 


Unele Sam has been asking the public 
to place mail-boxes outside of homes to 
expedite delivery of mail. Many have 
responded but more have been delin- 
quent in complying with the govern- 
ment’s request. 

This condition of affairs brought into 
being a good publicity “stunt,” which 
was tried out successfully by the First 
National Bank, Trenton, N. J. This 
institution gave black japanned-tin 
mail-boxes to depositors free of charge 
and across the front of each receptacle 
appeared : . 

PRESENTED BY THE 
FIRST NATIONAL BANK OF 
TRENTON, N. J. 

The mail-boxes make a handsome 
appearance and the cost wholesale is 
small compared to the advertising value. 
And to prove that these little mail- 
boxes bring in depositors, I quote from 

an official of the bank: 

‘Usually it is diffieult to trace direct 
results to such advertising methods 
but in this case, we feel satisfied that 
the mail-boxes have pulled business 
for us because during the last month, 
four letter-carriers opened accounts 
which were directly traceable to our 
japenned-tin agents.” 

Very shortly Uncle Sam may demand 
that all residences be fitted up with 
mail-boxes so there is still plenty of 
opportunity for other banks to get bus- 
iness with this plan. 


Analyzing New Accounts 
The Home Savings Bank of Boston 
checked up the sources of seventy new 
accounts opened at the counter in three 
days in November with the following 
results : 


Recommended by present depos- 


CES eine tibiae crm 22 
Opened because children had school 

SUVINGS ACCOUNIE 6 oc6 cei oe vee 15 
Formerly had accounts ....... e. 10 
Newspaper Advertising ........ 9 


Christmas and Vacation Club de- 
positors 
Recommended by other banks .. 3 
Attracted by convenience of loca- 
tion 
Attracted by poster service ..... 1 
Joint advertising by Association 1 
Budget Service 
Has mortgage with Bank ...... 1 
—A. B. A. News Bulletin. 


The expansion in the United States’ 
exports of cotton goods noted through- 
out the year continues, says the Textile 
Division of the Department of Com- 
merce. For the nine months ending 
with September, 1922, exports of cotton 
cloth of all kinds aggregated 449,550,- 
785 square yards, valued at $63,709,- 
576, a gain of 14.16 per cent in quantity 
and 20.35 per cent in value over the 
corresponding period of last year. Fed- 
eral International Banking Company. 





Transfering Made Easy 


with 


_ Bankers Boxes 


VOM 
M9 





WOW VAAa ning 


Now Made in Eleven Sizes 


DEPOSIT SLIPS and DRAFTS to OLD 
CORRESPONDENCE can now be _ stored 
away in a neat systematic and extremely econ- 
omical manner in BANKERS BOXES. 
Ninety per cent of the banks in Chicago are 
now using these boxes—in use in over four 
thousand banks throughout the United States 
—wWrite or Wire for complete detailed infor- 
mation regarding these time and money-savers. 


SAASSANAAAAAAANNOO 


Write Today For Specimen Box and Descriptive Folder ? 
With Sizes and Prices 


BANKERS BOX COMPANY 


INCORPORATED 


Manufacturers of Bankers Corrugated Fibre Board Files 
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Rand McNally Building 







Every important paper in your bank from 


A Sheet of Gummed 
Labels in Every Box 
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Read These Facts: 


1 With Bankers Boxes your old records will be 
* systematically filed, instantly accessible and 
permanently protected in economical sturdy 
sate prect boxes made of the best corrugated 
fibre board. 


2 One simple pull of the string fastener and the 
* box is securely sealed, strong as steel and very 
light; no nails screws nor clips of any kind to 
work loose and they cannot warp or come 
apart. 
Extremely economical—24 inches of clear fil- 
ing space in each box; they come to you flat 
and occupy very little space until ready for use 
e . 
4, Vaults are always neat and orderly because 


‘Bankers Boxes” assist in making transfer- 
ing.a clean, quick job 
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Bank Has Realty Expert 

The First National Company, affil- 
iated with the First National Bank in 
St. Louis, announces that H. H. Kelso 
has joined the staff of its mortgage loan 
department. Mr. Kelso has been asso- 
ciated for many years with leading 
architects and contractors, both in St. 
Louis and the middle west, in the actual 
supervision of large construction enter- 
prises, and has gained an _ intimate 
knowledge of the practical problems 
entering into the erection of new build- 
ings. 

He will approve all plans and specifi- 
cations and supervise the construction 
of all new buildings financed by the 
bank and join in the appraisal of old 
buildings, thus affording a safeguard 
for mortgage securities. 

Mr. ‘Kelso’s services will also be avail- 
able in an advisory capacity, without 
charge, to all owners, architects and 
contractors desiring assistance in the 
planning and financing of new building 
enterprises. 


L. C. Tingley, former secretary of 
the Xenia Chamber of Commerce, has 
secured the position of business man- 
ager of the City National Bank of 
Xenia, Ohio. 


. The State Bank and Trust Company, 


Charleston, West Virginia, increases its - 


capital stock from $100,000 to $150,000. 











A Handy Way 
to Subscribe 


OR those who read THE 

BANKERS MONTHLY occasion- - 
ally—why not fill out and mail this 
coupon today. Then you will be 
on the regular mailing list. Your 
BANKERS MONTHLY will come 
every month. 


RAND MSNALLY & COMPANY 
Clark, Harrison and La Salle Sts. 
Chicago, III. 


Surely, I want THE BANKERS 
MONTHLY regularly. Here's my $5.00.* 
Please enter my name for a2 year's 
subscription. 

Name......... 
PONG io ie st RON ne 
To 2 ncn cn ace 


*To the United States, Canada, Alaska, Hawaii, the 
Philippines, Porto Rico, Cuba and Mexico, $5.00 a 
year. To all other countries, $5.50. 
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CHRISTMAS 
i. 


BANK ACCOUNT 


"THE T & T Changeable Sign shown 
above has brought new accounts to 
many banks. Placed in the window, it 
serves as an urge to the passer-by to 
place his account now. 


There are many other uses to which 
T & T Signs may be put, for they’re 
just as easy to change as to read. 


Write for further information and 
our Catalogue “B,”’ it illustrates the 
many styles we manufacture. 


THE TABLET & TICKET CO. 


1003 W. Adams Street 
Chicago, III. 








| Automatic Portfolios 


Confidential Containers 


Document Files 
tia Desk Sorters 
Brief Cases 
Vertical, visible filing auto- 
matically accomplished in 
handy transportable form! 


Instant revealment or conceal- 


ment. 

A distinct utility for every 
department of the bank from 
mailroom to executive offices! 
Already in use in many bank- 
ing institutions! 

Badge today for details 


oe Office World’s Greatest 
‘Pat'd&Pndg. ded Efficiency.’’ ‘‘Single- 
Handed, Four-Fingered Super-Service, in an Instant.’’ ‘‘The Contacatint Container for Desks. id 


UNYVERSAL UTYLYTY UNYTS COMPANY ®*.iexde? tic’’* 
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WHAT A SURVEY REVEAL. 
ED ON SMALL CHECK. 
ING ACCOUNTS 


(Continued from page 36) 
follows: “We open commercial ac- 
counts when an initial deposit of $100, 
has been made, and request our depos- 
itors to keep an average balance of not 
less than $50. However, we make no 
charge when the account averages less 
than $50, but we are seriously consider- 
ing the working out of some plan 
toward this end.” 

At Kalamazoo, Michigan, there is a 
Clearing House agreement, which re. 
quires a “minimum of $50, in order to 
open an account, which account must 
not fall below a $50 balance during any 
month. If this should happen, we make 
a service charge of fifty cents each 
month.” 

‘This from .Grand Rapids, Michigan: 
“The writer is of the opinion that it is 
only fair that a bank should charge 
fifty cents or a dollar on current ae- 
counts that do not average $100; still 
there are arguments on the other side i 
in favor of opening checking accounts | 
for small accounts.” ' 

The Toledo, Ohio, banks, through 
their Clearing House, have two rule 
applying to small checking accounts: 
An initial deposit of $50 or more is 
required. A balance of $50 or more | 
must be maintained or a charge of fifty | 
cents per month will be made to such | 
account whose average daily balance is | 
less than $50. 

These rules, however, are qualified | 
by a clause which permits member banks 
to use their discretion where persons 
wishing to open an account are known 
to be highly responsible, or are closely 
associated with valued customers of the 
bank. 


This custom with reference to small 
checking accounts has been in successful 
operation in Toledo since 1916. Con- 
menting on it a bank official of that city 
says: “When the rule requiring a $50 
minimum balance was first put in opera- 
tion, we had some little diffieulty with 
member banks taking advantage of the 
clause giving them discretionary judg- 
ment in the matter of the $50 minimum 
balance. However, the rule for the last 
year or two worked very successfully. 
I think all banks are agreed that Article 
II (requiring the fifty cent service 
charge) should be strictly enforced. 
Our general practice is, where violations [ 
occur, to bring the matter up in an open 
meeting of the Clearing House Associa- 
tion which generally results in those 
who have violated any rule readily 
agreeing to live up to the regulations.” 
This same official makes the statement 
that the fifty cent service charge of his — 
bank amounts to $50 a month. 
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From these letters the conelusion is § 
clear. The writers point out that the J 
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L. unregulated small checking account is 
unprofitable and undesirable. It often 
becomes a nuisance for it tends to over- + 
drafts and encourages customers in SWISHER S 
other practices which are not in accord 
ac- with good banking. It should be elim- NEW INDEX STAMP 
00, inated either through the service charge 
0s- or a process of education. And there 
not is little doubt but that the education can An Appreciable Gift for Banks to Their 
no be brought about much more rapidly DEPOSITORS 
less through the service charge than in any A Nespewy Oia te the Banh, as welt—A 
ler- other way. 
lan Regarding the cost of the small check- 
ing account, a New York banker says: 
sa “It averages us about ten cents to 
re- handle each item. The average small 
to checking account includes about twenty- 
Lust two items, handled each month. 
any Twenty-two items handled each month 
ake amount to $2.20 a month and $26.40 
ach a year.” 
The service charge affords an excellent 
‘an: f opportunity for the balance-building 
t is education necessary through personal " 
irge talks, through enclosure with statements, 
ac- through letters, ete. 
still Objection is sometimes made to the 
side i service charge on the theory that the 
ants | hank owes it as a service to accommodate 
i the small checking depositor. But may 
ugh fF there not be a question as to value of 
ules | this serivee when it encourages the de- 
nts: | positor to continue in a business prac- ELLULOID covered index of complete lettering on rubber stamp. Nickel 
eis § tice that is not good? Is not the bank plated pressed stee! shell and our patented PNEUMATIC CUSHION. 
hore | rendering the customer an_ infinitely LIGHT—-DURABLE—CONVENIENT and HANDSOME 
fifty é better service when it not only urges | Liberal discounts on Rubber Stamps ordered in quantity. Write us for quotation ‘ 
sueli but requires him to earry a bigger bal- \\ , OTHER SWISHER PRODUCTS 
on = | Endorsement . 
. True the, small account of today may oa == OUSEO, <= —_—e 
ified be the big account of tomorrow and no = Wen 
anks | bank ean afford to acquire the reputa- ! Certification ; Wis Ya Se = Stamp Racks 
Eg a an <a || | 
sons tion of not wanting the “little fellow, —s 
own but where it is a matter of under $50 | J || Storage Files 
ysely it seems that the subject should not | || Rubber Type — 
’ the come up in the checking department | J} 35 Years of Knowing How 
| for such a depositor should not be per- Swisher Products—although costing no more than others, 
mall | mitted to carry a checking account any | outwear them many times. 
ssful | ‘ag than - should - permitted _ Our complete catalog at your request 
Yom- vote before he is 21. e is not ready. 
eity | In commenting on this phase of the | H THE R. D. SWISHER MFG. CO. 
$50 subject, a Cineinnati bank gave this | 411-413 South Clinton St. CHICAGO, ILL., U.S.A. 
yera- opinion: “We have tried to be more | §! = = ~ - — 
with k careful in opening the accounts to insist | ~ 
> the | on the $100 average where possible. In | 


de- looking over the records of average 
judg : 








mun | accounts which we have opened with 

last | less than $100, proportionately few ever | 

‘ully. reached the $100 mark or better. es ‘ 

tide | As a result of this survey and pre- | There are advertising novelties 

rvice vious experience and observation, the 

reed. First National Bank of Fort Wayne 

tions | ruled that a service charge of fifty cents in the advertising pages of this issue and 

open | a month be made on all average bal- : : : 

ocia- | ances that fall below $50. No checking in the want ad section that are business 
f ‘ ae ; e ce ae ; 

7 ' angled — ealiatianataies getters. It will pay you to look these over 

oat a for ideas that will bring profitable new 

ment | The Niagara Falls Trust Company, - ° =m 

his Wf Midgar Falls, will erect pen business to the bank with minimum outlay. 
E bank and office building at Falls and 

nis © First streets. It will have a frontage 

. the of 45 feet and a depth of 90 feet. 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





BANKERS MONTHLY 








for JANUARY, 


1923 





FUTURE FIELDS FOR 
FOREIGN TRADE 


(THERE has been much effort during 

the past decade or more to stimulate 
interest in foreign trade, but the people 
of the United States are slow to rec- 
ognize the importance of it. This is 
due, among other reasons, to 

(A) The extent of the country and, 
therefore, the remoteness from the sea- 
board of a large percentage of our 
population. The vast majority of our 
people never come into direct contact 
with the agencies and instrumentalities 
for conducting foreign trade. 

(B) The long continued dominance 
of the extractive industries, especially 
agriculture. Farming has been for so 
many years the occupation of the major- 
ity of our people that we are disposed 
to think and even to legislate in terms 
of agriculture. Whatever = surplus 
food products we have had have readily 
found a market without very much 
effort on our part. 

(C) A certain provincialism in the 
thinking and outlook of our people. 
We are a continental and not an insular 
people. 

(D) The rapid inerease in our 
population and the great diversity in 
later years of our industrial life to- 
gether with our large area and diversi- 


fied economic resources cause many of , 


our people to believe that we can have 
every desirable measure of prosperity 
without the necessity of foreign 
markets. 

Nevertheless, the economic develop- 
ment of the United States has pro- 
gressed to that point where foreign 
markets for an increasing number of 
our products is absolutely essential if 
we are to have that measure of pros- 
perity to which our people have become 
accustomed. Decade after decade our 
manufacturing industry has been in- 
creasing until now we have a producing 
* eapacity in this industry far in excess 
of our domestic demands. At the same 
time, the rapid growth of our popula- 
tion has absorbed an increasing amount 
of our food products. It is, therefore, 
no longer a matter of contenting our- 


selves with the idea that we can, with- 
out effort, find a market for our sur- 
plus production. On the other hand, it 
has now become necessary for us to go 
into the markets of the world and sell 
our surplus manufactured products in 
competition with the products of the 
older manufacturing nations. 

It is pertinent, therefore, for us to 
inquire what fields promise the best 
returns for our foreign trade. We 
have looked to Europe as our chief 
market, due, in part, to the fact that 
our people are of European origin, 
and there was, therefore, supplied a 
natural racial basis for trade. 

In the second place, all’ the western 
European nations developed their manu- 
facturing industries long before the 
United States did and were, therefore, 
in position to supply our people, who 
were chiefly engaged in the extractive 
industries, with many of the diversified 
manufactured products of the Euro- 
pean factories. 

In the third place, Europe had a very 
dense population and because of her 
restricted food producing area she 
needed to import a large amount of 
food supplies which we produced in 
abundance. There were, thus, many 
natural economic bases for a profitable 
trade between the United States and the 
European nations. 

We also looked to Europe to supply 
us with the capital for the economic 
exploitation of our country and the 
interest on this capital, as well as a part 
of the principal, was returned to them 
in the form of exported raw products. 

However, this natural basis of trade 
between Europe and the United States 
has been in process of changing and the 
world war very greatly accelerated the 
forces producing this change. Our 
population has inereased so rapidly 
that it takes an increasing proportion 
of our food production. Even what 
surplus we have of this kind latgely 
sells itself, whether to Europe or to 
other nations. Europe is our chief com- 
petitor in selling most of the manu- 
factured products which we export. It 
has become increasingly more difficult 
to sell manufactured products to the 


western European nations as _ they 
produced largely the same products for 
their home market. Again, we do not 
need, as in the past, to. look to Europe 
for capital to further our industrial 
development. We have become not only 
self sufficient in this respect, but we 
also find ourselves with surplus eapital 
to invest abroad. 


There is already evidence that Amer- 
ican capital is tending to flow to newer 
countries. During the past eighteen 
months, $1,373,755,000 of foreign na- 
tions’ bonds were sold in New York. 
Of this amount, 35 per cent were of 
North American countries, 24 per cent of 
South American nations, and 28.9 per 
cent of European. Europe of all the 
continents of the world is more largely 
economically exploited, for these nations 
have the oldest industrial history with 
the possible exception of Russia and 
some of the southeastern European area. 

It is, therefore, pertinent to inquire 
whether Europe, as in the past, offers 
as good a field for mutually advan- 
tageous international trading, not only 
from the standpoint of the exchange 
of goods but also on the basis of 
whether much of Europe is as good a 
risk for capital investment as is to be 
found in other parts of the world. It 
is, therefore, of increasing importance 
for us to examine other regions of the 
world as possible fields for foreign 
trade, such as the newer industrial 
nations to the south of us and to the 
north, as well as those to the far east. 
Tf we inquire into the economic develop- 
ment of such nations as Mexico, South 
and Central America, Canada, Asia, and 
Africa, we find that they are in the 
relatively early stages of industrial 
expansion. Manufacturing has scarcely 
begun in most of these nations and in 
many of them there are not adequate 
natural economic resources to develop 
manufactures. Therefore, it would 
seem that many of these countries offer 
a great potential and permanent market 
for our surplus manufactured products. 
There is also, in many eases, a natural 
basis for the exchange of products, 
for many of these nations have products 
(Continued on page 89) 
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A BANKER’S VIEW ON 
SOUTH AMERICA 


MERICAN’S lack of acquaintance 

with South America and its people 
is partly responsible for the fact that we 
have been left so far behind by our Eng- 
lish, German and other European com- 
petitors in the race for South American 
trade. This is the opinion of R. S. 
Hecht, president of the Hibernia Bank 
& Trust Company, New Orleans, Loui- 
siana. Mr. Hecht is also president of 
the Board of Commisioners of the Port 
of New Orleans and president of the 
New Orleans Public .Service, Ine. 

Mr. Hecht says: 

“Of course, it must be admitted that 
the primary reason why European na- 
tions have such a strong foothold in 
these countries is the fact that they 
have for several generations past in- 
vested their money in the development 
of their railroads, their mines, and their 
many natural resources, and, what is 
more, they have established steamship 
lines, direct cables and banks to carry 
on their trade. Moreover, they have 
sent out their young men to these coun- 
tries, not on flying visits of a few weeks 
or months, but to settle there and look 
after the interests of their respective 
countries. 

“The financial situation of Brazil is 
not a satisfactory one at the present 
time. Brazil’s visible exports always 
exceed the imports, but the country has 
such a heavy foreign debt that they find 
it difficult ‘to raise enough funds by tax- 
ation and often end the year’s business 
with a very material deficit. 

“Uruguay enjoys very good credit in 
all the world’s markets. Its finances 
have always been most carefully 
handled, and being backed by an ade- 
quate gold reserve the Uruguayan dollar 
has not fluctuated a great deal in value, 
in spite of many serious difficulties with 
which this little republic had to contend 
in recent years. 

“The government of the Argentine 
Republic, while somewhat extravagant 
in its expenditures for public improve- 
ments, is by many considered the best 
in South America. In any event, the 
present incumbent of the presidential 
chair, Senor Alvear, is generally con- 
ceded to be a very fine type of citizen, 
and much is expected during his term 
of office, which began only about two 
months ago and extends for six years. 

“The government of Chile raises 
nearly all of its revenue by export 
taxes, and for a time had a very large 
income, which it promptly expended on 
its army, its navy, its state railroads 
and other public improvements. But 
now that the export of nitrates has 
fallen off tremendously, (and some ar- 
tifieial substitutes are being found for 
the natural product), the position of 
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the government has become exceed- 
ingly difficult, because it has thus lost 
a very large percentage of its principal 
revenue. As a consequence the cireula- 
tion of its irredeemable paper currency 
has largely increased and its value has 
depreciated correspondingly. 

“Peru appears less developed, though 
equally rich in natural resources, than 
most of its neighboring states. It is 
believed, however, that since the open- 
ing of the Panama Canal has brought 
Peru over six thousand miles nearer to 
the United States than it was by the old 
route through the Straits of Magellan, 
there is likely to be a new awakening in 
the business life of the country, and a 
visit to Peru, therefore, will be partic- 
warly interesting and worth while at 
this time. 

“The Banco de la Nacion is a very 
powerful financial institution which is 
supposed to operate just as the Fed- 
eral Reserve Bank does in this country. 
It fails, however, in filling this mission 
because the other banks do not care to 
use its rediscount facilities, for the 
reason that the Banco de Ja Nacion also 
does a general banking business and 
competes with the other banks for com- 
mereial accounts. The banking business 
in the Argentine is very largely in the 


hands of foreign institutions, and com- 


petition is said to be very keen. Three 
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American banks, the First . National 
Bank of Boston, the National City 
Bank of New York, and the American 
Bank of the River Plate, play a very 
important part in the financial life of 
the country, and it is pleasant to record 
that their popularity and influence are 
decidedly on the increase. 

“It is my opinion that the executive 
heads of every American concern striv- 
ing for South American business would 
find it highty profitable to make a trip 
around South America for the purpose 
of getting a better understanding of the 
country and the people, and therefore a 
greater realization of the very real op- 
portunities which exist there. Nor 
should such a trip be considered in the 
light of an irksome business duty, but 
should rather be looked upon as a de- 
lightful and interesting vacation. 


New Highway Completed 

Calgary, Alberta.—The remaining link 
of the Dominion government highway 
across the Rockies from Lake Louise 
into British Columbia via Windermere, 
has practically been completed. This 
will make it possible next summer for 
tourists to make the complete trip up 
from the United States through Alberta 
and down into California by way of 
Banff and Lake Louise.—Canada Week 
by Week. 
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GETTING ADVICE ON 
FOREIGN TRADE 


HE organization of a Trade Adviser 

Service to act throughout the year 
as a medium for the interchange of ex- 
perience on foreign trade problems, was 
announced recently by the National 
Foreign Trade Council, India House, 
New York. 

“This service,” says O. ‘K. Davis, 
secretary of the Council, “is intended 
to provide foreign traders with a con- 
fidential answer to those intimate, per- 
sonal, or unusual problems which ecan- 
not be handled in a satisfactory manner 
through existing governmental or private 
agencies. It will be of very practical 
assistance to foreign traders in improy- 
ing the technique of export organiza- 
tion, sales methods, foreign advertising, 
commercial credits, traffic management 
and other similar practical matters. 

“More than a hundred leading foreign 
trade executives from all parts of the 
United States, and many lines of in- 
dustry have agreed to co-operate in 
this work, and to draw upon their own 
successful experience in order to help 
other foreign traders solve their problems, 

“This advisory service is rendered 
without obligation to the inquirer and 
without renumeration to the adviser, 
solely with the bigger and broader point 
in view of assisting in the development 
of American foreign trade.” 

To secure the benefits of this service, 
the inquirer should submit his problem 
in writing to the trade adviser secretary 
of the National Foreign Trade Council, 
1 Hanover Square, New York, giving 
sufficient details and background to 
enable the advisers to visualize the 
problem in full. The inquiry wil! then 
be considered from all angles, and the 
reply will contain a digest of the advice 
of some of the best brains in American 
foreign trade. 

The general chairman of the Trade 
Adviser Service is E. P. Thomas, Pres- 
ident, U. S. Steel Products Co. A. E. 
Ashburner, American Multigraph Sales 
Co., is vice-chairman; and C. J. 
Warren, Remington Typewriter Co., is 
executive chairman. 

The personnel of this service includes 
representative foreign traders in all 
parts of the United States, ineluding 
such firms as the American Tool Works, 
National Cash Register Co., California 
Packing Corp., Eastman Kodak Co., 
Hupp Motor Car Co., U. S. Rubber 
Export Co., Henry Disston & Sons, 
Western Wholesale Drug Co., Lawrence 
& Co., Sherwin-Williams Co., Interna- 
tional Harvester Co., Waltham Watch 
Co., W. H. Knox & Co., Pillsbury Flour 
Mills Co., Barber Asphalt Co., H. Lin- 
densberg Mfy., Oregon Export-Import 
Co., American Pitch Pine Export Co., 
Brown Shoe Co., Pfister & Vogel Leather 
Co., and Carter’s Ink Co. 
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FUTURE FIELDS FOR 
FOREIGN TRADE 


(Continued from page 86) 


which can be exchanged for manufac- 
tured goods. Many of them have native 
food products which we consume in 
abundance. Mexico, Central and South 
America, and Africa have tropical and 
semi-tropical products for which we 
have enormous demands. Canada has 
forest products, and likewise in many 
of these other countries there exists the 
wherewithal in their native products to 
purchase our manufactured goods. 

Statistics of the physical volume of 
our exports before and since the world 
war show that Europe is becoming 
relatively less important. During the 
period 1885-1894, Europe took 80 per 
cent in volume of our exports, North 
America 11 per cent, South America 4 
per cent, and Asia and Oceania 4 per 
cent, but in the period 1905-1914, the 
80 per cent to Europe had declined to 
66 per cent, North America had in- 
ereased to 18 per cent, South America 
to 5 per cent, and Asia and Oceania to 
9 per cent. Since the war this tendency 
has continued, Europe in 1921 taking 
only 53 per cent, North America 25 
per cent, South America 8 per cent, and 
Asia and Oceania 12 per cent. 


Again, all these newer nations offer 
splendid fields for the investment of our 
surplus capital, the principal of which 
we shall not want returned to us, but 
only the interest. It is true that the 
population: of some of these potential 
markets is not yet large. The countries 
to the south of us—Mexico, Central and 
South America have a population of 
81,355,000 and they have the enormous 
area of 7,815,662 square miles. Canada 
has a population of only 8,361,000, but 
it has the enormous area of 3,729,665 
square miles, much of which has not 
begun to be exploited. But pressure 
on population is always in force and in 
the coming years it is more than probable 
that population will be m6re mobile than 
it has been it the past century. What- 
ever temporary obstacles are erected to 
restrict the movements of the people, 
in the final results, people will distribute 
themselves over the face of the earth 
the basis of their economie needs and 
economic opportunities. 

American banking, to assume _ its 
proper function in extending our for- 
eign trade, needs a development of its 


present organization to the foreign field - 


and most of all-a trained personnel for 
this work. This is true, not only for 
the purely commercial banking, but 
also for investment banking. The United 
States is now, and will continue to be, 
one of the chief sources of supply for 
capital, and our funds will be used in- 
creasingly, both to finance the trade of 
the world, and as a permanent invest- 
ment in many countries. This condition 
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has been brought about in a relatively 
few years, and consequently we have 
not had sufficient time to prepare for 
this new work. American banks need 
to acquire, as quickly as possible, an 
increasing number of men in the Amer- 
ican banking field who have a compre- 
hension of the fundamentals underlying 
international trading and a clear under- 
standing of the significance of interna- 
tional commercial and investment bank- 


ing. Perhaps no other industry or bus- | 


iness task of greater magnitude has 
confronted our people and we shall 
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need the energy and application of our 
very best men to acquire this knowledge 
as rapidly as possible. The opportun- 
ity is here, the laws are adequate, and 
the need is pressing. 


C. W. Vreeland, formerly with the 
National City Bank, has become asso- 
ciated with Philpot & Cannon, Inc., of 
25 Broad Street, as manager of their 
foreign department. John B. Stephens, 
who recently acted as manager of the 
foreign department, is no longer con- 
nected with the firm. 
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Exports Show Increase 

October exports of merchandise from 
the United States totaling $372,000,000 
were larger than those in any other 
month since March 1921, and 19 per 
cent more than in September. Publica- 
tion of import figures for October was 
delayed on account of changes in classi- 
fications and rates made necessary by 
the new tariff law. 

The increase in exports may be at- 
tributed in large part to higher prices 
and an increased volume of cotton ship- 
ments, which more than doubled the 
September figure, to 798,664 bales, the 
largest total for any month since the 
heavy exports of October last year. | 
Exports of meats and dairy products | 
inereased somewhat, but those of grain : 
and grain products declined. Current 
foreign buying of American wheat was : 
reported to be light. 

While reports of exporters recently | 
have seemed to indicate a gradually | 
increasing movement of general mer- | 
chandise products, sellers of cotton | 
goods found a more restricted demand 
in November, which is ascribed to high 
prices. Steel continues in light request, 
and September figures showed a decline 
in shipments for the fourth successive 
month. Imports of iron and steel for 
September, on the other hand, were the 
largest in thirty years, and were more 
than half as large as the export move- 
ment in these commodities. 

Figures published by a private agency 
indicated that silk imports during 
October were larger than in any pre- 
vious month. 

A review of foreign trade changes 
during the fiscal year ended June 30, 






















When a Globe Showed the Way 
to a New World 


HE basic idea that the world was round, that 

by sailing west, he could reach rich kingdoms 
of the East, urged Columbus forth on his voyage 
of discovery. Suppliant before Ferdinand and 
Isabella, he pointed to a sphere representing a 
globe, to give their majesties a truer conception 
of his venture. 

















From that day to this, the globe in the hands 
of mariners, scholars, teachers, in public and 
private libraries and in homes, has given man 
his truest image of the sphere on which he lives. 
And as time has gone by, man’s ability to portray 
the physical features of his world has increased. 
To-day RAND MENALLY globes place within the 
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square feet of space, has been officially | 
announced. The amount of money 
which it is proposed to spend on the 
Canadian exhibit for the occasion has 
not yet been stated. The space being 
taken, however, is the same as _ that 
being taken by Australia, which is spend- 
ing $1,250,000 on its display—Canada 
Week by Week. 




































The Indiana State Bank, North Man- 
chester, Indiana, increased its capital 
stock from $50,000 to $100,000. 


Nail this coupon for “A World of Romance,” which unlocks the 
door to a new world of interest and adventure. It contains also 


a full description with illustraticns of the new RAND MCNALLY 
Globes. 


RAND M¢ENALLY & COMPANY, Dept. P-18, 536 S. Clark Street, Chicago 
You may send me free without obligation, “A World of Romance.” 



















A new $10,000 bank is contemplated 
by the First National Bank of Withee, 
Wisconsin. 
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Savings in Great Britain 

British small investors have purchased 
since the first issuance of British Sav- 
ings Certificates in 1916, 591,913,000 of 
these certificates representing a total 
investment of £459,144,504. The certif- 
jeates were originally issued to aid the 
Government’s war financing but the 
continued popularity of the securities 
indicates that the British public has ac- 
quired a permanent investment habit 
through the movement. 

Figures received by the Bankers 
Trust Company, of New York, from 
its English Information Service disclose 
that there are at present in Great 
Britain more than 20,000 local Savings 
Committees and other associations pro- 
moting regular investment of savings 
through the purchase of the certificates. 

Withdrawals up to September, 1922, 
amounted to £115,679,000 or only about 
25 per cent of the amount invested 
since the origin of the movement. The 
amount of the certificates taken by 
British small investors was exception- 
ally large in the last fiscal year. It totaled 
£93,100,000 or more than twice the 
amount taken in the fiscal year 1920-21 
and £4,000,000 more than the amount 
issued in the final year of the war. In 
seven months of the present fiscal year 
(beginning April 1, 1922) £41,800,000 
of the certificates were issued. 

A eomparison of British and Amer- 
ican official figures shows that the total 
amount invested by the British public 
through Savings Certificates is larger 
than the sum thus invested in the United 
States, but the British savings certif- 
icates movement had an earlier start by 
about two years. 

Business Improving 

Reports from Canada state that while 
recent high temperatures have tended 
to curtail the distribution of seasonable 
goods at retail in some parts of the 
Dominion of Canada, wholesale orders 
for the chief commodities continue in 
satisfactory volume. 

Sentiment generally is very optimistic, 
as the leading industrial plants are in- 
creasing their operations, thus giving 
steady employment to a large number of 
laborers, and, while buyers exercise con- 
siderable care in entering into future 
commitments, the belief widely prevails 
that the advent of settled cold weather 
will be promptly followed by the active 
absorption of seasonable merchandise. 
Collections tend to improve. Advices 
from Winnipeg, Saskatoon, Calgary, 
Regina and other cities in the West and 
Northwest indicate that signs of im- 
provement in business are becoming 
more numerous, and, though buying 
continues along conservative lines, retail 
distribution is more active in most dis- 
tricts, and wholesale orders are being 
placed with increasing confidence.— 
Canada Week by Week. 
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Woven into the 
‘Fabric of Business 


Years of successful service have veritably 
woven Lloyd-Thomas appraisals into the very 
fabric of business. 


This is a surprising statement—yet it is sub- 
stantiated by the ever-increasing number of rep- 
resentative institutions which insist upon a 
Lloyd-Thomas appraisal as the primary step in 
the planning of business maneuvers. 


Whether it be for the purpose of merger, bond 
issue, credit extension, insurance adjustment or 
invested capital, Lloyd-Thomas appraisals have 
been proved indispensable. The great saving 
involved in money, time and energy—usually 
cover, many times over, the original cost of the 
appraisal. 


Maintaining a large staff of highly trained and 
experienced specialists, the Lloyd-Thomas or- 
ganization, flexible and efficient, can meet the 
most exacting demands of accuracy and speed. 


Recommend that your institution use this short 
cut to accurate, authentic, dependable informa- 
tion regarding physical values. 


The |loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


1128 Wilson Ave., Chicago st 75 Fulton St., New York 
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Tenth Foreign Trade Convention 

The Tenth National Foreign Trade 
Convention of the National Foreign 
Trade Council will be held in New 


*Orleans on April 25, 26, 27, 1923, ac- 


cording to announcement of O. K. 
Davis, Secretary of the Council. 
“The selection of New Orleans as 
the Convention City,” said Mr. Davis, 
“is peculiarly fitting in view of the 
development of the city as a great 
center of American foreign trading 
activity. In 1921 New Orleans was the 
second port of the United States, im- 
porting coffee, sisal, burlaps, bananas, 
crude oil, and sugar; and exporting 


corn, rice, wheat, cotton, glucose, steel © 


rods not wire, iron pipes, steel plates 


and sheets, lard, cottonseed cake, meal 
and oil, mineral oils, tobacco and lumber. 

“Of special interest to foreign traders 
in all parts of the Mississippi Valley 
has been the development of shipping 
facilities at the Port of New Orleans, 
and the consequent increase in steam- 
ship services. Since the Third National 
Foreign Trade Convention was held in 
New Orleans in 1916, this progress has 
been particularly marked, and has been 
accelerated by the increasing propor- 
tion of American foreign trade carried 
on with the West Indies, Central Amer- 
ica, Mexico, South America and Asia, 
much of it passing through gulf ports.” 

As in former years, leading foreign 
trades will attend. 
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TAXING “SURPLUS” ITEM 
OF CORPORATIONS 


HE agitation for the taxation of cor- 
poration surplus or stock dividends 
representing transfers from surplus ac- 
count to capital account, has been re- 
vived, and is at once the eause and re- 
sult of 


numerous stock dividends re- 
cently. The announcements of these 
dividends, which under a decision of 
the U. S. Supreme Court are non-tax- 


able for the very good reason that they 
do not transfer anything, has excited 
a portion of the public, which under- 
stands them to be a distribution of 
profits, and prompted a demand for 
more taxation. On the other hand, the 
revival of the demand for the taxation 
of such surplus or stock has naturally 
prompted corporations to complete any 
action of the kind they may have been 
contemplating. 

It is not strange that many people 
should be unfamiliar with corporation 
finance, in which the term “surplus” is 
used in a technical sense. In the case 
of a corporation it does not mean cash 
on hand or an excess of any kind of 
assets over its needs, but simply an 
excess over the sum of obligations and 
capital stock outstanding. The “sur- 
plus” shown in a corporation’s state- 
ment may be, and commonly is, all in- 
vested in machinery, and 
necessary capital. In the 
operation of the business it is indistin- 


buildings, 
working 


guishable from that part of the eapital” 


represented by capital stock. 

An individual in an unincorporated 
business does not have surplus in the 
same technical sense, nor does a partner- 
ship, because they have no outstanding 
stock. They do not ordinarily make the 
distinetion between “capital,” “surplus” 
and “undivided profits” that is done 
in eorporation bookkeeping. 

When it comes to taxation, individual 
proprietors and members of partner- 
ships pay the regular personal income 
taxes upon that portion of the profits 
of the business which belongs to them, 
whether they withdraw any part of it 
from the business or not, and that is 
all the taxes paid upon those profits. 
The profits are counted as income to the 
proprietors once, and that is all. 


The foregoing is something to bear 
in mind in considering what is just and 
fair treatment as between persons who 
choose to carry on business under the 
corporate form and those who earry on 
perhaps the same kinds of business as 
individual proprietors or in partner- 
ships. From the standpoint of public 
policy, there is no good reason why 
the government should diseriminate 
against the corporate form of proprie- 
torship. It is the greatest ageney in 
existence for the widespread distribu- 
tion of the ownership of large under- 
takings. It is the practicable 
means available for promoting co-oper- 
ative industry on a large seale. It has 
become common practice for corpora- 
tions operating public utilities to sell 
their new stock issues to their patrons 
and employes, a notable example of 
such distribution being the case of the 
American Telephone and Telegraph 
Company, which has over 235,000 stock- 
holders, of whom over 46,000 are tele- 
phone employes. 

Although a great portion of the bus- 
iness of the country is carried on by 
individual proprietors and partnerships, 
in many lines the operations are of such 
magnitude, requiring so great an in- 
vestment of capital, that they cannot 
be handled economically and for the 
best service of the public except by 
corporations. It is not desirable that 
the development of industries on a 
large seale shall be limited to individuals 
rich enough to own them alone or in 
partnership with a few others. The 
joint stock corporation has opened the 
way for general participation in 
dustry on a large seale. 


most 


in- 


Joshua T. Fanning has been elected a 
trustee of the Riverhead Savings Bank, 
Riverhead, New York, to fill the vacaney 
saused by the death of ex-Sheriff George 
W. Cooper. - Mr. Fanning, who is the 
senior member of the firm of Fanning, 
Edwards and Gagen, Ine., of River- 
head, Southold and Bridgehampton, 
New York, is a director of the Suffolk 
County National Bank of Riverhead. 


The First National Bank of Pomona, 
California, is getting ready to build a 
$250,000 home. 
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Bond Prices Continue Low 

The recession in the prices of invest- 
ment bonds, continuing as it has, em- 
phasizes the necessity for reviewing in- 
vestment holdings and _ strengthening 
them by proper diversification. Yields 
in general are not so attractive as they 
were in the earlier days of 1922, vet by 
mid-November the average price of 
bonds had lost about half the advance 
from the year’s lowest figure in January 
to the highest in August. Foreign 
bonds, the quotations of which do not 
always reflect their true worth, offer 
returns at existing levels that in many 
cases are close to the highest of the year. 

The factor which is perhaps most 
otten mentioned in connection with the 
reaction in bond quotations is the with- 
drawal of funds from the investment 
security market for both those commer- 
cial requirements which are seasonal 
and those which are due to the cyclical 
upward saving of business. Loans and 
discounts of the reporting member banks 
of the Federal System, after having 
maintained a downward trend during 
the first half of the year, initiated an 
upward movement from July 26; during 
November the amount reported as of 
January 4 has been surpassed. 

It was to be expected that the in- 
creased demand for bank aeeommoda- 
tion would result in a strengthening of 
commercial paper and time loan rates; 
this has, as is well known, been true for 
some weeks, and rates are now firm on 
a level measurably above that of last 
summer. As the demand for funds for 
crop-moving has probably passed_ its 
peak, the supply of available credit 
indicated by the foregoing comparative 
statistics does not make it appear that 
any further downward movement in the 
course of bond prices in the immediate 
future will be caused by an acute money 
shortage.—Guaranty Survey, New York 


Gates W. MeGarrah, chairman of the 
Mechanics and Metals National Bank, 
New York City, has been elected a class 
“A” director of the local Federal Re- 
serve Bank. Owen D. Young, chairman 
of the General Electric Company, was 
elected a class “B? director. 

Mr. MeGarrah and Mr. Young were 
elected for a term of three years, start- 
ing January Ist. 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 


Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


ILLINOIS TRUST 
& SAVINGS BANK 


La Salle at Jackson:-:Chicago 


Eugene M. Stevens 


Vice-President 


Capital Warned Away from Soft Coal 

The studies already made by the 
United States Coal Commission all 
point to the fact that the bituminous 
coal mining industry is overdeveloped. 
“Too many soft coal mines and too many 
miners” describes the situation in plain 
English. In these coal mines more cap- 
ital is invested and more miners are 
employed than are needed to produce 
the coal the country requires. This 
condition, of course, involves waste on 
a country-wide scale. 

How great is the present inflation of 
the industry can not be stated exactly 
at this time, but unquestionably the in- 
flation is excessive. Estimates of the 
exeess mine capacity range from 30 
to fully 60 per cent above the country’s 
normal demand which for the last five 
years has averaged about 510 million 
tons a year. Figured on the basis of 
their actual output for the best week 
in 1918, the capacity of the soft coal 
mines was then 685 million tons. Since 


1918, unfortunately, the min® capacity. 


has been further enlarged, and another 
estimate of it can be made from the 
average daily output last year: 300 
days’ work at that rate would have re- 
sulted in 840 million tons being mined, 
or fully 60 per cent more than the 
normal needs of the country. 


Taxing Bank Liberty Bonds 
The right of states to tax Liberty 
bonds and tax exempt state securities 





Roger K. Ballard 


Manager Bond Department 


owned by banks has been upheld by the 
Supreme Court in a per curiam decision 
affirming the ruling of the Supreme 
Court of Oklahoma in the ease brought 
by the Peoples’ National Bank of King- 
fisher against the board of equalization 
of Kingfisher County. No opinion was 
rendered by the justices, the decision 
being affirmed on the authorities quoted. 
Pending an examination of the merits 
of the case treasury officials withheld 
comment, though admitting the import- 
ance of the decision as affecting the taxa- 
tion of national banks. 

The Peoples’ National Bank of King- 
fisher had invested $31,900 of its cap- 
ital, surplus, and undivided profits in 
Liberty bonds as well as several thou- 
sand dollars in state securities. These 
bonds and securities the assessor for 
Kingfisher County listed as the personal 
property of the bank, subject to taxes, 
and further refused to deduct the amount 
of the capital of the bank invested in 
Liberty bonds. 


The Money Market 

Market rates for money were stable 
throughout November. Total  redis- 
counts and borrowings of reporting 
member banks from the Federal Reserve 
banks at the end of the month were 
less than half the amounts at the end 
of November last year. The demand 
for funds, however, has shown a distinct 
inerease since midsummer which is 
partly seasonal and partly due to bus- 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


M. H. Bent 


Ass’t Manager Bond Department 





iness improvement. The demand comes 
chiefly from the large centers and from 
industries that have enjoyed exceptional 
expansion. The commercial and indus- 
trial centers of the country liquidated 
sooner than the agricultural. Liquida- 
tion of loans is still going on in the 
latter sections, but the inerease in bank 
acconimodation in the large cities has 
somewhat more than offset it. 

The growth of business throughout 
this year is reflected in the more rapid 
turnover of bank deposits. The volume 
of bank checks charged to individual 
deposits has shown an increase for every 
month this year, except January, as 
compared with the corresponding 
months of 1921. This increase has been 
somewhat more rapid than that of bank 
deposits. Consequently, the rate of 
turnover is faster. The increase in 
bank loans, however, has been at a 
considerably slower rate than the in- 
crease in volume of business. 

Investments of reporting member 
banks have increased about 32 per cent 
during the past year. There has been 
only a small decline in this item during 
the fall months. The Harvard Keo- 
nomic Service makes the interesting pre- 
diction that as long as government re- 
funding operations continue, there will 
be very little decrease in bank invest- 
ments. It follows from this that when 
banks have need of additional funds 


‘to loan, their main dependence will be 
I 


upon the Federal Reserve System. 













































4th & Chestnut Sts. 
Philadelphia 





payment. 


other currencies. 


Founders Court, Lothbury 
LONDON, E. C. 


Bank Opens Hongkong Account 

It is announced by the foreign de- 
partment of the Pacific-Southwest Trust 
and Savings Bank of Los Angeles, that 
a direct account in Hongkong, China, 
has been opened in order to perform 
a special service for the Chinese clients 
and for commercial houses doing bus- 
iness in the orient. 


To promote honesty, straightfor- 
wardness and confidence between farm- 
‘ ers and bankers will prove one of the 
most effective means of divesting mil- 
lions of wasted rural investments to 
safe constructive channels.—Seymour 
L. Cromwell, President New York Stock 
Exchange. 


59 Wall St., NEW YORK 





BROWN BROTHERS & CO. 


Established 1818 


60 State St. 
Boston 


Financing Foreign Trade 


OR nearly a century merchants have 
recognized our Commercial Letters 
of Credit as a standard method of 

They are of material assistance in 

financing trade with Europe, Africa, the Far 

Fast, Australia, or South America. 

may be issued in dollars, sterling, francs, or 


They 


A Century of Service 


BROWN, SHIPLEY & COMPANY 


Established 1810 


Office for Travelers 


i23 Pall Mall, LONDON, S. W. 


Property Chart Published 

A six page folder entitled “How is 
Property Distributed Where There Is 
No Will,” was issued recently for free 
distribution by the Trust Department 
of the Liberty Central Trust Company 
of St. Louis. 

The chart shows how real estate and 
personal property in Missouri will 
descend and be distributed when the 
owner dies without a will. Copies of 
the folder may be had upon application. 


Paul M. Warburg, chairman of the 
board of the International Acceptance 
Bank, Ine., New York, has been elected 
president of the American Acceptance 
Council. 
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The Rise in Sterling 

Viewed from the standpoint of in- 
ternational finance, the outstanding de. 
velopment of December has been the 
rise in sterling. Recently it has taken 
on sensational proportions, with indiea- 
tions of aroused bull speculation which, 
until now had not been a factor. At 
this writing, the pound sterling is within 
eighteen cents of its gold parity, with 
most of the visible signs pointing to still 
further appreciation. 

None of the explanations hitherto 
published regarding this phenomenon 
has been fully satisfying. Each has 
ignored certain obvious factors, and in 
addition to this has not included in eal- 
culations some of the unseen influences 
that have been advantageously used by 
British bankers. 

Primarily, the foundations for the 
advance in sterling was laid by the re- 
moval of the usual and seasonal factors 
of depression. The market has _ been 
practically bare of sterling bills. This 
was contrary to expectations, as it had 
been assumed that on account of the 
small stocks of cotton in Liverpool and 
the moderate supplies of grain, the pur- 
chase of these commodities by British 
importers would result in a deluge of 
grain and cotton bills this autumn. The 
speculative element, therefore, has been 
moderately short of sterling. 

Exports of cotton from this country 
to England have been considerably 
larger than last year. Roughly speak- 
ing, the$ are to date about 150,000 
bales over the clearances of last season. 
Exports of grain also have been fairly 
heavy. These purchases, however, have 
not been financed in the customary 
fashion. Instead of representing the 
ordinary transaction involving the pres- 
entation of bills of lading and the sales 
of exchange, the operation has been 
consummated by the establishment of 
dollar credits in this country with funds 
accumulated by payments for such serv- 
ices as ocean freight, insurance and 
other invisible items. There is good 
authority for the statement that fully 
half the value of British purchases of 
raw materials and food stuffs from this 
country in the last six months has been 
financed by this method.—W. J. Woll- 
man & Co. Review. 


French and U. S. Railways 

Brown Brothers & Company New 
York City have issued a thirty-five page 
brochure in the “Railways of France.” 
This was written by a representative of 
the firm who made an inspection of the 
French lines some months ago. In it 
each French railway is compared in its 
physical and traffic characteristies with 
some one important American railroad. 
Finances, electrification plans and 
future development of the six French 
systems are described in detail. 
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SAVE SAVINGS SAYS 
A. B. A. OFFICIAL 


N a letter to newspaper editors, Samuel 

H. Beach, president of the Savings 
Bank Division American Bankers As- 
sociation, urges that the entire press 
of the country assert its powerful in- 
fluence to prevent a dissipation of the 
accumulated savings, represented by the 
war savings certificates, by thriftless 
expenditure or by purchase of worth- 
less securities. He fears that many 
people will regard the realization of 
both principal and interest upon an in- 
vestment made five years ago as “ready 
money” and spent it with correspond- 
ing ease. 

In his letter he states that “It may 
not be generally understood that all 
recognized banking institutions and 
especially those which handle savings 
deposits are prepared to render the 
same gratuitous service for holders of 
these maturing obligations as_ they 
rendered at the time when they were 
sold. These bankers, as well as treasury 
offidials and postmasters, are prepared 
now to give full information and also 
to receive and forward the unregistered 
certificates. 

“A recent compilation by this divi- 
sion showed for the first time that there 
are more savings accounts in America 
than there are families and that one- 
half of all bank deposits and one-third 
of all bank resources are in the savings 
accounts. There is no way for estimat- 
ing the number of owners of war sav- 
ings certificates, but we presume that 
it is so large as to add materially to the 
number of actual savers with which the 
country should be credited. 

“The bank doors are open to all and 
the public is assured of the same cordial 
service without charge as that which 
was rendered without thought of re- 


muneration during the critical times of 
1918.” 


To Protect Branches 

The Grand Rapids Savings Bank of 
Grand Rapids, Michigan, has contracted 
with the Safety Burglar Alarm Com- 
pany of Grand Rapids for the protec- 
tion of its 12 branches against burglary 
and daylight holdup. 

The contract with the Safety Bur- 
glar Alarm Company for its 12 branches, 
followed the installation of the Safety 
Burglar Alarm Company’s system in 
one of the branches of the Grand 


Rapids Bank, where it had a successful 
tryout. 


Hyman Pearlstone, vice-president and 
general manager of the Boren-Stewart 
Company, was elected a director of the 
Southwest National Bank of Dallas. 
Mr. Pearlstone is also vice-president of 


the First National Bank of Palestine, 
Texas, 




































When Bank Funds 


Accumulate 


bond investments offer a profitable and 
convenient means of keeping funds em- 
ployed and yet available. 

The experienced organization and 
large operations of Halsey, Stuart 6 Co. 
enable this house to render comprehen- 
sive service to banks seeking temporary - 
or long-term investments which exactly 
fit their requirements. 

As underwriters of bond issues on a 
large scale,we can submit a well-diversified 
list of bonds suitable for the investment 
of bank funds—issues which we can 
recommend from our thorough knowl- 
edge of them. 

Serving the investment needs of banks, 
insurance companies and trustees is an 
important part of our business, for which 
we have developed special facilities. 

The way to know our service is to fest it. 
Write us for suggestions or information 
bearing on current investment problems, * 
which we shall be glad to furnish with- 
out obligation. 







FJ-14 
HALSEY, STUART & CO. 
INCORPORATED 
CHICAGO NEW YORK BOSTON PHILADELPHIA 
209 So. La Salle Street 14 Wall Street 10 Post Office Square Land Title Building 
DETROIT MILWAUKEE ST. LOUIS MINNEAPOLIS 

Ford Building First Wis. Nat’l Bank Bldg. Security Building Metropolitan Bank Bidg. 





Are Your Coal Mines 
making money today? 


Peabody-managed mines 
are. Let us show you why. 
Our service includes man- 
aging, operating, selling. 
Experience 39 years. 


ig al 


332 South Michigan Ave. - CHICAGO 


Operating 44 Bituminous Mines in 12 Fields with Annual Capacity of 23,000,000 tons 
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Paine, Webber & Co. 


THE ROOKERY, CHICAGO 


BONDS AND NOTES OF 


U.S. GOVERNMENT 
FOREIGN GOVERNMENTS 
AND THEIR 
MUNICIPALITIES 
RAILROADS 
PUBLIC UTILITIES 
INDUSTRIALS 


MEMBERS 


NEW YORK STOCK EXCHANGE 
BOSTON STOCK EXCHANGE 
CHICAGO STOCK EXCHANGE 
DETROIT STOCK EXCHANGE 

NEW YORK COTTON EXCHANGE 
CHICAGO BOARD OF TRADE 


INTERESTED PRIMARILY IN THE ORIGINATION AND DISTRI- 
BUTION OF INVESTMENT SECURITIES. FIFTEEN OFFICES 
IN THE PRINCIPAL FINANCIAL CENTERS OF THE EAST AND 
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Charles C. Otto Resigns 
% Charles C. Otto, vice-president of the 
Fidelity National Bank, Spokane, 
Washington, resigns to accept reap- 
pointment as national bank examiner 
for the Twelfth Federal Reserve District. 
Mr. Otto joined the Fidelity staff as 
vice-president September 1, 1920. For 
three years prior to that time he was 
national bank examiner for the eastern 
Washington and northern Idaho district. 
He served as national bank examiner 
since 1912 and in that capacity ex- 
amined every national bank in Cali- 
fornia, Nevada, Washington, Idaho and 
Oregon and was also assigned to relief 
duty in Wisconsin and North Dakota. 
Mr. Otto, while vice-president of the 
bank, served one term as secretary of 
Group 2 of the Washington Bankers’ 
Association. 


SYSTEM, ENABLE US TO EFFICIENTLY HANDLE 


INQUIRIES 


INVESTMENT SECURITY. 


CHICAGO 


MILWAUKEE 


DULUTH 





. 


Readers will confer a favor 


PHILADELPHIA DETROIT 


GRAND RAPIDS SPRINGFIELD 


HARTFORD PROVIDENCE 


Jasper S. Brock of New Orleans was 
appointed to succeed L. E. Thomas as 
state bank examiner. His first banking 
venture was with the Farmers and Mer- 
chants Bank at Hackley, Louisiana, as 
cashier. He then became assistant 
cashier with the Convington Bank and 
Trust Company and a year later was 
made cashier of the Farmers and Mer- 
chants Bank at Franklinton, Louisiana. 
Tn 1915 he was appointed assistant bank 
examiner and in 1919 he was made chief 
assistant, continuing in that capacity 
during the Thomas administration. 





J. C. Armstrong, secretary of the 
Peoples Trust and Savings Bank of 
Chicago resigns to become vice-pres- 
ident and general sales manager of the 
National Stone Company. 


Relieving Freight Car Shortage 

Will railroads pool railroad freight 
cars in order to meet. the country’s ur. 
gent need for shipping facilities? It 
is possible that this action may be taken 
by the railroads voluntarily. On the 
other hand, if the action is not taken 
voluntarily there is a possibility that 
the Interstate Commerce Commission 
may use its emergency power conferred 
by the Transportation Act to supply 
various railroads with cars if they are 
not immediately forthcoming by the 
action of the railroads themselves, 
Evidence that some action is imminent 
was supplied by the recent informal 
application of the Union Pacific Rail- 
road to the commission for such relief, 

S. Davies Warfield, president of the 
National Association of Owners of Rail- 
road Securities, has written a letter 
Commissioner Clyde B. Aitchison, 
Chairman of Division Five, Interstate 
Commerce Commission, which reads in 
part as follows: 


“It has been plainly evident since the return 
of the railroads from the Federal control that 
&@ serious car shortage would confront the coun- 
try at periods of any substantial revival of bus. 
iness. It was foreseen early in 1922 that at 
the present period there would happen what 
has occurred—shippers left without cars to 
move the commodities necessary for the country’s 
business with undue losses in particular regions, 
yet no remedies were taken to permanently re- 
lieve a situation that has threatened business 
prosperity, greatly inc*eased the cost of coal, 
the living necessities ind that many believe 
now threatens private operation of the carriers 
if action is not taken to provide a permanent 
system of car supply and distribution in the 
recognition that transportation must be consid- 
ered as a whole—what the Supreme Court de 
fined as a ‘“‘national railway system.” 

When a great railroad system like the Union 
Pacific, apprehensive that it could not safely 
rely upon the present voluntary agency of the 
railroads to correct the serious car shortage 
conditions on its own lines, appears before 
your division and appeals to the commission to 
use the emergency power which, together with 
other provisions now in the transportation act, 
was opposed by the Association of Railway Ex- 
ecutives’ representatives when proposed before 
committees of congress by the Association of 
security owners, it must be evident to your 
division and to the entire commission that the 
present voluntary means provided by the rail 
roads for the initial supply of cars and for 
the distribution and relocation of freight cars 
in interchange service are inadequate. It is 
equally evident that this service cannot be made 
adequate without the assistance of a definite 
central agency, organized under the proposals 
made, and given power to utilize the services 
of uny of the forces or agencies of the railroads 
in investigations with the object of adoptinz 
the most effective method for the acquisition. 
standardization, repair, rebuilding, selection 
classes of interchange cars to give best results 
by pooling and to provide a car distribution 
system such as would furnish at all times and 
without the aid of the commission an adequate 
car service economically administered.” 


The letter points out that the question 
of transportation has become a political 
issue of great magnitude in the country, 
and that there is great unrest in those 
sections of the country where transpor- 
tation has nearly broken down in fail- 
ing to provide freight cars to handle 
commodities. 

J. A. Rathbun, until recently pres- 
ident of the First National Bank of 
Cameron, Missouri, has been appointed 
deputy state insurance commissioner by 
Gov. Hyde. He fills the post made 
vacant by the resignation of Joshua 
W. Barbee. 
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A. B. A. SERVICE PLANS 
ARE BROADENED 


pLars for broadening the work of 

the American Bankers Association as 
an institution of service for the whole 
people rather than merely for the spe- 
cialized field of banking, were outlined 
recently by John H. Puelicher in an 
address at a dinner given him by Pitts- 
burgh bankers as President of the Amer- 
iean Bankers Association. Mr. Puelicher 
told of: the recent meetings of the Ad- 
ministrative Committee of the Associa- 
tion at Washington, D. C., during 
which contacts were established with 
government officials for the purpose of 
placing at their disposal such facilities 
of the organization as might be helpful 
to them and conducive to public welfare 
in their work. 


“Just as the prosperity of the in- 
dividual bank,” Mr. Puelicher said, “is 
built on the progress of its community, 
so the prosperity of banking is founded 
on the economic betterment of the 
nation. It is a narrow view of the 
American Bankers Association and its 
work to look upon it as an organiza- 
tion to serve only the interests of banks. 


“Tt is a fact that banks serve them- 
selves best by serving others first. To 
state the case in extreme but absolutely 
true terms—banks do more for their 
own prosperity by aiding the develop- 
ment of efficient methods of farm pro- 
duction and finance than by foreclosing 
mortgages. They do more for them- 
selves in the promotion of sound re- 
ciprocal trade than in speculating in 
foreign exchange. They do far, far 
more for themselves through the in- 
culeation of sound money principles 
than in participating in the profits of 
credit and currency inflation. In other 
words, what is best for the country is 
best for the banker. There is no such 
thing as detaching the interests of bank- 
ing from the interests of the people. 


“Therefore, within itself the associa- 
tion has set up such bodies as the Agri- 
cultural Commission to study and 
promote the development of farm pros- 
perity. It has set up the Commerce 
and Marine Commission to aid in ascer- 
taining the sound principles of Amer- 
iea’s world business position in this era 
of the greatest international problems 
that ever confronted the human mind. 
It has set up the Economie Policy Com- 
mission to give thonght and counsel in 
regard to problems of domestic political 
economy, such as the preservation of 
sound money. It also maintains the 
Publie Education Committee to stim- 
Wate a wider familiarity with sound 
business principles. These and other 
activities the Association supports in 
behalf not only of banking but of the 
general welfare.” 


Hyney, Emerson & Co. 


Municipal and 
Corporation 


Bonds 


We specialize in the 
origination and dis- 
tribution of First 
Mortgage Bonds 
which are the obli- 
gations of well estab- 
lished industries 
whose products are 
rated as essential. 


Hyney, Emerson & Co. 


39 South La Salle Street 
CHICAGO 


Kalamazoo, Mich. 


Milwaukee, Wis. 


Injurious To Federal Reserve 

Eugene Meyer, Jr., director of the 
War Finance Corporation, has written 
the following letter to J. H. Puelicher, 
president of the American Bankers As- 
sociation regarding a practice of cer- 
tain banks which carry statements in 
their advertisements regarding their 
relation to the Federal Reserve System: 

“Tt has come to my notice that, in a 
great many instances, banks which are 
members of the Federal Reserve System 
are carrying in their statements, or in 
their advertisements, a statement to the 
effect that they do not borrow from the 
Federal Reserve bank, or that they have 
no loans or rediscounts with the Federal 
Reserve bank of their district. 

“Such banks are by no means in all 





eases the strongest banks, although they 
seek to increase their standing and 
reputation by such statements. It is 
even more true that such banks are by 
no means the banks which are serving 
the best interests of the people of their 
territories. Especially is this true in 
the agricultural districts. Such state- 
ments as I refer to tend to impair and 
diminish the usefulness of the Federal 
Reserve System, established by the 
people of the United States to serve as 
an elastic banking and currency system 
for the benefit of all the people. It 
would appear that the American Bank- 
ers Association might take prompt 
action with a view to stopping the 
practice of making statements injurious 
to the public interest.” 
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BULLDING like white pillars which 

draw the light as well as the eyes of 
passersby are one of the latest develop- 
ments in architecture. Some of the 
most imposing structures being built 
are of this type. Limestone is a favorite 
material for this new “white architec- 
ture.” In the picture above, the two 
highest buildings, which stand out in 
an aeroplane view as well as from the 
viewpoint of the man in the street, are 
of white limestone. 


The high white building to the left is 
the Magnolia Building, in Dallas, 
Texas, and the highest one, in the center, 
is the American Exchange National 
Bank building. Both are designed by 
A. C. Bossom, New York, architect. 
The other white limestone building, in 
the right foreground, is the Federal 
Reserve Bank building. The white 
building is particularly suited to the 
architectural impression that banks wish 
to attain. 
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to the attention of bankers is: information 
which the Company has most carefully gath- 
ered, sifted and analyzed. 


BOSTON 


LONDON 
HUQUGQUONUEGUNGUEOONODNOUEOQUGOUGOOEODEGUOOGUGOUGQUOAUOOOUGOEGOUEOUOOONODEGOUGQOOUOOOONGOOGONNUONOOGGOONUOOUENOOEOOGUOOOUOOOOOOROUUOLE 





? 


The investment 


PHILADELPHIA 
NEW ORLEANS 
TOKIO 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


BANKERS MONTHLY for JANUARY, 1923 


CO-OPERATIVE MARKET 
HERE TO STAY 


G PEAKING before the National 

Council of Farmers Co-operative 
Marketing Associations, Eugene Meyer, 
Jr., managing director of the War 
Finance Corporation, emphasized the 
fact that co-operative marketing asso- 
ciations have come to stay and that they 
are destined to play an important and 
permanent part in the economic develop. 
ment of the country. 

Mr. Meyer said: 

“As a banker lending the publics 
money I believe in the co-operative 
marketing associations. I believe that 
the spread of the movement, beginning 
with the first loan made by the War 
Finance Corporation to an association 
in July, 1921, has done more to facilitate 
recovery from the acute and extreme 
depression of last year than any other 
single factor. I believe that the steady- 
ing influence of the co-operative market- 
ing associations, carrying out a pro- 
gram of orderly marketing and estab- 
lishing credits on a sound basis with 
the War Finance Corporation and with 
the banks of the country, has materially 
shortened the period of depression. I 
ean say fairly that very little exception 
can be taken to the policies or to the 
management and personnel of the 
thirty-two co-operative marketing asso- 
ciations to which the War Finance Cor- 
poration has authorized advances total- 
ing $178,000,000 during the past sixteen 
months. 

“The co-operative marketing move- 
ment is a hopeful sign for the future 
But there are certain dangers which 
you, as representatives of the move 
ment, must guard against. There are 
men in almost every community who 
have difficulty in distinguishing between 
orderly marketing and speculative hold- 
ing. They do not mean to do any harm 
They mean well. They merely wish to 
get better returns for the producer. | 
am happy to say that the War Finance 
Corporation has seen very little of them 
and our experience, on the whole, has 
been very satisfactory, both from the 
business and the management point of 
view. 


POTN ST ERTS 


aod 


The sincere and whole-hearted | 


believers in the co-operative movement | 


must do everything in their power to 
prevent any important co-operative 
marketing association from going 


far astray from sound policies of order | 


marketing as to permit the critics and 
enemies of the movement to discredit 
all by pointing out the failure of one.” 

Mr. Meyer stated that, in his opinion, 
one of the most helpful things that 
could be done in the field of rural 
credits would be to bring into the Fed- 
eral Reserve System the 9,640 country 
banks which are new. eligible for mei 
bership but which have not eniered the 
system. “These 9,640 banks,” he said 


£ 








ee ES a CU 


ao 


— ee 


SRNL NIP 


SPREE 


BANKERS MONTHLY for JANUARY, 1923 





“have an aggregate capital and surplus 
equal to and slightly in excess of the 
capital and surplus of the state banks 
and trust companies which already 
belong to the system; and their total 
resources—capital, surplus, and de- 

its—amount to more than $9,000,- 
000,000. In these banks, located for 
the most part in the agricultural sec- 
tions of the country, lies the basis for 
the greatest development in rural 
eredits that could possibly be brought 
about; and a way must be found to get 
at least a substantial portion of them 
into the system. This is a problem that 
requires no new legislation; ‘these banks 
are eligible for membership under exist- 
ing law. The immediate passage of the 
Capper bill, which seeks to make more 
available to co-operative marketing as- 
sociation the rediscount facilities of the 
Federal Reserve System, would be 
valuable of course. But how much 
more valuable would such action be if 
the paper of the associations were re- 
discountable at the Federal Reserve 
banks, not only through the state and 
national banks which are already mem- 
bers of the system, but also through the 
9,640 banks which are eligible for mem- 
bership under existing law and which 
so far have refrained from ‘joining. 


Bank Forecasts Prosperity 


All the necessary conditions for a 
period of prosperity exist at the close 
of 1922, says the Cleveland Trust Com- 
pany in its midmonth Business Bulletin 
for December. Crops are good. In- 
terest rates are relatively low. Prices 
are rising and business profits are in- 
creasing. 

“The present prospects are that bus- 
iness will continue to gain in profitable 
volume for some months to come,” says 
the bank. “The duration of this period 
of prosperity cannot be definitely fore- 
told. The time for business activity 
is here. It is the part of wisdom to 
take advantage of its opportunities, 
and to bear steadfastly in mind the 
realization that later on it will decline 
as definitely as it has increased, and 
probably more rapidly.” 

“When business is recovering after 
a depression, the general level of com- 
modity prices rises. While prices con- 
tinue to advance at any such rate as they 
have shown during the present year, 
it may confidently be expected that bus- 
iness activity will increase. It seems 
doubtful, however, if any such rate of 
advance can be long continued in peace 
times. The present prospects are that 
prices will move forward, and general 
business activity will increase well into 
1923. But it is safe to expect that some 
time during the coming year, this up- 
ward price movement may reach its 
culmination.” 
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Newark Bank Under Way 


Excavation work is well under way The oldest house in America 
for the new building of the North Ward = an on 
National Bank, Newark, New Jersey. a re 
The building will cost approximately 
$300,000 and will be ready for occu- 
pancy about the first of June. We Buy or Sell 

The exterior of the bank will be of 
granite construction of Greek-Doric 
design. The front entrance will be 
through a spacious vestibule, upheld by [JeovenaneneS 
massive stone pillars. The building will 
be one story high with mezzanine floor BONDS 


at the front and rear, which will be 
devoted to officers, for the directors and No Commission Charged 


officials of the institution. There will 

be a large central room for the conven- . F. CHILDS & Co. 
ience of bank patrons. In the rear 

will be rooms for the clerical staff of 208 So. La Salle St. 120 Broadway 
the bank. The safe deposit vault will Chicago New York 
be housed in the basement, which will ST.LOUIS DETROIT CLEVELAND 
also contain locker rooms and a PITTSBURGH BOSTON 
restaurant for the employes. 


any amount of 


The oldest house in America 
dealing exclusively in 
Government Bonds 





Bank Pays Dividend 


Directors of The Mechanics & Metals 
National Bank recently declared the Od, 
regular quarterly dividend of 5 per The First National Bank of Okla- 
cent and an extra dividend of 2 per homa City, Oklahoma, became the first 
cent. Both dividends are payable on million dollar bank in that city January 
January 2, to stockholders of record jst, It has a capital stock of $1,000,000 
December 23. and a surplus of $200,000. Total re- 
This extra dividend makes the total sources of the bank will be in excess of 
payment to stockholders from the past $15,000,000. 
year’s earnings of The Mechanics & —_—_—_——- 
Metals National Bank, 24 per cent. Loren Thorson becomes cashier of the 
This compares with 22 per cent paid Montague State Bank, Montague, Mon- 
last year and 20 per cent paid in 1920. tana, succeeding J. B. Peterson. Mr. 
The annual dividend was increased in Thorson has had about ten years’ ex- 
1919 from 16 to 20 per cent. Up to perience in the banking business, and 
1916 the annual dividend was 12 per has been a stockholder in the Montague 
cent. bank since its organization. 
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James A. Jackson, formerly an as- 
sistant vice-president of The National 
City Bank of New York has been elected 
a vice-president. Mr. Jackson came to 
the bank in 1917 starting as a represent- 
ative with headquarters in Kansas City 





JAMES A. JACKSON 


and covering the southwestern territory. 
In 1918 he was made an assistant cash- 
ier, in 1920 he was brought to the head 
office in New York and in 1921 was 
made an assistant vice-president. 

Mr. Jackson is a graduate of the 
public schools of St. Louis and Troy, 


New Orleans 
III 
Exporting Grain 


The largest of New Orleans’ grain 
elevators is publicly owned, has a 
storage capacity of 2,600,000 bush- 
els, and can load into ships 100,000 
bushels hourly. 


We have a special department for 
financing the exportation of grain, 
and cordially invite such business. 
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Missouri and in 1910 was graduated 
from the University of Missouri. Im- 
mediately upon leaving college he 
became associated with the Gate City 
National Bank of Kansas City, remain- 
ing with that institution from 1910 to 
1914. From 1915 to 1917 he was as- 
soviated with one of the oldest firms in 
the farm mortgage business with head- 
quarters in Fort Worth, Texas. 

Mr. Jackson is 35 years old and 
therefore takes his place as one of the 
youngest bank executives in New York 
City. 


The capital of the First National 
Bank of Peoria, Illinois, is $550,000 
and surplus $850,000, total $1,400,000. 


J. Nissley Brandt was elected pres- 
ident to succeed B. Frank Hiestand of 
the Exchange National Bank of Ma- 
rietta, Pennsylvania. Ethelbert Miller 
was elected vice-president to succeed 
Henry S. Hiestand. 


Burton L. Smith, assistant cashier 
of the Redding National Bank, Redding, 
California, has been elected cashier of 
the institution. H. Struckstede, cashier 
of the Kennett branch, was chosen as- 
sistant cashier. 


William D. Stubbs has resigned his 
position as assistant to the president of 
the: Northwestern National Bank, Port- 
land, Oregon, to re-enter railroading as 
traffic representative in Portland, of the 
Illinois Central system. 


J. H. Read was elected assistant man- 
ager of the bond department of the 
Central Trust Company of Illinois. 
Mr. Read became connected with the 
bond department of the Central Trust 
Company in 1914, and previous to that 
had been manager of the savings de- 
partment of the old Federal Trust and 
Savings and Colonial Trust and Savings 
Banks. 


At the annual meeting of the Morris 
Plan Bankers’ Association, Willoughby 
G. Walling, president of the Chicago 
Morris Plan Bank, was elected pres- 
ident; R. B. Umberger, vice-president 
and manager of the Chicago Bank, was 
elected secretary and treasurer. 


Standish Hall has been appointed as- 
sistant secretary of the Union Trust 
Company of Chicago. 


F. F. Christie Promoted 

Thirty-nine years with the same or. 
ganization, in positions of unusual trust 
and responsibility, received recognition 
in the election of F. F. Christie as vice. 
president of the First National Bank in 
Detroit. 

On April 20th, 1883, Mr. Christie 
began work as messenger in the Com- 
mercial National Bank, which had begun 
business only about two years before. 
He was gradually advanced to more re. 
sponsible positions, becoming  succes- 





F. F. CHRISTIE 


sively bookkeeper, receiving teller, and 
paying teller, and in 1907 was elected 
assistant cashier. 

A few months later in 1908, the Com- 
mercial National Bank was consolidated 
with the First National Bank, and Mr. 
Christie was continued in the position 
of assistant cashier with the consolidated 
bank, retaining that office through the 
subsequent merger with the Old Detroit 
National Bank and until the present 
time. 

In 1917 there was established in the 
First and Old Detroit National Bank, 4 








legal department, and Mr. Christie was 7 
placed in charge of the new department. © 


With the growth of the bank the im- 
portance of this department has stead- 
ily increased and its value has been e- 


hanced under Mr. Christie’s direction | 
He has become known among the bank- | 


ing fraternity of Michigan as an author- 
ity on the fine points of banking law 


and practice, and has answered all sorts © 


of questions. 
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WORDEN RESIGNS: 
NIEZER HEAD 


Following 





the resignation, due to 


illness, of Charles H. Worden, former 
president of the First National Bank 

















CHARLES M. NIEZER 


of Fort Wayne, Charles M. Niezer was 
elected by the board of directors to take 
his place. Mr. Worden had been active 
head of the institution for twenty years. 

Mr. Niezer, formerly head of the 
law firm of Niezer, MeLueas and Reed, 


es 
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. 
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Cc. H. WORDEN 


will give up his practice to devote his 
entire time to: the affairs of the bank. 
This is by no means a new field to Mr. 
Niezer, who has been a director in the 
institution since 1918, member of the 
trust committee and chairman of the 
building committee, which has in charge 
the construction of the new twelve story 
bank and office building which the First 
National Bank will soon occupy. 


L. L. Parker, president of the Bank 
of Pageland, Pageland, South Carolina, 
resigns, which position he held since the 
organization of the bank. 


















ers of this country for 


S. P. JOHNSON, Assistant Cashier 


Flather Joins Broker Firm 


A C. FLATHER, assistant to the 

* president of the American Secur- 
ity and Trust Company, Washington, 
D. C., and manager of that institution’s 
new business department, has resigned 
from that position to become associated 
with the firm of John L. Edwards 
& Company, investment brokers of that 


city. He assumed his new duties in 
December. 
Mr. Flather served the American 


Security & Trust Company for eighteen 
years. In 1914 he was elected assistant 
trust officer of the company and in 1920 
was made manager of the newly created 
new business department, Mr. Flather 
expects to retain his office of third vice- 
president of the Financial Advertisers’ 
Association, as the firm with which he 
is now connected is already a member. 


Frederick S. Easton, president of the 
Black River National Bank of Lowville, 
New York, was elected vice-president of 
the Utica Trust and Deposit Company 
to succeed the late George E. Dunham. 
Mr. Easton has had more than 40 years’ 
experience as a banker and in 1879, 
when the Black River National Bank 
was organized, with D. C. Mest as pres- 
ident, he became cashier. In 1904 he 
was made president of the institution. 


Sam Smith, cashier for the Central 
Savings Bank and Trust Company, 
Monroe, Lousiana, has resigned, to 
establish himself in business at Shreve- 
port, Louisiana. Mr. Smith started as 
a runner for the bank when he was 
seventeen years old. In 1917, while 
assistant cashier, he entered the world 
war as a private, was promoted to 
sergeant and later was named a first 
lieutenant. Upon his return from war 
he was elected cashier. 
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R. V. KELLEY, Assistant Cashie 


Clearing House Body Elects Fuller 

Clyde H. Fuller, secretary of the 
First Wisconsin Trust Company, was 
elected manager and secretary of the 
Milwaukee Clearing House Association 
for the year. Hugo H. Hering, assis- 
tant secretary of the Trust Company, 
was elected assistant manager and sec- 
retary for a month following the -res- 
ignation of Fred C. Best. Mr. Fuller 
has been assistant manager and secretary 
the last two years. 


President Puelicher Honored 

J. H. Puelicher, President of the 
American Bankers Association, has been 
appointed by President Harding a 
member of the United States Section of 
the Inter-American High Commission, 
which is to consider economic recom- 
mendations made by the Pan-American 
Congress. 


Henry Mannings Wells has retired as 
vice-president of the Irving National 
Bank, Brooklyn, New York. 

Mr. Wells entered the employ of the 
National City Bank of Brooklyn in 1885, 
and was elected its president in 1911. 
In 1919 the National City Bank of 
Brooklyn was merged with the Irving 
National Bank of New York and Mr. 
Wells was chosen vice-president of the 
united institutions. 


J. M. Harman, president of the De 
posit Guaranty State Bank, Ponca City, 
Oklahoma, resigned his position which 
he has held since coming from Neosho, 
Missouri, five years ago. J. M. Allison 
becomes president, David Allison vice- 
president, and C. E. Glover, cashier. 
These three, together with Eugene Wet- 
zel of Ponca City and John A. Stewart, 
president of the First National Bank 
of Ralston, Oklahoma, compose the 
board of directors. 






Cleveland Trust Opens New Branch 
The Cleveland Trust Company, 
Cleveland, Ohio, opened its forty-ninth 
branch at 7910 Madison Avenue. It is 
being managed by E. L. Stafford, who 
has been transferred from the Detroit 
West 101st Street branch. Two other 
new branches will be opened soon, one 
at Woodland Avenue and E. 55th Street 
and the other on Madison Avenue, West 
of West 117th Street. 

These branches will give the Cleve- 
land Trust Company fifty-one branches. 


Alterations will be made to the 
building of the Italian Discount & Trust 
Company of New York City. 


Plans are being drawn for making 
alterations to cost $10,000 to the Second 
National Bank, Cortland, New York. 


Work will soon be started on the 
$12,000 bank for the Bank of Stony 
Creek, Stony Creek, Virginia. 


A $75,000 building will be erected by 
the Security Trust Company, of Emaus, 
Pennsylvania. 


The East Tennessee National Bank 
of Konxville, Tennessee, will erect an 
L-shaped bank and office building on 
the site of its present building; five or 
six stories, fire-proof, marble and brick 
exterior finishing, reinforced concrete 
and steel, vaults in basement. The 
bank also plans to increase its capital 
stock from $500,000 to $1,000,000. 


A new ten-story bank and office build, 
ing will be erected by L. B. Jackson 
of Asheville, North Carolina. It will 
be of steel and hollow fire proof tile, 
concrete floors, metal ceilings, interior 
tile, metal doors and ornamental terra 
cotta. 


Extensive alterations and improve- 
ments are being made by the W. B. 
Worthen Company, bankers, to its 
headquarters in the Boyle building, 
Capital Avenue and Main Street, Little 
Rock, Arkansas. The lobby will be 
finished in white marble. A mezzanine 
floor will be constructed in the rear of 
the bank. 


Work has been started on the new 
building of the American National 
Bank, Dayton, Ohio. 


The First National Bank of Green- 
ville, Alabama, will make improvements 
to its banking building, representing 
an expenditure from $30,000 to $50,000. 

The building will be enlarged and to 
such an extent that the Plaza Theatre 
building adjoining the bank’s present 
building will be torn down to make 
room for the addition. 


The First National Bank of Sterling, 
Illinois, has purchased the corner prop- 
erty at East Third Street and First 
Avenue, the main corner in Sterling, 
and contemplates erecting a fine new 
modern eight-story bank and office 
building. 


The Citizens National Bank of Free- 
port, Long Island has moved into its 
new building. With the most modern 
equipment throughout, including up-to- 
date private alarm and telephone sys- 
tems and unusual storage and safety 
deposit facilities, the new Citizens Na- 
tional structure is considered one of the 
finest suburban bank buildings on Long 
Island. 


The new branch of the recently or- 
ganized Bank of New York and Trust 
Company, representing a consolidation 
of the Bank of New York, founded in 
1830, is housed in an attractive new 
building of Colonial type architecture 
in red brick and white marble. 


A new branch office of the Commer- 
cial Savings Bank and Trust Company, 
Toledo, Ohio, will be established at 
Wayne Avenue and Fearing Street. 
This will make the sixth office of the 
institution. 


The three-story building at 306 Main 
Street, Galveston, Texas, was purchased 
by the Guaranty National Bank from 
Dr. Sidney J. Smith for $100,000. The 
ground floor of the building will be 
occupied by the Guaranty National 
Bank. The two upper floors will be 
remodeled and rented for offices. 


The Bank of Alpena, Arkansas has 
just completed remodeling and redec- 
orating its banking rooms. The decorat- 
ing is in light tan and white. 


Plans have been completed for the 
construction of a two-story building for 
the Security Trust and Savings Bank of 
Los Angeles, California. 
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Plans are being drawn for the eree- 
tion of a $450,000 two-story bank build- 
ing for the East New York Savings 
Bank of Brooklyn, New York. 


The East Hartford Trust Company, 
East Hartford, Connecticut, will erect a 
new bank building. 


A two-story bank building will be 
erected by the Frankfort Trust Com- 
pany, Philadelphia, Pennsylvania, for 
which plans are now being drawn. 


The First National Bank of York, 
Pennsylvania, will erect a one-story 
bank building, which is estimated to 
cost $100,000. 


Plans are being drawn for a $200, 
000 bank building for the Peoples’ Bank 
of Warrior Run, Pennsylvania. 


A bank and office building, two 
stories high with a mezzanine floor, will 
be erected for the Union Bank, Nanty 
Glo, Pennsylvania. 


Excavation has been started on the 





LRLEIQUILE ERASE 


$200,000 bank and apartment building 


for the First National Bank, Barnes- 
boro, Pennsylvania. 


The Baltimore Trust Company, 
Camden, Delaware, will construct a new 
one-story bank building. 


Work has been started on the new 
bank and apartment building to cost 
$25,000, for the Gallitzin Deposit Bank, 
Gallitzin, Pennsylvania. 


A $350,000 ten-story bank and office 
building will be constructed for the 
American National Bank, Richmond, 
Virginia. 

The Yonkers Trust Company, Yon- 
kers, New York, will erect a two-story 
bank building with mezzanine floor to 
cost $100,000. 


About $50,000 will be spent in ereet- 
ing a bank building of monument type 
for the Farmers State Bank, College 
Corner, Ohio. 


The First National Bank building at 
Exeter, California, has been recently re- 
modeled. Additions to the second story 
have been made with more offices and 
a director’s room and club rooms for 
the bank employes and office renters. 
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PLAN LABOR BANK FOR 
N. Y. CITY 


PLANS for savings banks for workers 

in New York and Chicago to be 
opened with the support of the Amer- 
ican Federation of Labor have been 
seriously discussed recently. 

Plans for the New York bank, ac- 
cording to W. F. Kehoe, secretary of 
the Central Trades and Labor Council, 
are complete and the new institution is 
expected to begin business about the 
first of next year. 






















HE Magnolia Building, in the heart of Dallas, Texas, 

designed by Alfred C. Bossom, Architect, towers 
above everything commercial in that city. The illustra- 
tion shows the upper stories. Note the Adolphus Hotel 
on the left, the tallest hotel structure in all Texas. 


The lower floors of the Magnolia Building are equip- 
ped for a bank’s use. 


The workers’ bank will be known as 
the Federation Trust Company. The 
capital will be $2,000,000. 

Working plans have been laid out 
along the line of the Brotherhood of 
Locomotive Engineers Co-operative Na- 
tional Bank of Cleveland and will be 
under the direction of W. F. McCaleb 
who established the Cleveland institu- 
tion. Mr. MeCaleb has established 
twenty-four labor banks. 
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Fighting the Boll Weevil 


Science has made much progress in 
boll weevil control and practice has 
made more in the states of longest ex- 
perience. Even though science should 


























s ‘HEI: make no further progress, farmers in 

Elia o WPOuE pa. ee of fresh infestation will learn 
ccau Fat in more and more, as they have learned ol 

EE oa states of longer infestation, how tof 

WH i aut make cotton in spite of the weevil. | 

craus 7 Saag There is much yet to be learned about 

et Eas iy Rau the insect. The degree of infestation 

net itt y EP EGE due to the severity or the mildness of 


the preceding winter is not the only 
factor of damage. Nor is rainfall] or 
temperature, either considered alone, 
uniformly determinative. Much depends 
upon the combination of moisture and 
temperature, the lateness or the ear- 
liness of the season, the vigor of the 
plant and other adventitious circum- 
stances entirely beyond control or pre- 
calculation. 

It sometimes falls out that a mild 
winter and plentiful hibernation, with 
heavy early infestation, will be offset 
by sorching heat at the critical period 
of breeding, or vice versa. It some- 
times happens that an early maturing 
crop will “beat the weevil to it” or that 
a belated crop will give a good yield 
after the pest has made its seasonal 
cycle. And then the reverse may 
happen. 

Meanwhile the scientists are still 
studying. The Florida experiment 
station confidently announces a new 
method of control 90 per cent efficient 
for that State, and the Coad process of 
poisoning is coming more and more 
into use as the machinery is simplified 
and the producers gain experience and 
cease to trust to luck.—Federal Inter 
national Banking Company. 
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THE MAGNOLIA BUILDING, DALLAS, TEXAS 








We invite correspondence and shall be glad to 
have our skilled architects and engineers con- 
sult with you without obligation on your part. 


ALFRED C. BOSSOM 


Bank Architect and Equipment Engineer 
680 Fifth Avenue 
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Hollywood to Have New Bank 
Building 
| The First National Bank building in 
} Hollywood, California, at Highland 
and Hollywood Boulevard, is to be torn 
down and replaced by what is stated 
will be one of the most modern bank 
buildings in Southern California. 
Construction of the new building will 
commence in about 18 months, but in 
the meantime the growth of the bus- 
jness in Hollywood will necessitate ex- 
tensive remodeling of the present Holly- 
wood quarters of the First National 
Bank to accommodate the business, as 
well as that of the First Securities 
Company and the Highland and Holly- 
wood branch of the Pacific-Southwest 
Trust and Savings Bank. 


W. P. Gibson, president of the First 
State Bank of Elmore City, Oklahoma, 
was elected president of the Oklahoma 
State Bankers’ Association at the tenth 
annual bankers’ convention. Mr. Gib- 
son succeeds D. P. Richardson, pres- 
ident of the Bank of Union, Union City, 
Oklahoma, who has been head of the 
Oklahoma State Bankers’ Association 
for two years. 


Preliminary plans are being made 
for a ten-story bank and office building 
to cost $300,000 for the Kansas City 
Stock Land Bank, Kansas City, Mis- 
souri. 
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W. R. Lence, president of the Okla- 
homa State Bank at Enid, Oklahoma 
was elected vice-president and W. R. 
Samuels of Oklahoma City was re- 
elected to his fifth term as secretary- 
treasurer. 


The foundation of the new bank for 
the Farmers State Bank, Bavaria, 
Kansas, has already been completed. 





Alterations and additions will be 
made to the bank and office building of 
the First National Bank, Mineola, New 
York, for which preliminary plans are 
being drawn. 


Work has been started in remodeling 
the First State Bank 
Illinois, which will cost $15,000. 


The directors of the First National 
and the Merchants’ and Farmers’ Bank 
of Long Beach, California, are plan- 
ning to erect a bank building at East 
Main and Tamarind streets. 


Work has been started on remodeling 
the building for the Mercer Co., State 
Bank, Aledo, Illinois. It will cost 
$10,000. 


The First Carolina’s Joint Stock 
Land Bank, Columbia, South Carolina, 
increases its capital from $250,000 to 
$750,000. 


of Eldorado, ~ 
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Plans are being drawn for making 
alterations to a store building for the 
North Capital Savings Bank, Washing- 
ton, D. C. 





The Savings Bank of Richmond, Vir- 
ginia, will build a one-story bank build- 
ing with mezzanine floor. The build- 
ing will be of conerete, stone and brick 
and will cost $52,900. 


Officers of Kenmore Banking Co., 
Kenmore, Ohio, are considering plans 
for a new bank building near the 
present location. The structure will be 
two stories high. 


The Camargo State Bank of Camargo, 
Illinois, will erect a one-story bank 
to cost $20,000. 





Fifty-thousand dollars will be spent 
in making alterations and addition to 
the Wayne Junction Trust Company of 
Philadelphia. 


A. H. Smith, vice-president of the 
Madison and Kedzie State Bank of 
Chicago, has resigned to join the finan- 
cial department of the Thomas Cusack 
Company of Chicago. Mr. Smith went 
to Chicago a year and a half ago from 
New York, where he was secretary and 
treasurer of the Liberty Securities Cor- 
poration, a subsidiary of the New York 
Trust Company. 
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We design, plan, remod- 
el, build and equip 


We have designed, built and ipiaeiet thou- 
sands of banks and know how to plan your 
bank so as to give the utmost possible efficiency. 


Write for a copy of a new booklet we 
have just printed, in which some of our 
latest bank buildings and interiors are beau- 


tifully illustrated from actual photographs. 


ST. LOUIS BANK EQUIPMENT 


AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A, 
807-809-811 WALNUT STREET 
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The remodeling of the Guaranty Say- 
ings Bank, Washington, D. C. has now 
been completed. In the rear of the 
main floor there is located a mezzanine 
baleony to be used as a meeting place 
for the board of directors. The three 
upper floors have been remodeled for 
apartment use. 


Architects have been selected to make 
interior and exterior alterations to the 
Camp Curtin Trust Company’s building 
of Harrisburg, Pennsylvania. 


Officials of the Guaranty Bank and 
Trust Company Lexington, Kentucky, 
have practically completed plans for the 
erection of an eight-story bank and 
office building, to cost approximately 
$250,000. 


A new bank is being erected by the 
Farmers State Bank, Bavaria, Kansas. 
BRAINERD, MINN. 


Sketches are being made for the con- 


f : struction of a $100,000 building for the 
B AN kK Bi IILLDINGS ; s | Brighton Bank and Trust Company, 
Ye) 


Cincinnati, Ohio. 


PLANNED DESIGNED CONSTRUCTED pe A a ~—_ office building will be 
rect T Wayne County Na- 
COMPLETELY EQUIPPED tional Bank of Wonks, Gh. 


Write For Our Quarterly Magazine Work will soon be started on the new 
bank building to cost $12,000 for the 
Bank of Gordonville, Gordonville, Ten- 
nessee. 


ture. 


Plans have been drawn for the erec- 
tion of a $60,000 bank building on the 
Northwest corner of Cannon Drive and 
Burton way, Hollywood, California, for 


CHAMBER OF COMMERCE the Beverly State Bank. 


SAINT PAUL 


Plans are under way for the erection | 
of the First National Bank of Indio, | 
California. It will be a concrete struc. | 
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The two-story brick building at Main [ 
and Sixth Streets, Brawley, California, 
which is occupied by the Imperial | 


Valley Bank has been purchased by | 


H. E. Patterson and S. D. Carey, for 
the Southern Trust and Commerce 
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Have you recently remodelled your building? Or At the November meeting of the 
are you planning new bank quarters? An ad- board of directors of the First — 
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CHAGRIN FALLS BANKING CO. 


CHAGRIN FALLS, O, 


AN EXAMPLE OF OUR SKILL 


a TWENTY YEARS 
| EXPERIENCE 


BANK DESIGNING | 


MODERN BANKING ROOMS AT 
INTERESTING PRICES 


WE PLEASE AND DO NOT USE 
UP THE SURPLUS OR 
CAPITAL EITHER 


WRITE US IF CONTEMPLATING 


BUILDING OR. REMODELING 


C.C. & E. A. WEBER 


ARCHITECTS & SUPERINTENDENTS 
INGALLS BLDG., CINCINNATI, O. 


Chicago Banks To Increase Capital 

Chicago’s expanding business is lead- 
ing its banks to increase their working 
eapital. The Washington Park National 
Bank proposes to increase its capital 
stock from $300,000 to $600,000, selling 
the new shares to stockholders at par. 
This will make the capital, surplus and 
undivided profits aggregate $850,000. 

The Calumet Trust and Savings 
Bank proposes to increase its capital 
stock from $100,000 to $200,000. 

The Immigrant State Bank proposes 
to increase its capital stock from $100,- 
000 to $150,000 and its capital surplus 
from $120,000 to $185,000. 


The Bay County Savings Bank, Bay 
City, Michigan, opens a new branch on 
Midland Street, between Henry and 
Catherine Streets. 


Sketches are being made for a $500,- 
000 bank and office building for the 
State Bank and Trust Company Evans- 
ton, Illinois. 


Plans are being drawn for remodel- 
ing the interior of the Chase National 
Bank of New York City, to cost $50,000. 


Work will start soon on the Commer- 
cial National Bank of Pasadena, Cali- 








fornia, to be erected on East Colorado 
Street.’ It will cost $17,000. 


Plans are being drawn for the con- 
struction of a bank for the Danvers 
Savings Bank, Danvers, Massachusetts. 


Plans are being drawn for making 
a top addition to the Lowell Bank, St. 
Louis, Missouri, to cost $20,000. 


The Vermont National Bank, Brat- 
tleboro, Vermont, contemplate making 
alterations to cost $10,000 to $20,000. 

Plans have been completed for the 
new First National Bank building, Vil- 
lisea, Iowa. The building and equip- 
ment will cost approximately $45,000. 


The Reading National Bank of 
Reading, Pennsylvania, secures a permit 
for the erection of a one-story bank 
building. It will be of brick construction 
and it is estimated to cost $18,000. 


The executive committee of the Amer- 
ican Acceptance Council has selected 
Lynn P. Tailley, vice-president of the 
Southwest National Bank, of Dallas, a 
member of the organization. Mr. 
Talley’s first term on the council was 
for one year, and under the new appoint- 
ment he will serve for two years more. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


D. Bassett was selected to succeed 
C. W. White as vice-president of the 
Lawrence County Bank of Walnut 
Ridge, Arkansas. 


F. R. Brents, cashier of the Bank 
of Woodbury, Tennessee has tendered 
his resignation. The bank elected Wiley 
Bass, assistant cashier, to the position 
of cashier and R. L. Mason, former 
trustee of the county, as assistant cash- 
ier. 


I. W. Hellman, ITI, University of 
California graduate, and son of the late 
president of the Union Trust Company, 
San Franciseo, California, was ap- 
pointed assistant cashier of the Union 
Trust Company. 


S. W. Straus & Company San Fran- 
cisco, plan immediate erection of a 
banking building for their occupancy 
in Chicago, involving approximately 
$12,000,000, of which $7,000,000 will 
represent cost of the structure. 


Contract for the erection of a six- 
story bank and office building at 1510- 
12 Chestnut Street, Philadelphia, Penn- 
sylvania, has been awarded by the Corn 
Exchange National Bank to Henry E. 
Baton at an estimated cost of $520,000. 
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BETTER BUILDINGS WILL 
PREVENT FIRE LOSSES 


N spite of continued propaganda for 

fire prevention, losses due to fire are 
increasing at a more rapid rate than 
population, instead of decreasing. 
This has been recognized by the Chamber 
of Commerce of the United States, which 
is now engaged in spreading the gospel 
of sound building as the best prevent- 
ative of this kind of property destruc- 
tion. F. W. Fitzpatrick, expert in fire 
prevention, appointed by the Chamber 
of Commerce for dissemination of facts 
regarding fire losses, says: 

“The American people have been 
wasteful, criminally so, in much they 
have done. This is particularly true of 
our buildings. We have been stupidly 
trifling with them, spending great sums 
in lavish decoration, in beautiful em- 
bellishment of loose-jointed, flimsy, 
weak, evanescent skeletons, and the re- 
sult is that our annual ash-heap has 
assumed stupendous dimensions. 

“Everyone has built as cheaply and 
as flimsily as he dared, in the hope that 
his property would escape fire, and he 
has joined in a gamble with the insur- 
ance companies on that hypothesis, for- 
getting that losses suffered by others 
react upon, the entire community, him- 
self included, and enhance the prices 
of everything to everyone, even the 
insurance for his protection.” 

“See what we allow fire to do to us. 
Take 1920 for example: $1,580,000,- 
000, is the value of new construction 
and repairs to old buildings. And 
during that year our fire losses in build- 
ings and contents, in cities and on 
farms, reached the sum of $580,000,000, 
or about $5.24 per capita. Plus that 
we paid out during that year—to keep 
our comparison in the same period— 
something like $546,000,000, in pre. 
mium on insurance as a_ safeguard 
against fire (?) and got back $340,000,- 
000, in paid losses, but we also paid out 
for fire departments and such other 
safeguards or protection against fire 
another $500,000,000. Is not the total 
of fire cost appalling? 

“We are dealing with property losses 
but remember that every year some 
15,000 lives also are lost in fires. And 
there are incalculable losses to business 
in stoppage of work in factories and 
such places after fires, loss of rentals 
and the other numerous incidental 
losses that we are not taking into ac- 
count at all. 

“The cure is simple. Build better 
buildings. Fire-proof construction does 

‘not burn and fire protected construc- 
tion cannot be destroyed. On the other 
hand the whole fire situation could be 
absolutely controlled by the insurance 
people. They have given a hand to 
fire prevention. Years ago they pooh- 
poohed it but now have experts, en- 


gineers, bureaus all at work bettering 
conditions. I would ask them to take 
another step, a more drastic inspection 
of buildings, particularly the public and 
semi-publie ones, theatres, hotels, offices, 
factories, and such. A fire door found 
blocked open, old hose dried out and 
useless, rusted stand pipes, sprinklers 
and such equipment, should subject a 
building to increased rates, a species 
of fine; a second offense or failure to 
do as notified, cancellation of insurance 
and you have much of our fire-loss 
right in hand. Costs something, yes, 
but worth it. A bit heavier premium 
to pay for inspection, but after a time 
all premiums could be lowered. Even 
repairs could be done by the insurance 
companies, repairs or _ replacement 
needed in fire equipment, and charged 
to the owners of buildings. 

“Then we can urge legislation that 
will amend our system of taxation. 
Now, the more a man spends on his 
building, the better he builds it, the 
safer it is, requiring the minimum of 
city protection, fire-departments, water 
pressure and all that, why, the greater 
his taxes? Change that so the fellow 
with the old, inflammable tinder-box of 
a building—requiring the maximum of 
city protection and constituting the 
greatest danger to all surrounding prop- 
erty—will pay the higher rate of taxa- 
tion. 

Those are the things that will bring 
people to time, penalization, touching 
their pocket books.” 


Promote Workers of Marine Bank. 


A. J. Crozat, trust officer of ‘the 
Marine Bank and Trust Company, New 
Orleans, Louisiana, for more than four 
years, has been made assistant cashier 
of the bank that is presided over by 
L. M. Pool. 

Mr. Crozat has been connected with 
the Marine Bank and Trust Company 
for several years. He filled a number 
of important positions with the Caron- 
‘delet Street financial institution and 
‘gradually worked himself to the post 
of trust officer. Mr. Crozat has been 
identified with the local financial field 
for a number of years and his promo- 
tion was greeted with applause by his 
large circle of friends in New Orleans. 

W. D. Kingston also was elevated to 
the position of trust officer. He has been 
with the Marine Bank and Trust Com- 
pany for several years. His activities 
have been confined to the bond depart- 
ment. 


F. T. Fehrenkamp becomes president 
of the Farmers and Merchants State 
Bank of Moulton, Texas; F. W. Jaeggli, 
Dr. J. G. Guenther, Ed. Boehm and 
J. T. Jaeggli, vice-presidents; Elo C. 
Fehrenkamp, cashier; R. A. Valenta 
and Milton Meiners, assistant cashiers. 


SURVEYING THE YEAR 
OF 1922 


By JAMES FORGAN 
Chairman, First National Bank, Chicago 


THE year 1922 showed little change 

from 1921. The conditions in both 
years have been determined by the after 
effects of the war. The year 1922, how- 
ever, has shown considerable progress 
in that the liquidation which had been 
begun was continued and in many ways 
brought about a restoration of normal 
conditions within the country. Thus, 
for example, the currency situation is 
a satisfactory one, and there is no 
longer any danger of a catastrophe over- 
whelming our banking and industrial 
structure. The natural resources and 
recuperative powers of this country are 
still so great that to some extent it 
prospers independently of conditions in 
the rest of the world. 


Nevertheless, in spite of improve 
ment in our own country, conditions 
would be by far better if outside of 
our boundaries matters were being 
adjusted satisfactorily. The condition 
of Europe has prevented a _ proper 
disposal of the surplus of many of our 
crops and has disarranged the cus- 
tomary method of financing our agri- 
cultural industry. The foreign buyer is 
no longer able to purchase for future 
needs as he did before the war, with the 
result that more of our crop than 
formerly must be carried by the pro- 
ducer for a considerable period of time. 
Various attempts are being made to 
solve this financial problem as well as 
the one of warehousing the crops until 
they can be sold. Some progress has 
been made and undoubtedly time will 
solve many of the difficulties of the 
farming community and restore fully 
its purchasing power. 

To this situation, which results from 
factors over which we have little or no 
control, there were added during the 
year disturbances entirely due to do- 
mestic conditions. The country is still 
suffering from the results of serious 
railroad and coal strikes. It is to be 
hoped that the commissions appointed 
by the federal government for the pur- 
pose of investigating underlying condi- 
tions of these fundamental industries 
will come forward with some concrete 
proposals which in the future may 
spare the country such serious industrial 
unrest as has prevailed this last year. 

Most crops have been large. Cotton, 
however, proved to be an exception, and 
provided Europe is in a position to buy 
a sufficiently large amount of this im- 
portant crop, the price or raw cotton 
is likely to be high. It may be ques 
tioned whether for some time to come 
we shall see a cotton crop again of the 
size that we want to regard 4 
normal. This is due in large part to 
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the spread of the boll weevil, the ravages 
of which cover now practically the 
entire cotton area. The weather condi- 
tions, especially in the eastern part of 
the cotton belt, were unusually favor- 
able this year for the activities of the 
weevil, and while here and there efforts 
have been made to stay its progress, 
little has been accomplished so far. 

As just noted, cotton prices may be 
high provided European consumption is 
normal. But Europe is less able than 
ever before to arrange for the necessary 
financing for the purchase of the cotton 
which it undoubtedly needs to keep its 
textile mills oceupied to their full ex- 
tent, and this European situation affects 
not merely the cotton farmer but also 
others, either directly or indirectly. On 
the whole, the European situation is 
more serious than it was even a year 
ago. The question of the German rep- 
arations and _  inter-allied debts is 
as far from settlement as ever. There 
has been endless discussion, but no con- 
erete proposals have been brought for- 
ward satisfactory to all parties. Public 
sentiment all over the world is still 
unwilling to consider dispassionately 
these questions which are really eco- 
nomic rather than political. 


A phase of this attitude of mind, 
which has given concern to many 
students of economics, is our position 
in respect to the tariff. It is believed 
by many that the recent tariff legisla- 
tion is unwise as it will prevent the 
importation of goods from Europe into 
this country.. This is felt to be all the 
more serious because, if we insist that 
Europe repay in full the large sums 
which it borrowed during the war, it 
ean do so only by means of selling us 
goods. If we are successful in prevent- 
ing European countries from selling us 
goods, it will not only make it almost 
impossible for them to repay their debts 
but will also make it difficult for them 
to purchase goods from us. In other 
words, our recent tariff legislation, in 
the opinion of many practical and 
theoretical economists, places new ob- 
stacles in the path of European recovery 
and thus at the same time hinders a 
restoration of our foreign commerce. 
According to this view, we have passed 
the stage of industrial development 
where it is necessary for us to protect 
our industries by excessive import 
duties. 


We have probably progressed upon 
the road of recovery as far as we can 
by our own unaided efforts. Further 
improvement depends upon develop- 
ments which are not entirely within our 
control, but the government of our 
country can accomplish much if it will 
use its best efforts to induce other coun- 
tries to enter into discussions with 
frankness and good-will in order to 
discover ways and means which will 
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housed in granite buildings. 
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First National Bank, Cleveland, Ohio 
J. Milton Dyer, Architect 


Your Bank 
And The Noblest of Building Stone 


ae every practical point of view, granite) has proved 
itself to be the most logical material for a banking house. 
For ages it has been symbolic of character integrity and 


Architecturally it has a wide range of color, it is impervious 
to moisture and is readily adaptable to carving and enrichment. 
Its soundness as an investment is proved by the fact that 
many of the finest banking institutions in the country are now 
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This association can be of real service to you or your architect 
when considering material for a new building. 
May we mail you our brochure ‘‘Architectural Granite.” It 


contains really useful information. 


National Building Granite Quarries Association, Inc. 


H. HL Sherman, Secretary 


08 PARTE 


51 State Street. Boston. Mass. 


AEN OR age ce omeree as Sy Here 


bring real peace and prosperity to the 
world. The motives of our country, 
however, will be questioned if we our- 
selves pass legislation which to foreign 
countries at least seems designed to 
prevent their recovery. 

On the whole, money rates have been 
lower during the past year than they 
were in the years immediately preced- 
ing, though at the same time they have 
been adequate to give a fair return to 
the banks of the country upon the 
capital invested. The tendency seems 
to be for rates to go still lower. During 
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the year, as liquidation progressed, 
banks have suffered some serious losses, 
but it is generally supposed that the 
worst is over. As a result of the gener- 
ally prevailing low rates for money, 
prices of bonds and stocks have been 
relatively high. The recovery of in- 
dustry has not been so complete as to 
require all the liquid capital of the 
country, and thus it has been compar- 
atively easy to float new issues of se- 
curities. It may fairly be doubted 
whether this will be quite as true of 
conditions during the coming year.— 
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CAPITAL $105,000 ~ SURPLUS $105,000 


OFFICERS : 
HARRY C.ROBERTS, President i wAipst; 
FRED H HASKELL Casnier '° 


EARNEST C ROE Asst Cashier 


August 1, 1922. 


Rand McNally Bankers Directory, 
Chicago, 
Tll. 


Gentlemen: 


r letter of congratulations upon the 


I thank you for you rsary with the First National Bank 


occasion of my fiftieth annive 
of Prinoeton. 


It is with pleasure that I state that the RAND McNALLY 


t up on" and that for 
BANKERS DIE is the "book I was brough : 

ee cee t have found the BANKERS gs = 2 
ae ble and complete, and in my opinion IT Fa sesatil 
DIRTGTORY wow PUBLISHED, or ever published during my 

experience in the banking business. 


Wishing your publication 4ts merited continued success, I am 


Yours very truly, 


CFL KY 


7 


[pce progressive banks throughout the United 
States use the RAND ME NALLY BANKERS DIRECTORY 
as a daily help to efficient service. For a half century it 
has been the standard book of its kind—complete, accurate 
and comprehensive. 


Practically all of our subscribers show their appreciation by renewing 
from year to year, proving the BLUE BOOK to be entirely satisfactory, 
and we certainly are trying to make it more so with every issue. 


The next issue—January 1923—is now being compiled. If your 
subscription has not been sent to us see to it that you are recorded as a 


subscriber, as only sufficient books are published to fill orders received 
prior to printing. 


‘The BLUE BOOK is in constant service in eighty per cent of the 
banks of the United States. It has four times the circulation of any similar 
publication—the largest bank circulation in the world. 


Ranp MENALLY & ComMPANY 


Largest Publishers of Banking Publications in the World 
536 S. CLARK STREET CHICAGO 


[H., ROBERTS WITH 
NATIONAL BANK 50 
YEARS AS OFFICER 


Golden Anniversary ot Princeton 
Bank President to Be Cele- | 
brated Saturday Night 
with Banquet. 


| 
| 
| 


STARTS AS BOOKKEEPER’ 


*|Devotion to Duty and Tireless | 


Energy Win Place for Mr. 
Roberts as Head of One of 
County’s Leading Finan- 
cial Enterprises—Dean 
of Bankers’ Fed- 
eration. 

In celebration of the 5th anniversary 
of the connection of President Harry ©. 
| Roberts with the First National bank, 
| the directors of that institution have 
arranged for a banquet at the First 
| Methodist church on Saturday evening, | 
jto which the presidents, vice presidents, | 


| 
cashiers and assistant cashiers of every } 
bank in the county have beef invited. | 
{It is given to few men to serve one in 
stitution for half a century, particular-; 
ly with such bonor and credit to him- 
self us well as to the institution served. | 
and the directors of the First Nationa: 
feel that they want to show * ~ appre 
ciation to Mr. Roberts o ° 
able record 
Mr. Roberts entered t 

First Nation Ww 

and bookkr 

he was pn 
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in School Savings 


Tecter 6x i2%" x13’ 
Frame 12%'14" 


THE AUTOMATIC 
RECEIVING TELLER 


This machine, now in use in 
scores of banks, is proving to be 
the effective solution of how to 
get industrial savings at min- 
imum cost. All the employe 
has to do is to place a coin in 
the proper coin slide, push slide 
in full distance and let it return 
with stamps. Detach stamps 
and paste in a folder, which is 
furnished. These stamps, rep- 
resenting savings, are made 
for pennies, nickels, dimes and 
quarters. 


ATEST authoritative statistics on school savings 
indicate deposits of five and a half million dollars 
during the last school year,—an increase of 40 

per cent over the preceding year and of more than 
100 per cent over the second previous year. 


When you consider that this vast sum consisted 
principally of the pennies, nickels and dimes of the 
children and that school savings is a comparatively 
new tendency in American banking, the great potential 
possibilities of this field for fertile development are at 
once apparent. 


The AUTOMATIC RECEIVING TELLER has 
contributed in a remarkable degree to the growth of 
the school savings plan because it has made it easy for 
the children to save; it has furnished an interesting 
incentive to deposit regularly and it has helped to 
educate the children to common banking usage and to 
the importance of a good banking connection. 


Scores of banks in all parts of the country have 
found the AUTOMATIC RECEIVING TELLER to 
be the simple and effective solution to the problem of 
making the children save regularly. Wherever these 
machines have been tried, they have won the un- 
qualified endorsement of the bankers as an uplifting 
influence for thrift among the children. 


The coming months of 1923 promise to record a 
marked gain in school savings. 


Are you planning to get your share? 


If not, resolve to do so now. We shall be pleased 
to send, without obligation, some of the interesting 
and profitable experiences of banks that are using 


AUTOMATIC RECEIVING TELLERS. 


May we serve your Bank ? 


mot American Banking Machine Corporation 


Executive Offices 
SAGINAW 


400 North Michigan Ave. 
CHICAGO 


New York Office 
62 Cedar St. 
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